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MEMO TO GARDEN TOOL BUYERS: 


"The Features Tha 
t Make UNION 
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Every one of the long series of advances. which The Union 
Fork & Hoe Company has contributed to tool manufacture 
and design. can be seen or felt by the customer who enters J 
y. Thus th lue of handling “the A) U NI oO N 


ling the most 
actured today: f 


If you want your sales to grow, 
whose sales are growing. 
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Mustrated with Glass in Oven Door 
No. A-56DV..5 “Top Speed” Long Chimney Burners 
No. B-56DV.. 5 ‘Blu-Hot™ Adjustable Wickless Burners 


OSS—the Pioneer in port- 
able glass door ovens— 
leads again in making cook- 
ing easier. Leading models in 
1941 Boss Ranges have “glass 
in oven door” available at 
slight additional cost. Metal 
doors available in same 
models. 









THE HUENEFELD COMPANY, 
MAKERS OF RANGES..STOVES..OVENS..HEATERS 








AT PRICES EVERYBODY CAN AFFORD! 
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PLUS... 


MANY NEW, EXCITING 
CONVENIENCE FEATURES 
in Various Models 
* 


Non - tilt, slide - out oven 
racks which avoid deep 
reaching into ovens (avail- 
able in leading models only). 


Porcelain finished, paneled, | 


cast iron grates. 
e 


Fuel tank which lifts out 
through rear of left grate; 
not interfering with cooking. 


& 
Insulated ovens. 
® 


Slide-on-legs in leg console 
ranges. Slide on in a jiffy 
—no bolts or screws to 
bother with. 


Recessed shelf on console 
range back splasher. 


Swinging Towel Rod—conve- ' 


niently located—supplied on 
most ranges. 





CINCINNATI, OHIO 
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MAGOR 


SHOVELS - SCOOPS 
SPADES - SCRAPERS 


MAGOR products are backed by a world-wide 
reputation for uniformity and quality, an im- 
mense plant with the most modern equipment, 
and 40 years of leadership in the manufacture 
of steel items. 


MAGOR shovels, scoops, spades and scrapers 


are made from the best special steels, peoperty 
heat treated and tempered. | 


Sleask seb nid Wildl 'dise! stdin in the 
building of our national defense, being used in 
large quantities by the United States Army, the 


Full protection to the trade and special dis- 


for Revised Price List “D’’ at once. We also urge 


"dealers to contact their jobbers immediately for 
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| -MAGor Car CORPORATION 
Me SHOVEL DIVISION 
_ 50 CHURCH STREET. NEW YORK. N.Y. 
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HOUSANDS of dealers have discovered that 

there’s real sales power in this famous Red Tag. 
Customers instantly recognize it as the trade-mark of 
fine products. That’s because long-continued advertis- 
ing has told millions of people that the name Cyclone 
always stands for top quality. So point to the Cyclone 
Red Tag whenever you sell lawn fence, hardware cloth, 
screen cloth, wire baskets, steel floor mats, trellis, etc. 
It takes only a second, and it may clinch the sale. 

BIG, NEW CATA LOG—Full of information you 

need every day. Once again Cyclone comes through 
with a sales help you can’t afford to miss. It’s the big- 
gest and most complete dealer catalog ever offered on 
this popular line of products. Full of information and 
illustrations. Includes product specifications—shipping CYCLONE FENCE COMPANY 
weights—wire gauge scale—sales hints. It also pictures General Offices: Waukegan, Illinois 
in color the wide selection of store display folders, and Branches in Principal Cities 
other Cyclone sales literature which we offer you free. United States Steel Export Company, New York 


We want every hardware dealer to have a copy of 
this valuable catalog. If you haven't received yours 
-if you need more—ask your jobber, or write us direct. 


Cyclone “Red Tag’ Screen Cloth — Cyclone “Red Tag” Hardware Cloth Cyclone “Red Tag” Wire Baskets — 
even mesh always stretches squore. —new welded selvage — straight these tough, rugged baskets ore 
Black, Galvanized, Copper or wires — heavily galvanized after sure-fire sellers 

Bronze weaving. 


Cyclone “Red Tag’ Lawn Fence— 
woven or welded, with gates to 
match — many heights and weights 
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All the facts you want to know 
about products like these: 


Lawn Fence and Gates Tennis Court Enclosures Wire Partitions 


Flower Bed Border Back Stops Window Guards 
Trellis Screen Cloth Plant Guards 
Steel Posts Hardware Cloth and Props 
Flag Poles Wire Baskets Steel Floor Mats 








SCHLUETERS 
OPEN HOUSE SPECIAL 


No. I 


De Luxe 
Dairy Pail 
with the “Easy Pour” Lip 


Your rural customers are bound to want 
this pail because it makes milk handling so 
sure and easy. The specially-shaped pouring 
lip keeps the flow of milk under control — 
prevents splashing, spilling and waste; saves 
many clean-up jobs in the milk house. 

It’s a bright tin pail with a raised, easy- 
to-clean bottom; heavy-wired top; heavy 
tin wired bail; riveted ears — a sturdy and 
efficient pail that’s sure to sell fast at a nice 
profit for you. No. 1120, shown here, is 
117¢x9!l~% inches in size and holds 12 
quarts. One dozen to shipping carton; 
weight 27 pounds. 


THE DELUXE DAIRY PAIL CAN 
BE PROFITABLY RETAILED IN 


Remain 
OPEN HOUSE SPECIAL 


De Luxe Novelette 
Kitchen 


Waste Basket 


... they buy it when they “eye” it 
Here’s a smartly-designed Kitchen Waste 
Basket that practically sells itself — on its 
looks. Attractively designed and trimmed with 
a colorful embossed fur decalcomania, it quickly 
catches the eye of the housewife who wants a 
waste basket that’s good-looking as well as use- 
ful. Furnished either in white with red trim, or 
white with black trim; round in shape, 12%4 x 
1014 x 1434 inches in size. Actual capacity, 25 
quarts. In carton lots of one-half dozen; ship- 
ping weight 18 pounds. 


Y No. 928-R ... White, red trim 


Y No. 928-K ... White, black trim 
i), 


MOST AREAS FOR. ..... 





THE DELUXE NOVELETTE 
KITCHEN WASTE BASKET CAN 
BE PROFITABLY RETAILED IN 
MOST AREAS FOR 





SCHLUETER m{s.coSt-Louis 
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NICHOLSON OFFERS 


Reduces price on famous 35-cent “Handy File’ 
to enable you to sell it profitably at 25° 


@ The same item for which you ordinarily 
pay your jobber $2.80 a dozen. ... Now, 
as an Open House special, you— 
Pay Jobber . $2 a dozen 
(in Special Display Carton) 


$3 a dozen 
(25e each) 


You Clear $1 a dozen 
(full 3314 % —or 50% on cost to you) 


Let the Nicholson or Black Diamond “Handy 


File” head your list of special attractions during 


Retail for 


National Hardware Open House. At the new 
low, popular price of 25c, it should prove an 
even bigger sensation than last year’s Nicholson 
“Two-File Special” on which thousands of hard- 
ware men cashed in. 

There’s not another hardware item with a 
wider appeal for both novelty and practicality! 
Home owners, farmers, mechanics, “hobbyists” 


—all are prospects. And everybody recognizes 


that the “Handy File” at a quarter isn’t just an 
ordinary but a genuinely BIG bargain. 
Lots of Advertising to Help You 


After you’ve laid in your supply of “Handy 
Files,” don’t think we’re going to leave you to 
.. The “Handy 


File” will be widely advertised in conjunction 


your own efforts selling them. . 


with the National Hardware Open House drive. 
Big-circulation national magazines—The Satur- 
day Evening Post, Country Gentleman, Popular 
Mechanics, Popular Science—will carry the 
“Handy File” story to millions! 


ORDER EARLY—<‘so your jobber can deliver 


your supply in time for Open House. Don’t miss 
the opportunity to push an item which is being 
given “an extra shove” through advertising 
definitely provided to help you. 

NICHOLSON FILE CO. e¢ PROVIDENCE, R.1., U.S.A. 


(Also Canadian Plant, Port Hope, Ont.) 
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THE “HANDY FILE” 


is virtually two files in one—one side single cut, 
for smooth finishing and tool sharpening; the 
other double cut, for fast stock removal on 
rougher types of filing jobs. Flat, rounded 
forged handle with handy hang-up hole. No 
pointed tang; no separate handle to come off. 
Each file individually Cellophane-wrapped—to 
keep your stock fresh-looking against handling, 
dust and moisture. Attractive Display Carton 
(containing one dozen files), as illustrated here. 





(1111/16inches overall) 


- Also available in 
Black Diamond 
brand 


Caer) 


FIL | ES FOR EVERY S50 
E PURPOSE USA. 
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When you build today— 


consider the needs of tomorrow! 
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NATIONAL MANUFACTURING COMPANY 


egies times and 
styles have set a fast 


tempo for manufacturers 
to follow, and those who 
fail to anticipate and plan 
for the needs of tomor- 
row remain out-of-date. 


Keeping abreast of the 
times is one of the fa- 
miliar tributes repeat- 
edly made about 


National 


Builders’ Hardware 


Research and develop- 
ment keep marching on 
here in our large mod- 
ern plant to keep this 
extensive assortment of 
hardware products new 
in ideas and modern in 
simple and efficient 
operation. 

Dealers find this chart of the 
full line a great sales aid in 
presenting the entire line of 


products to their trade. Let us 
mail vou one of them. Con- 
vince vourself of the unusual 


buying interest it will create. 


STERLING 
ILLINOIS 
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A NEW PADLOCK 


that is more than up-to-date, afford- 
ing extra value through improved se- 
curity and designing that ore unusual 
in this popular price class. 


%& CRAFTSMANSHIP 


A seamless cast case of rustiess alloy, case 
ee steel shackle, milled nickel plated 
eys. 


*% QUALITY 


Case in ultra-modern streamlined aeroform 
design, with water drain hole, and finished 
in special aluminamel coating. 


A 
$.50 
SELLER 


ASK YOUR JOBBER 


EAGLE LOCK CO., = General Offices, TERRYVILLE, CONNECTICUT 


Ri ight now ts 








*& SECURITY 


Five disc tumblers, and Eagle special shock 
proof bolt. Over two hundred key changes. 
Can be masterkeyed. 


ESTABLISHED 13833 iS 


Look for the Eagle trade mark we 
on each padlock and key. 
















More Profits for You! 


The longer margin of profit on Loma is 





IT 


protected by price maintenance. 


Superior Quality and colorful, modern 
packages are backed by National and Local 
Advertising plus Free Dealer Helps. (Win- 
dow and Store Displays—Leaflets—Cuts for 


Catalogs, Newspapers and Fliers. ) 
’ 


~* 
Early Store Display 
Makes More Sales 


For advantageous Prices 
and Full Information, 
write today. 


TENNESSEE er cxaues Te” The Perfect Plant Food 
CORPORATION 
61 BROADWAY, 
NEW YORK CITY 


ue 
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for EverythinZ Green that Grows 
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Floor Cleaner 
DouBLE ACTION 4 


X“removes \ 
X bleaches 











| ... NEW POW 





Hitch your store to this new drive on Schalk’s Big Five! 
Look at this spread! See what Schalk plans in the year ahead! New life, 
new power back of Schalk Specialties! To Schalk’s Big Four...Double X, 
Savabrush, Waxoff, Crack Filler...we have added a new contender 
for national honors: Schalk’s Wood Putty. Through such big, national 
magazines as LIFE and Better Homes & Gardens, we will pound away, 
selling Mr. and Mrs. America on the big idea of “Do it yourself!’ You can 
do yourself a real profit-turn by stocking up and hooking up now! Order 
from your jobber! Schalk Chemical Company, Los Angeles, Chicago. 
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@ Growers, today, demand stamina in spraying equip- 
ment. Stamina is the quality that enables a sprayer to 
stand up day after day throughout tough spraying 
schedules. 

The Myers Double Gear Self-Oiling Power Spray 
Pump has that extra strength and durability that 
makes for stamina. That’s why Myers dealers have a 
most powerful selling feature in Myers Double Gear Pump 
Construction. Vastly different from other pumps with only 
one main gear, Myers Double Gears eliminate thrust and 
strain and carry maximum loads with minimum wear. These 
pumps also have wide heavy duty roller bearings at every 
point of friction and precision machining for perfect align- 
ment. These features insure greater dependability and longer 
life. 

OTHER MYERS TALKING POINTS 


Perfect lubrication—Accessibility for inspection and serv- 
ice—Simple automatic control—Ample capacities—Adequate 
pressures—-enable Myers Sprayer Dealers to furnish both 
small and large growers of fruits and vegetables, and all 
other users, equipment capable of doing a better job at low- 
est cost per gallon. 

When it comes to complete customer satisfaction, you can’t 
beat the advantages of Myers Double Gear Construction— 
and remember, a satisfied customer always opens the way for 
additional sprayer sales to friends and neighbors. 

Sell MYERS for greater profits in "41. Write for details. 


THEF.E.LMYERS & BRO. co. 


ASHLAND, OHIO. 


: Take Off. yourHat a 
dy MYERS A ROW CROP \ 











PUMDS WATER SYSTEMS MAY TOOLS DOOR HANGERS SPRAYERS 
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TRUCK MOUNTED— 
ENGINE POWERED 





ct 


GIVES DEALERS SOMETHING TO TALK + 























































































eit 
DOUBLE GEARS » DOUBLE ECONOMY 
DOUBLE PROTECTION * DOUBLE SERVICE YEARS 


ONLY MYERS OFFERS ( 
'” THIS UNMATCHED 
SELLING ADVANTAGE 


ROLLER BeARIGs / 





AND MYERS 
GIVES YOU 
SOMETHING 
NEW IN GUNS TO TALK ABOUT 





TRAILER TYPE - ENGINE OR 
TRACTOR POWERED 
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FOR 


SHOVELS 
sr . of Values 
\ 


Every style o ped and all 
furnished wit dies that 
really catch th ook the 
value they are! : so that 


you may meet yo prices 
and MAKE MONEY 


Hollow Back—Ames ade 
from one sheet of h . at 
treated steel. ALL-IN- s 
construction eliminates . 
cracking under strain. 

Northern Ash. Both you a 

will like the new finishes. 

individually wrapped in tub 

wrapped in Kraft Bags. The 

you in perfect condition. Se 
coupon for price details. 


MARALIO RY 
METAL PRODUC 


—. 


ucts Co. 
miint 


ell us what you as an independent 
turer can do for us. Send catalog. 
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A GREAT IDEA FOR 
SELLING MORE ROPE 


Say Over a Thousand 





Hardware Dealers 











Made to Accurate/y Measure 
Rope Manufactured Only by 


eT TAVALED I AGA = Tale Al : 
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Auburn. New York 
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Sells more 


rope because This Columbian Rope Merchan- te 't's easy to measure rope accurately 

it keeps it diser brings the rope out from hid- on this machine. The large dial is as 

right in front ing and puts it in front of your simple to read as that of a gas-pump. 

of customers Customers—a constant forceful re- Helps you speed up sales—complete 
minder to buy! Check these follow- them faster! 

ing selling features: More than 1,000 of these Merchan- 


%& 't holds — sizes of i 0 is disers are daily demonstrating their 
the b t 
ced athe? nay ieacvegy beremasin 4 great value to Hardware Dealers. 
through the floor into the display unit. : 
Get yours now. It will help you sell 
more rope in more sizes. Ask your 


QUALITY 


* It lets your customers see and feel the 


rope they buy . . . helps them deter- 
ee mine the correct sizes Jobber Salesman TODAY. 
every Step of the way COLUMBIAN ROPE COMPANY, Auburn, “The Cordage City,” N. Y. 


COLUMBIAN otc xin: ROPE 
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for NATIONAL HARDWARE “OPEN HOUSE”’ 


New RED DEVIL 
ROLLER SKATES 





A roller skate with extra eye 4 ; Red Devil Roller 
appealeNewtranslucentred, ¥& Skates are packed 
nickel finish « Streamlined \ 


toe clamps ¢ Double ball- J : 
bearing wheels « Sturdy yet red and blue dis- 
flexible for easy riding. play box. 


MATCHED TACKLE SET 


in an attractive 





One 8} foot Fly Rod and one 5 foot 
Casting Rod, matched and balanced. 
Made of seamless tubular steel. Ac- 
tion of bamboo, strength of steel. 
Extremely light weight. Your oppor- 
tunity to interest customers in both 
fly fishing and bait casting. Order 
through your jobber. If he cannot 
supply you, we will gladly give the 
name of your nearest distributor hand- 
ling these “Open House” Specials. 
> + Jobbers catalog pages and mats available, 


HARDWARE COMPANY 
TA ch. 


TORRINGTON, CONN 


1 CHAMBERS 














>E FEBRUARY 6, 1941 17 



























PANTHER 


and 


DRAGON 
TAPES 


Good tapes, made by a 
company that knows how 





First to be Wrapped 
and SEALED in Cellophane 


Perfect Adhesiveness 
and Tensile Strength 


Strong Distinctive Green Core 


Colorful Attractive Boxes 


A Company in the Insulation 
Business Since 1878 





HAZARD INSULATED a 
WIRE WORKS Me 


Division of the Okonite Co. 
Works: Wilkes-Barre, Pennsylvania 


Sold Exclusively Through New York Chicago Philadelphia Atlanta 


Distributing Wholesalers Pittsburgh St. Louis bil 
Dallas Boston 
Buffalo Wy Washington 
Cleveland Birmingham 


Detroit Seattie Los Angeles San Francisco 
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f: =] ) 50¢ RETAIL 
Real Defense! ~~~ 


1-3/16” steel 
case, 3/16” 
Your selling job is half done 
when you show a MASTER 
“Secret Service” laminated pad- 
lock. Everyone knows the strength 
of this time-tried layer-built construction. 










shackle, 750 key 
changes. 














. 3 “Secret Service” 
75¢ RETAIL 


1%” steel case, 
9/32” shackle, 
practically unlim- 
ited key changes. 


But to extra strength MASTER also adds extra security, with ™% 


such refinements of the locksmith’s art as precision-machined 
solid brass cylinder, chrome-nickel steel shackle, and a patented 
locking device to guard against “rapping” the shackle open. 
It all adds up to more padlock for less money. MASTER 
Padlocks can be furnished master-keyed, or keyed alike . . . 
with one-day service on rush orders shipped direct to you and 
billed through your jobber. 


No. 1 “Secret Service” 
$1.00 RETAIL 
) 14%” steel case, 
5/16" shackle, 
practically unlimit- 
ed key changes. 





No. 5 “Secret Service” 
$1.25 RETAIL 
2” steel case, 


shackle, practiéally 
unlimited key changes. 


one, 
Cn 






wi) § Master Jock (Company 
sal Worlds Leading Padlock Manufacturer ALL SIZES ALSO IN LAMINATED BRASS 
MILWAUKEE. WIS.. U.S.A. [SDT 
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STEARNS 


Model 181-ST Model 521-PT 
$6750 $412 500 


Solid Rubber “ | POWER = 
, LAWN MOWERS 


Hitting An 
All-Time High 


In Sales Model 524-ST 


$7 550 The 1941 sales of Stearns Power Lawn Mowers Seltd Rubber Tiree 


Solid Rubber Tires indicate an all-time high, bringing to the 
hardware trade greatly increased profits. 


Designed especially for the hardware trade, 
and sold exclusively through the channels of 
that trade, Stearns Power Lawn Mowers, 
within a few years have created a $2,000,000 
volume of sales not formerly available to that 
trade. 


Wheel-Drive and Roll-Drive Models 
Pri ; ’ 
Medel 421-ST riced from $67.50 to $250.00 Model 124-PT 


$8750 Here are real profit-makers. Simple, depend- $19150 
- ‘ . Goodyear 
Solid Rubber Tires able items of merchandise, free from all tricky — preumatic Tires 
or complicated mechanism and easily oper- 
ated by anyone—without experience or in- 
struction. 


Be ready for the big demand created by our 
increased national advertising campaign in 
leading national home magazines. Ask your 
jobber about the Stearns line without delay. 


Representative Stearns models and prices are 

shown here. All models are powered with 

Briggs & Stratton engines and equipped with 

solid rubber tires on drive wheels, rollers and 

casters. Goodyear pneumatic tires are avail- Model 122 
$9450 able for all Stearns wheel-drive models at $17 450 

Solid Rubber Tires moderate extra cost. 


Model 518-ST 


Ask Your Jobber or Write Us 
for Catalog No. A2 


E. C. STEARNS & CO. 
SYRACUSE Estab. 1864 NEW YORK 
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BACKED BY A LOCAL 
SALES BUILDING 
PROGRAM ... THAT 
BRINGS IN BUYERS 


There is no secret about the success of the Continental 
dealer plan. 1st, Continental offers dealers a line of steel 
products that includes outstanding sales leaders for fast 
turnover, as well as a full line for year-around sales to a 
wide market. 2nd, Continental provides the dealer with a 
program that will increase sales automatically, assure fast 
turnover, and build goodwill for him. 

Continental offers a line of CERTIFIED QUALITY steel 
products—nationally advertised, aggressively merchandised 
and sold by established dealers. This line includes modern 
styles of steel roofing and siding—modern in quality and in 
value. Another widely-known sales leader is Continental 
FLAME-SEALED fence. It is triple-guarded against rust and 
guaranteed ... and the only fence with the famous PIONEER 
KNOT. 

The Continental line and sales-building plan have boosted 
sales and added to the net income of hundreds of dealers. 
They can do the same for you. 

CONTINENTAL STEEL CORP., Kokomo, Indiana 


Plants at Canton, Kokomo and Indianapolis 


THIS BOOK... 10 Boost 


SALES AND PROFITS in 1941 


If you are looking ahead this 
season you will want to in- 
vestigate the opportunity 
with Continental. The best 
way to do that is to see the 
entire plan so you may judge 
it for yourself. There is no 
obligation. Write today. 
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NTINENTAL 


STEEL CORPORATION 





:. CO 


3-IN-ONE 
OIL 
WILL MAKE STEADY 





PROFITS FOR YOU! 


43 CBS RADIO Stations coast-to-coast, and 46 well- 
known MAGAZINES are carrying 3-IN-ONE Oil mes- 
sages to your customers. This steady stream of adver- 
tising promotes steady sales and steady profits. Get 
ALL of your share by displaying and suggesting both 
the Regular and Heavy Body types of 3-IN-ONE Oil. 


THE A. S. BOYLE COMPANY 
Distributors - Jersey City, N. J. 
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ell- 
BRANDS 


es- 
lefr- 
Set Industry _ is expanding tor national detense- need —sun-Ret Kage Alumin 
homes. Private enterprise an public agencies $¥ FHA wercearo-phened with zine) 
oth are modernizing and building dwellings to ouse them.-- Sue ee 
Dil. BE PREPARED TO SELL MORE Red Edge Screen Cloth THAN EVER Sun age Bronze 
Red Edge identifies itsel all for it by name. Its and Noxide antique) 
satistactio 


service and 

Red Edge is self-measuring at 

Red Edge is rust-retarding, even unde 

Red Edge is velf-reinforcing—edge tig 

Red Edge conforms with recommendation ° 
Commerce Bureau of Standards. 

d business for you: 


Red Edge builds goodwill and goo 


nailing strip. 


ht, body firm. 
t U.S. Dept. of SSS 
R Reg- U.S. Pat- od. 
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HELP YOUR CUSTOMERS GUARD AGAINST SICKNESS WITH 
TAYLOR THERMOMETERS AND WEATHER INSTRUMENTS 


OU can offer your customers a profitable 

service during this critical cold season, begin- 
ning in February and reaching through April. Sell 
Taylor outdoor window thermometers to advise 
on what to wear . . . Taylor indoor thermometers 
to help keep heating systems under control. . . 
Taylor Humidiguides to indicate indoor humidity 
for greatest health and comfort . . . Taylor Storm- 
oguides to forecast weather 12 to 24 hours ahead. 
All these instruments are practical health aids at 
the prices your customers want to pay. 


Display and sell these Taylor Instruments from 
now on until Spring and win your customers’ 
appreciation. People everywhere know the nation- 
ally-advertised Taylor Line. They recognize that 
Taylor stands for accuracy. Show them the Tay- 
lor name on every Taylor instrument—and the 
5-year Guarantee of Tested Accuracy on every 
item selling for a dollar or more. Check your 
wholesaler now for a complete stock. Taylor 
Instrument Companies, Rochester, N. Y. Plant 
also in Toronto, Canada. 





(left) 


(right) 


by fruit 
$2.00* 













Outdoor 
Wall Thermometer 
Retails at $.75* 


No. 5008... 
Jelly Thermometer. Stain- 
less Steel Scale, not affected 


acids. 





(left) 

No. 2280F ... Fisherman's 
Barometer. Predicts when 
the fish will rise and when 
they will stay down. For 
fresh or salt water fishing. 
Retails at $5.00* 


(above) 


Candy and 


Retails at 


(left) 


No. 2289. . 


. Fairmont 
Junior Combination. 
Barometer, Hygrometer, 
and Thermometer. Re- 
tails at $10.00* 


*Prices slightly higher west of 
Rockies and in Canada. 


No. 5610. . 
mometer. Shows temperature while 
floating in bath. Retails at $.75* 





(right) {f > 
_ 


No. 5317 . .. Window Ther- a 
mometer. Retails at $.50* ; 






. Baby's Bath Ther- 








(above) 

No. 5112... In- (above) 

door Wall Ther- No. 2287 . . . Fleetwood 
mometer. Retails Baroguide. Retails at $5.00* 
at $.50* 


(left) | 
No. 5936... 
Roast Meat 
Thermometer. 
Retails at 
$1.50* 
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Get Attention for your Hardware Store 


with a Pittco Front 


YHOPPERS notice the hardware 
store with a shining Pittco Front. 
Its gleaming surfaces and striking 
colors promise something extra in 
the way of value and service that 
people are quick to investigate. The 
most casual passer-by is curious 
about what he’ll find back of a mod- 
ern Pittco Store Front. And every 
time a new customer is drawn into 
vour hardware store, it is added evi- 
dence of the soundness of your mod- 
ernization investment. 
Up and down the country you'll 









FEBRUARY 6, 1941 


ITTCO STORE FRONTS 


PITTSBURGH PLATE GLASS COMPANY 


"PITTSBURGH * stench for Zuallty Glass and hint? 


find stores of every size and type, in 
almost every community, which have 
been remodeled with Pittco Fronts 
and today are selling more goods. 
Business increases of 15% to 75% 
have been reported from stores mod- 
ernized with Pittco Store Fronts. 
What a Pittco Front has done for 
others—it can do for you! 

The wide variety of Pittco Store 
Front Products, and their ready 
availability through hundreds of 
Pittsburgh branches and jobbers 
everywhere in the country, make it 





IT’S HARD TO BELIEVE but both pictures show the 
same location, before and after remodeling with a neu 
Pittco Store Front. Carrara Structural Glass, Pittco 
Metal and Pittsburgh Polished Plate Glass are here com 
bined to give this hardware store in Allentown, Pa., a 
Store Front with plenty of customer appeal 


possible for us to supply you with a 
complete store front job, suited to 
your particular requirements, in a 
design As individual as you wish.  ¢ 

When you remodel, see your archi- 
tect to assure an economical, well- 
planned job. Our staff of experts will 
gladly cooperate with him in plan- 
ning a Pittco Front to suit your 
needs. For your convenience, you can 
pay for your new front on the Pitts- 
burgh Time Payment Plan — 20% 
down and the balance in monthly 
payments. Mail the coupon for com- 
plete information. 





rf 


2207-1 ¢ 
“Pittco 


Name 





Address 





City 





Pittsburgh Plate Glass Company 


Please send me, without obligation, your new, illustrated booklet, 


rant Bidg., Pittsburgh, Pa. 


Store Fronts and Their Influence on Retail Sales.”’ 
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HE E SPRING 


RADE OF 
PROFITS 


The season of 1940-41 promises to be a banner one 
for Seymour Smith jobbers and dealers. There will be 
an even finer, more attractively packaged line than ever 
before — many new, exclusive product features — wide 
flung national advertising —new, hard-hitting store selling 
helps PLUS the outstanding gardening window display of the 
year — sent to you free on request. 

So get ready to join the spring parade of profits. Tie in and push 
the line that is known and asked for the country over. 

Ask your Jobber about Seymour Smith Pruning Tools, Hedge and 
Grass Shears now. 


SEYMOUR SMITH & SON, INC., 201 Main St., Oakville, Conn., U.S.A. 


SALES REPRESENTATIVE: JOHN H. GRAHAM & CO., INC., 105 DUANE STREET, NEW YORK, N.Y. 
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8 
— Built Like Field Fence 
4 Woven with straight stiff stay wires and tension-crimped 
line wires to stay tight. Erected easily and quickly. Needs 
d 4 no top or bottom boards and fewer posts. Wires are 18 gauge, 
j with 15% gauge wires top and bottom. 
4 Chic-Mesh is designed particularly for installations of a more 
permanent nature. Outlasts ordinary netting several times, 
ad Graduated 3% yet costs no more, installed. 
y eB A REAL Fence ... A REAL Sales Advantage 
Down to A many purpose poultry fence —'for pens, yards, ranges — 
3 Inches 3 every size chick or fowl. Its great saving in cost . plus 
High built-to-last features . . . makes Keystone Chic-Mesh a 
3 mighty popular volume seller that brings business YOUR way. 
2i ‘¢Galvannealed”’, Copper-Bearing - 
Graduated 4 2th Made with the same tough, weather-resisting wire as the 
From 2 famous RED BRAND farm fence. Gives, easily, twice the 
2% Inches 1% service of ordinary nettings. 
114 Inches : Closely Spaced 
High ik Bottom wires are spaced only 1 inch apart, gradually increas- 
. " ing to 4 inches apart at top. Stay wires are either 2 or 3 
5 Bottom ‘ inches apart, as preferred. Heights: 24, 26, 48, 60 and 72 
Spaces ‘ ' inches. Put up in 150 ft. rolls. 
1-in. High ' 


KEYSTONE STEEL & WIRE CO. 
DEPARTMENT P PEORIA, ILLINOIS 


ey the + RED BRAND Fence 
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ANOTHER McKinney wEURST” 


a BUTT that can take the weather 
































































BRONZE - STAINLESS STEEL 
LEAVES =a Ful Size AGAINST BRONZE 
BRONZE - sue 
PIN ——— ONE OF THE 
Sones Steel Bushings MOST PERFECT 
inst Bronze Pi 
“a a “cask BEARINGS KNOWN 
LATERAL LOAD 
BUSHINGS 
Stainless Steel Bushings 
NOTHING —s GUARANTEED FOR 
TO RUST VERTICAL LOAD A MILLION CYCLES 






McKINNEY MANUFACTURING COMPANY ° PITTSBURGH, PA. 


OVER 75 YEARS DESIGNING AND MANUFACTURING GOOD HARDWARE 





















A Self-Cleaning 
Shower Head 
That REALLY 
Cleans Itself. 


PICK UP EXTRA SALES FROM STORE TRAFFIC 
with this ‘‘Sure-Fire’ “EWERKLEER”’ 
Self-Cleaning SHOWER HEAD DISPLAY 


With practically everyone coming into your store a prospect 
for the popularly priced “EVERKLEER” Self-Cleaning 
SHOWER HEAD .... this striking sales display of the 
“EVERKLEER” Self-Cleaning Shower Head should step 
up your shower head business. 


“EVERKLEER” Shower Heads quickly replace old type 
heads clogged from constant use ... they use 40% 
LESS WATER and give a more satisfactory shower. 


Actual “EVERKLEER” mounted on display invites 
waiting customers to “see how it works”. . . and sell 
themselves while they wait. Enlarged cutaway view 
shows Self-Cleaning mechanism and tells how it 
works. Display is of sturdy metal construction in a 
striking yellow and blue color combination . . . takes 
little counter or display room space. Ask your job- 
ber’s salesman about it today, or write to us direct 
for full particulars. 


COMPANy 7 


THE REPUBLIC BRASS COMPANY 1623 EAST 45th STREET, CLEVELAND, OHIO 
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FOR NATIONAL HARDWARE OPEN HOUSE MAY / TO MAY 10 
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UNIVERSAL 
AUTOMATIC IRON an 
HOSTESS IRONING TABLE 
Wrinkle-proof round heel iron, fingertip control, light 


weight plus a sturdy Folding Ironing Table—a sure- 
fire combination—a value your customers can’t resist. 


No. 7885-41  Dealer’s Cost $5.30 


UNIVERSAL VACUUM BOTTLE LUNCH KIT — A tremendous 
value. Ventilated, insect-proof sanitary food compart- 
ment keeps food tasty. Vacuum bottle keeps liquids 
hot or cold for hours. It’s what every workman wants. 


No. 139 Dealer’s Cost 98c 


HOUSEHOLD CARVING SET 
The high carbon stainless- 
steel blade is hardened and 
tempered with matching 


stainless-steel fork. ' 


Brass rivets and rose- 
$150 Value 


wood handles. Attract- Ws 
ive display box makes ies 


a special people go for. 
No. 152 
Dealer's Cost 60c 











TUNIVERSAL 


THE TRADE MARK KNOWN IN EVERY HOME 


FEBRUARY 6, 1941 

















= are plus values to 
help you make a real 
event of the National 
Hardware Spring Open House! Each 
is a typical UNIVERSAL product in 
quality, workmanship and value. 
Feature them as price leaders. Let 
them help you win new customers, 
build sales, and increase profits. 


Write or wire your order today for these 
UNIVERSAL Specials 


$169 Value 








LANDERS, FRARY & CLARK 


NEW BRITAIN, CONN. 
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Everything You Need to Know 
About BUILDERS’ HARDWARE 





T 






NOW! 


For the First Time 
in Permanent 
BOOK FORM 
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This is your only source of 
complete, authentic, easy-to- 
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read information on all phases 
of BUILDERS’ HARDWARE 
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# If you are one of the many hardware men who have always 
wanted to know more about Builders’ Hardware—and how to make Here are some of the features and 
more profit from its sale—but could not, because of the lack of profitable ideas in this book that will 
information on this subject—“TAKING THE MYSTERY OUT OF mean more dollars for you! ' Atta 
BUILDERS’ HARDWARE?” is the book for you. 220 pages—page size 8!/2 x I1'/2 inches— 4 Inge 
‘ . cloth bound to withstand hard usage. ; | 
‘ You an ae +" ecm the song be Adon ry serea Mee life- How to bring prospects into your store. book 
ime experience in successfully selling, buying and manufacturing , : : ° , 
Builders’ Hardware. You will be shown how to quickly and easily Suggestions on making bids that will mean guar 
’ = more sales and profits to you. “Spl 
set up a Builders’ Hardware department capable of servicing all the ‘ h “hee ; p 
needs of your community from the average home to schools, hotels, How to cash in on the sale of rep acements “Qui 
office buildings, churches, apartments, etc. and “follow-up” items. " , 
A wealth of specific information on equip- Inj 
You'll also be shown how to read blue prints, and to specify jobs; ping public buildings. ; from 
how to work with property owners, contractors and architects; how Nine comparative charts which show you how 
to use Builders’ Hardware to increase sales in your other depart- to match different items. prod 
ments. This book will bring you all you need to know about this A working Blue Print, size 25 x 1 1!/2 inches, rollir 
profitable, basic hardware line. Glossary of more than 300 Technical Build- 1 
ers’ Hardware Terms, Cross Reference In- mes 
The experienced Builders’ Hardware Engineer will want this ‘book dex, etc. make 
for its use as a handy reference work. The beginner will want it Over 600 Illustrations, Charts and Diagrams. Th 
as a text book to use as the only complete home study course in this 
subject ever published. ORDER YOUR COPY NOW type 
vl 
Your clerks, too, should have this new book. They will become (ree ey eee ee ne eee lnedware as 
more valuable to you and more valuable to themselves by reading offers you to increase your earning power. men 
and studying it. GOOD BUILDERS' HARDWARE MEN ARE SCARCE. turer 
Disc 
mAIL THIS COUPON TODAY | stang 
till 







) Check here if you enclose payment, in which case we pay postage. 


' y - 
‘ HARDWARE AGE 26 | servic 
+ 100 East 42nd St., New York, N. Y. : 

4 # 

. Please send me copies of “TAKING THE MYSTERY OUT OF BUILDERS’ HARDWARE” by Adon H. = $ 

: Brownell. I will pay the postman $3 each, plus a few cents postage. (Canada and Foreign Countries $3.50.) : 

a 1 

NAME FIRM 

- ' 

| ADDRESS CITY STATE : 

: H 

t 

| 2 

te 
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THESE 4 worDs 
PUT THE BIG PUSH 


Attached to the handle of each 
Ingersoll Shovel you stock is a small 
booklet which explains why we can 
guarantee these Blade Edges to be 
**Split-proof.’’ It helps you make a 
“Quick sale toasatisfied customer.”’ 

Ingersoll Shovel Blades are made 
from TEM-CROSS Tillage Steel, 
produced in our own mills. Cross- 
rolling gives it an interlocking, 
mesh-grain structure... 
makes it split-proof. 

This steel is the same 
type we roll for Amer- 
ica’s largest Imple- 
ment Manufac- 
turers for their 
Disc Blades to 
stand tough 
tillage 
service. 


SHOVELS - SPADES 





r 


Available in all types and grades, round 
and square points, black or polished 
finishes. All Alloy, A, B and most C 
Grades are heat-treated. 


Ask your Jobber, or write for Dealer Prices. 
Address our New Castle Plant. Dept. H.A. 


INGERSOLL STEEL & DISC DIVISION 


BORG-WARNER CORPORATION 
NEW CASTLE, INDIANA 


Plants: New Castle, Ind.; Chicago, Ill.; Kalamazoo, Mich. 
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Harpware Ace Wuirte Inventory SHEETS 


nonneanpanenesncapaerennsnenqaneth ne Gin nimusncancnainegiinnntanegnbiel 





Simplify Your Stock Taking with the 


Actual size of sheets 9¥% by 12 inches over all; writing areo 
8'/p by 11'/2 inches. Sheets printed on both sides of good 
white bond paper, with 28 entry lines on each side. PRICE $1 
for 200 sheets (400 pages) plus 25¢ mailing charge. 


You can make your annual inventory taking an 
easier, surer job by using the HARDWARE AGE 
WHITE INVENTORY SHEETS which 1,000 
leading retail hardware dealers helped us design. 


From the many suggestions received this sheet 
was designed to sell at a new low price — 200 
sheets for only $1, plus a 25¢ mailing charge. As 
these sheets are printed on both sides of good 
white bond paper, this means you really get 
400 pages of inventory record sheets. Each side 
of the sheet has room for 28 items. Your $1.25 
investment provides inventory space for 11,200 
items. 


During the past years, thousands of retail hard- 
ware dealers and wholesalers have used millions 
of HARDWARE AGE Inventory Sheets because 
they found them simple, convenient and handy 
to use. The WHITE INVENTORY SHEETS are 


HARDWARE AGE 
100 East 42nd Street, New York, N. Y. 





gr 
























































the best ever—they are even more simple, more 
convenient and easier to use. Our entire effort 
was directed toward making your annual inven- 
tory taking an easier and surer undertaking. 


These WHITE INVENTORY SHEETS will 
fit the HARDWARE AGE Inventory Sheet Bind- 
ers which are used by thousands of dealers who 
reorder their Inventory Sheets from us year in 
and year out. 


Due to the exceptional low price at which 
these sheets are sold and which applies to the 
United States and its possessions only, please 
have your money order or check accompany 
your order. 


Make your inventory taking this year easier 
and surer with these WHITE INVENTORY 
SHEETS. Use the coupon below to order your 


supply today. 





4 





Gentlemen: 

Here is my $ ..» Please send me........... hundred white HARDWARE AGE Inventory Sheets (200 for $1.00. plus 25¢ mailing 
cherge). Also send me. ......... Binders (50¢ each). Send these te me by return mail. 
POR os Sunes s cnsvadvn's Sab 050 dh ee awbd Gua seaea te eerekesesed sda Ade) aithrkdexil<cexdhapcd rhs hcnmehae tea aie, vakals 
SEY nck buck ahaa eadade da gases 10 <a uns GhucMeRekehses ies taskeeeel sae Reesents heer he eeeae- sine creas PE ctadigetedns 
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\ The plastic handled % 
™ ; smooth plane shown above is one of q 
49 fine Millers Falls models and sizes, 4 
including smooth, jack, fore, jointer, ; 
5 : : : s t t : block, rabbet, router, scrub, and scraper. 
q y 2 
UILDING is booming again! Homes 
and factories are springing up everywhere j 
' This unusual tool, with its hand- g 
. now more than ever your carpenter some plastic head and handle, 
; : leads the world’s best line of 
customers appreciate quality tools. You can braces. Others include corner, 
whimble, angular models. 
ride that tide to profits by offering the é 
Millers Falls line. Here’s balance and stam- Over 200 sizes and styles of 
Millers Falls auger bits cover = 
. , every need. Always popular for A : 
ina and easy handling—full value for every hm aa ts a i Ot E 
' - line—solid center, rigid and P 
dollar invested. Many alert retailers are powerful. New favorite—No. i 
; : 940—is copper flashed, nickel- 
finding extra profits in concentrating on plated chrome alloy steel. 


en 
a 





the Millers Falls quality line. Your Millers 


es : . . The Millers Falls line of quality tools will 
Falls. jobber can give you details .. . or bk Beall ano coin eieae prrmeeron 

and joiners dvoah advertisements appear- 
ing regularly throughout 1941 in their own 
publication, “The Carpenter,” as well as other 
MILLERS FALLS popular consumer magazines. 


TOOLS 





write for catalog 42. 
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Change 2087 


t. DEC/S/ON 
with the SALES-MAKER 


Many a man thinks he wants chain. Or he knows he 
needs it. If you put chain where he can see and feel 
it, the buying bug bites and the sale’s closed. 

Otherwise that chain purchase may sleep for 
weeks—or end up in a competitor’s store. 

There’s no point-of-purchase material so potent as the 
merchandise itself. Bright new chain on reels, supported 
by an attractive stand, pries the diffident dollar out of a 
pocket lined with fishhooks. 


Ask Your Wholesaler 
It’s easy to get the American Chain Sales-Maker through 
a wholesaler. 

Remember that in addition to full lines of American 
Welded and Weldless Chains we make cotter pins, eye 
bolts, cold shuts, lap links, repair links, round eyes, 
malleable castings, grab hooks, slip hooks, sash chain 
fixtures, screw hook hangers, shackles, S hooks, sling 
chain hooks, snaps, special attachments, swivels, toggles, 
utility jacks, welded rings, harness hardware and many 
other products. 

Sell ‘‘AMERICAN” when you sell chain. 


AMERICAN CHAIN DIVISION, YORK, PENNSYLVANIA 








































AMERICAN CHAIN & CABLE COMPANY, Inc. 


i» ESSENTIAL PRODUCTS .. . AMERICAN CABLE Wire Rope, TRU-STOP Emergency Brakes, TRU-LAY Control Cables, AMERICAN Chain, 
WEED Tire Chains, ACCO Malleable tron Castings, CAMPBELL Cutting Machines, FORD Hoists and Trolleys, HAZARD Wire Rope, 
Yacht Rigging, Aircraft Control Cables, MANLEY Auto Service Equipment, OWEN Springs, PAGE Fence, Shaped Wire, Welding Wire, 
A) READING-PRATT & CADY Valves, READING Electric Stee! Castings, WRIGHT Hoists, Cranes, Presses... In Business for Your Safety 
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Washing 


Machines:— 


During 1940 the average price 
for electric powered washing ma- 
chines was more than $72.00 and 
the average price for gas-powered 
washers was about $80.00—despite 
the fact that chains, mail order 
houses, department stores and 
hardware stores advertised and 
featured machines at $39.50 and 
$45.00 (approximately) respec- 
tively. This record is a credit to 
the dealers who sold these ma- 
chines and proves that intelligent, 
aggressive selling is not hog-tied 
because of price attractions, when 
the extra amount of money in- 
volved represents some “plus,” 
worth the money, which inspires 
a real selling job. If it can be 
done on washers, and it was done, 
the same idea will work in the 
selling of other major items and 
of all quality merchandise dis- 
tributed through hardware chan- 
nels, 


Peddlers:— 


Some years ago the crusade of 
Harpwake ACE against the “glori- 
fied peddler” enjoyed widespread 
support in practically all retail 
hardware conventions. At that 
time itinerant brush and cooking 
utensil peddlers appeared as a 
major competitive problem. Only 
in spots does the question come up 
today — either because hardware 
dealers think the present highly 
organized house-to-house peddler 
firms are not tough competition or 
because they have found few ordi- 
nances satisfactory as a deterrent. 
In Lyons, Kansas, the consumers 
and not the merchants waged an 
anti-peddler campaign. Without 
legislation the citizens of this west- 
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ern community (population less 
than. 5,000) persuaded the local 
chamber of commerce to solve the 
problem—and it did through a 
simple control plan which is ex- 
plained, in detail, in this issue. 
The Lyons, Kansas, plan could be 
adopted in every small community 
because it is based on consumer 
protection instead of any “trage- 
at-home” pleas by local merchants. 
The latter angle, highly important, 
is submerged in the plan and with 
exceedingly good results for the 
local merchants. Read this story 
and bring it to the attention of 
your local chamber of commerce. 


ASCAP’s Fight:— 


As this is written, the fight be- 
tween ASCAP and the radio sta- 
tions is still going strong. It is 
a fight to force radio program 
sponsors to pay a royalty to song 
writers, who are banded together 
in the ASCAP group, if they wish 
to use the songs and music of such 
composers, publishers, etc. The 
group’s hold on the so-called 
“popular music” is fairly com- 
plete and extends back many 
years. This fight has taken from 
the air almost all of the well 
known “tin-pan alley” creations, 
better known as torch songs, 





swing tunes, jazz music and the 
like. In place of these we have 
been getting some old favorities 
which is fine up to the point where 
these fine old songs are distorted 
with “jazz rhythm adaptations” — 
and right there they became ter- 
rible. Our ears have been spared 
some of the monstrosities of 
present day alleged composers, 
but jazzy playing of Stephen 
Foster songs and the good old 
melodies of other real American 
composers is almost too high a 
price to, pay for the relief from 
the “tin-pan alley” offerings of 
recent years. In the meantime, 
however, an enterprising hard- 
ware dealer is featuring phono- 
graph records of songs not now 
available on radio programs— 
dance music, marches and vocal 
selections. He advertises “If you 
can’t hear these on your radio 
get them for your phonograph” 
and then he lists popular pieces 
and their prices in record form. 
This campaign is selling many 
phonograph records and it is 
stimulating the sale of record- 
playing attachments as well as 
combination radi o-phonograph 
sets. The fight is not likely to go on 
indefinitely, but while it lasts many 
hardware dealers can cash in on 
the sale of records, record play- 
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ing attachments for radios and the 
combination radio-phonograph 
sets. A month or two of this 
ASCAP fight will give added im- 
petus to the growth of the record 
business and may even re-establish 
in retail hardware stores the pho- 
nograph and related equipment 
business for many more months. 


Personal Radios:— 


For some time there has been a 
trend toward smaller sized radios 
and sets made up into special 
furniture pieces which also serve 
purposes—such as an end ta- 
ble, a desk, etc. A recent devel- 
opment has been the small-sized, 
portable set operating on both bat- 
teries and AC-DC current through 
a simple switching device. Such 
sets, sold anywhere from $9.95 to 
$49.50, have enjoyed a good vol- 
ume through wholesale-retail hard- 
ware channels. The latest, small- 
sized radio set is the camera size 
or “personal radio,” first only 
available for dry-cell battery use 
but now available, in the same 
small size, for use on batteries or 
AC-DC current. Prices on such 
equipment run from $12.95 to 
about $30.00 and they also en- 
joy good hardware trade distribu- 
tion. In recent weeks I have been 
amazed at the number of these 
personal sets I have seen in hotel 
rooms, on trains, busses and in 
restaurants. The two small flash- 
light battery cells last about 10 
to 12 hours and can be replaced 
easily for 10 cents each. The 
larger battery costs $2.35, or there- 
abouts, and has a life of 50 or 
more hours—so that in addition 
to the sale of this strictly package 
merchandise radio set there are 
the replacement sales on batteries. 
Battery manufacturers tell us that 
the volume on flashlight cells for 
these small radios is tremendous 
and is growing daily. This is a 
good item for almost all hardware 
dealers even those who do not have 
a regular radio department. 


Food Chains:— 


Everyone is familiar with the 
important growth of the chain 
store system of distribution in the 
food field, where with the drug 
field, the spread of chains has al- 
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most ruined independent retailing 
in many sections of the country. 
The food field retailers have fought 
valiantly to stay in the competitive 
picture; have sought legislative re- 
lief; have provided propaganda to 
educate the public on the merits 
of independent retailing of food 
products, and have formed various 
cooperative or voluntary group 


organizations to meet the situation. 
One of their most difficult hurdles 
was the fairly successful organized 
publicity of food chains claiming 
that the chain system has been a 
great boon to the farmers who pro- 
duce foodstuffs, giving them a 
sure and increased market at good 
prices, etc. Judging from pub- 


(Continued on page 62) 
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“THAT GARDEN FERTIUZER YOU SOLO ME—— IT SMELLS” 


THE ORIGINAL DRAWING OF THIS CARTOON, suitably mounted 
for use in window or other hardware store displays is available and will 
be sent, without charge, to the first reader sending 5 cents postage to 
cover mailing costs. Ask for HARDWARE AGE CARTOON NO. 1 
and send your request to Cartoon Editor, HARDWARE AGE, 100 East 
42nd St., New York City. 
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EASY TO FIND 

the lock you want! 

Every page of the Lock- 

wood Cylinder Mortise Lock 

Catalog is arranged to save you 

time! The clear illustrations, descriptions, 
and details of functions will cut hours off 
your quoting time on every large job! 


“RIGHT THERE... THAT'S the Lock I Want” 


ROM the very start, Lockwood enables you 
to offer your customer much greater service! 
With the new Lockwood Catalog, you can show 300 
different cylinder locks almost at a glance. More 
than that, you can show every detail clearly in pro- 
file, thanks to this easy-to-read panorama style. 
And from the moment you 
sell it, every lock in that cat- 
alog—every item in the whole é ’-) 
Lockwood line—-continues that 


From the wide variety of trims for use with 
these locks, Lockwood suggests a complete 
set including handle and cylinder collar, 
knocker, push button and letter-box plate. 
Osterville is the design shown. 


service, building rock-bottomed good will for you. 

That’s why you’ve seen Lockwood’s reputation 

growing firmer and stronger with architects and 
contractors all over the country. 

Send today for your Cylinder Lock Catalog — 

for full information on Cape Cod, Plastelle, Patri- 

cian, Bor-Loc and other Lock- 

wood products. You’ll find them 

very profitable lines to handle! 


Front, bolt and stop work are of forged 
brass, for extra strength and fine finish. 
Has Lockwood Semi-poise knob action, 
(knob turns easily in either direction). 


Lockwood Hardware Mfg. Co. 


Division of Independent Lock Co. 
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Fitchburg, Massachusetts 
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Street scene in Lyons, Kan., where the itinerant peddler problem has been solved by the citizens. 
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Lyons Solves the Peddler 
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. . lent representation experienced i 
Inhabitants of Kansas town, acting through a lack of control of the : 
through Chamber of Commerce put out-of-town door bell ringer—sell- ; 

. ing anything from a pair of socks % 
a permanent ban on itinerant pests 


I HE citizens of — canvassers from competing with 
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Lyons, Kan., have solved the _ the local, tax-paying and commun- 
itinerant peddler problem to their ity building dealers. But in this 
own satisfaction and in their own mid-west town of 4476 population. 
way. Usually it is the local retail it was the consumers themselves 
merchants who wage campaigns who tired of the annoyance and 
to control or to eliminate outside often were angered at fraudu- 
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Represents. —————~—~ ? Chamber of ba val i 
“ » 3 Better Business Buresu, of et a ability, and has * 
The “Blue Card”—if | ~~ has investigated pee this card. ] 
an application is | found ne reason to *F , 
found to be strictly | Pr pcs | Sl epee: 
legitimate, and prod- | his card good antil_— gett 
uct sold is not com- eh ie ee ; 
petitive with any lo- Signed ————_—————__ responsibility. 
cal enterprise, the ‘athe Chamber of Commerce aagumes NO 
applicant gets this 
card without cost. ———— — Keystone 
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View Co. 


The application blank to 
be filled out by all ped- 
dlers, solicitors or sales- 
men before they can be 
considered for a card at 
all. Information is checked 
on company, chambers of 
commerce, banks and refer- 
ences. Applications are 
kept on file and there 
are about 400 companies 
now listed in the Lyons 
Chamber of Commerce files. 


Fr oblem 


to a complete set of books, to say 
nothing of vacuum cleaners, wash- 
ers, household gadgets and other 
items which the hardware dealers 
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of Lyons offer at as good or bet- 
ter prices, plus the security that is 
inherent in a purchase contract be- 
tween local consumers and mer- 
chants. 

The Lyons, Kan., system has 
been judged perfectly legal, yet 
it does not depend upon an ordi- 
nance nor even on the local gov- 
ernment or police. Nor does this 
plan prohibit an outside peddler 
from soliciting within the town- 
ship limits. Actually it is an “ap- 
proval plan” under the direction 
of the Better Business Bureau of 
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the Chamber of Commerce, han- 
dled entirely by Karl Baker, execu- 
tive secretary, with the help of a 
rotating committee of consumers. 

Itinerant peddlers, without pay- 
ment of any fee, are issued (upon 
investigation by the committee), 
a blue card or a yellow card, sam- 
ples of which are reproduced on 
these pages. A blue card is issued 
to peddlers offering wares that are 
considered good values, made by 
reputable firms, that are not com- 
petitive with wares offered by local 
merchants. A yellow card is issued 


The “Yellow Card” is 
given as is the blue 
save that the recip- 
ient of this card is 
selling a product 
that is competitive 
with local business. 
It keeps him happy 
and warns prospects. 
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Clippings of some of the stories 
word-of-mouth advertising. In the beginning many 
on one occasion the sheriff was used to locate the 


when the goods are of good value, 
made by reputable firms, but are 
competitive with local merchants. 
The plan has been in force for 
three years during which time 147 
applications for cards have been 
filed. From these 36 blue cards 
and 74 yellow cards have been is- 
sued and approximately 37 propo- 
sitions have been rejected as not 
entitled to either card. 

The people of Lyons have been 
educated to ask all unknown solici- 
tors to present their cards before 
attempting any sales talk or dem- 
onstration. The local newspaper 
has given generously of its space 
in promoting this Lyons Plan. 
The entire community is well in- 
formed about the card system and 





HECK PA YMENTS STOPPED 
oe 29° 1937 


A’ book agent operating in Lyons 
Vvesterday reported to have en- 
countered leverses when one busines< 
man he had “sold” happened to 
think he bad not shown a “blue 
card” from the Chamber ef Com- 
merece. The customer got bu-y. and 
found at the Chamber of Commerce 
office that the agent had never been 
there, As a consequence, when the 
peddler arrived at the bank to cash 
checks given to him here, he found 
payment had been stopped on all of 
the four which he tendered. The blue 
vard system has been agreed upon 
by Chamber of Commerce member « 
for their «wn protection. A sales- 
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Saved Ly- 
dollars 

One of the most efficient and 
worthy enterprises conducted by the 
Leons Chamber of Commerce during! 
the past year is the “Ble Card” sys 


tem of prvtection for prospective 
purchasers. Statistics compiled by 
Secretary Karl Baker indicate that 


in 1038 the residents of Lyons and 
vicinity were saved many hundreds 
if not thousands, of dollars in pre: 
vention of bad vurchases. 

Records of the C, of C. office show 
that durims the past year 109 appli 
cants for “Blue Cards” of approve 
were investigated. Of these, 31 wer 
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BETTER INVESTIGATE 


Meany Sharpers On The Lookout For 
_ Investors Who Are “Easy Marks” 
> , « 7 —— <<a 
There \are 50 many “skin games” 
in existence these days that the 
Chamber of Commerce is called upon 
regularly to investigate some new 
scheme—or the results—in fleecing 
the public. This it does through its 
‘Blue Card” bureau, denying approval 
to anyone with a proposition that is 
found to be shady. 
In connection with this work, Sec- 
retary Karl Baker has prepared a 
list of common grafts, of which the 
sae should beware. It is 
presented in the following statement 
— the Chamber of Commerce of- 
ice: 
Past experience has shown that 
certain sales Propositions are more 
likely to be fraudulent than others. 
If a stranger approaches you with 
any of the following, it would pay 
vou dividends if you get the facts 
first. Sf 

Bev-are of any 
to sell you: 
Whiskey 















published in local newspapers which were supplemented with 


salesmen were 





R. K. BAKER 
Executive Secretary, 
Chamber of Commerce, 

Lyons, Kansas. 





hunted for applications and 


man. It’s different now—Lyons is educated. 


constantly reminded of the sig- 
nificance of the blue card and the 
yellow card. The peddler with a 
yellow card naturally gets less con- 
sideration than one who presents 
the blue card. The man without 
any card gets practically no atten- 
tion at all as the prospect assumes 
that the proposition either couldn’t 
pass muster with the committee 
or wasn’t submitted for investiga- 
tion. In either event most con- 
sumers want no part of the deal 
and the peddler finds himself 
stymied. 

From the consumers’ standpoint, 
and that frankly is the heart of 
the problem anyway and in any 
place, the biggest advantage of the 
system is that shady deals are sel- 
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dom tried in Lyons, Kan., by itin- 
erant peddlers. They know, or 
quickly learn, that only solicitors 
with cards can get a satisfactory 
interview and so, if they can’t 
measure up to the local commit- 
tee’s standards, they avoid the 
town entirely and work more fer- 


A general view of Lyons, Kan., 
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BEWARE OF 
RACKETEERS 


—Ask for the “Blue Card” 


The Lyom Chamber of Commerce. through its Metter 
Nesimen is attempting to protect be: c 
and residents of Lyons from fake nolicuor 
pe and similar petty racketeers. It inve-tigates olf 
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One of the paid advertisements 
which told the people of Lyons 
how to handle the situation. 
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tile and more gullible commun- 
ities. 

The entire system was conceived 
shortly after the wife of a local 
dentist had been the victim of an 
outright fraud which, when pub- 
licized, proved to be one too many 
shady deals pulled by out-of-town 
canvassers. And so it was truly 
the consumers of Lyons and not 
the merchants who gave this pro- 
gram its first impetus and who 
today control its operations. Na- 
turally, all of the local, tax-paying 
dealers appreciate this system and 
support it at every turn, because 
the less goods sold by itinerant 
peddlers the more money is spent 
in local stores. 

The barrage of editorial com. 
ment, news stories, etc. published 
in the Lyons Daily News was 
properly supplemented by paid 
advertisements of the Chamber of 
Commerce telling of the card sys- 
tem and urging all local people 
to cooperate for their own protec- 
tion as well as in the spirit of 
patronizing the local merchants. 
But the emphasis was placed on 
consumers protecting their own 
interests — preventing fraud, cut- 
ting down annoyances, etc., and 
for that reason the plan has been 
a success from the start—so much 
so that Secretary Baker is con- 
stantly besieged with requests for 
details of the plan. The frequency 
of these requests is such that it 
may be necessary, in the near fu- 
ture, to copyright the plan and 
offer it at a reasonable fee plus 
help in installing it. 

Many applicants for peddler 
cards who are rejected leave Lyons 
to prey on nearby communities. 
As the reports of fraud spread the 
Lyons people realize once more 







the town where peddlers watch their steps. 





the advantages of their system. On 
new applications the committee re- 
quires one full week for investiga- 
tion and that feature too has a 
tendency to discourage anyone 
with a dishonest deal. 

It should be realized that issu- 
ance of a card does not constitute 
a guarantee by the Chamber of 
Commerce but it does signify that 
reasonable investigation fails to 
disclose anything dishonest. This 
fact has also been well publicized 
and it too has a deterrent effect on 
sales by previously unknown out- 
of-town solicitors. 

As part of this program, local 
girls and boys, as well as adults, 
are cautioned against offers of al- 
luring salaries and commissions 

(Continued on page 114) 








Those who have attended the 
Western Retail Implement and 
Hardware Association convention 
at Kansas City, Mo., will recog- 
nize Lyons, Kan., as ‘the home of 
Mr. and Mrs. Fred Taylor. Fred 
is a past president of the Western, 
its song leader, and the lusty bari- 
tone of the famous Western Peer- 
less Quartette. Mrs. Taylor is 
charming accompanist, either at 
the piano or the accordion, who 
furnishes these conventions with 
their music adding so much to the 
pleasure of those in attendance. 
This picture was taken in the 
HARDWARE AGE booth at the 
1941 Western convention. 
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Modernization Brings | 


M. RE customers, 


greater sales per person and more 
profits resulted when the Rompage 
Hardware Co., Hollywood, Cal., 
opened its new store and began 
to make full use of it’s many mod- 
ern merchandising facilities. The 
new building, 60 ft. by 130 ft., is 
twice as large as the old one, and 
practically all merchandise carried 
is on display. Presentation of 
items is carefully planned and be- 
cause of the way they are shown 


they appear to be of higher quality 
than the price would indicate. 

Recognition of the importance 
of the women customers today can 
also be seen in the planning of 
this store. Displays are neat and 
clean. A large portion of the store 
is devoted to showing of merchan- 
dise of interest to women. This 
does not mean that hardware, tools 
and heavier items are not shown 
properly for they are. However, 
the stores does radiate the im- 
pression that women would enjoy 
shopping there. 


Greater sales per person now 
enjoyed by Rompage Hardware 
Co., Hollywood, Cal., in large 
and up-to-date establishment 





China, pottery 
and gift goods 
are tastefully 
arranged near 
the front. The 
year ’round toy 
department is 
on the balcony 
at the rear. 


“Customer acceptance of the 
store is wonderful,” said Paul 
Rompage, owner. “They all feel 
we are giving them a wider assort- 
ment of merchandise and newer 
items. Some new lines were added 
to the stock but actually the ma- 
jority of merchandise now shown 
are items that were in stock but 
could never be shown before.” 

Sales per customer increased 
almost from the day the new store 
was introduced to the public. This 
is proof of the value of well 
planned display and fixture ar- 
rangements. 

“One customer came to the store 
for a 10-cent flashlight battery. He 
became interested in an attractive 
display of pottery and purchased 
$14.00 worth before leaving,” said 
Mr. Rompage. “This is typical of 
many transactions every day. Ex- 
tra sales are also being made by 
the displays alone.” 

Salespeople are encouraged to 
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More Patrons and Profits 





sell up when several different price 
lines are shown on the display. It 
is an easy matter, too, to suggest 
some other item the customer may 
need with so many related items 
in view on each table. These fac- 
tors, the result of thorough plan- 
ning, make selling an easy and 
pleasant job for those working in 
the store. 

A rather unusual development 
from the new store is the inven- 
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It’s easy to examine tools here. 
‘ Saws, placed at an angle, may be 
: : tion i il Fast sellers are 
s cleaning goods sec seen easily. 
a producer of extra sales. arranged on the fixture ledge. 
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be heavier than before in spite of 
the larger quarters and the fact 
that the inventory is actually less. 
This is due to so much merchan- 
dise being on display. It is now 
apparent that large surplus stocks 
are a disadvantage where the mer- 
chant attempts to carry this stock 
in the display fixtures. 
“Inventories can be checked 
quickly in the new fixtures and 
this brought many overstocks to 
our attention,” said Mr. Rompage. 
‘Careful buying followed and 
(Continued on page 114) 








































: tory reduction that has come about 
& during the past several months’ 
operations. This was not sought 
but is something that has de- 
veloped as a result of the new 
equipment which stresses display 
of merchandise rather than stor- 
age of it. 
Stocks in the new store look to 


the item’s popularity. Arrange- 
ment is carefully worked out 
and displays are often changed. 






Stocks of glassware vary with 
& 








Long an accomplished fresh water fisherman, Arthur 
E. Rittenhouse, president, The A. E. Rittenhouse Co., 
Inc., Honeoye Falls, N. Y., electric door chime manufac- 
turers, made his debut some months ago, as a deep 
sea angler off Miami, Fla. Mr. Rittenhouse got the 
thrill of his life when he brought to gaff several sailfish, 
a shark and a barracuda. The largest saillish, weigh- 

| ing 53 lbs. and measuring 7 ft. 3 in., now hangs in his 

| office Mr. Rittenhouse’s favorite fishing haunt is 
Conesus Lake, one of the Finger Lakes in western New 
York, where bass, northern pike, wall-eyed pike and 
other game fresh water fish engage his attention. Last 
year he landed a 16-lb. northern pike, which is large 

| for that species in Conesus Lake. Mr. Rittenhouse 
enjoys flying and has flown across the continent 
several times, is an enthusiastic movie camera fan— 
particularly enjoying taking color films—and travels 
whenever he has the opportunity. He is a member of 
the Rotary Club and has missed but one meeting of 
that organization in the past 10 years 





Recording the weather on all business days is the unusual hobby of 
A. L. Kommers, Antigo, Wis., hardware dealer—a hobby that has brought 
him considerable publicity in local papers as well as in daily papers in 
other sections. His analyses of the weather have been used in some of 
his advertisements as in 1939, during the month of June there was an ad. 
with the greeting “Hello Folks” and indicating that “This June so far is 
not so bad.” Weather and crop condition comments from 1932 up until 
1939 were included in the ad, 1934 being marked as “one hundred per 
cent” and for 1937 the comment, “beans and corn froze in Langlade 
County.’ For the past 24 years, Mr. Kommers, who is pictured here with 
his wife, has been making these daily records. 














He says, “If you come into my store and buy 20 Years Ago Today 

anything and were married since 1915 I'll 

give you 10 per cent off, . . . if I can’t tell what We Had Lots of Snow 

the weather was on your wedding day. And eendts Game cities Ge 

if you are a kid buying BB shot, and I can't pest oy highlighted by the 

tell you the weather the day you were born 74 the mercury reached Friday in 

I'll give you one tube free.” Instead of re- — caused A. oe 

cording the cash receipts Mr. Kommers says, oo eo his 

I put down the weather ‘zero or below,’ ‘85 record books. He found the follow- 

or above’... . Lindbergh arrived in France, or ing notations for twenty years ago: 4 
the (first) World War ended.” On a hot day “Oct. 22-It snowed hard all day.” 
‘ l Mr. Kommers demonstrated ong ort 

several years ago Mr ; “Oct. 30 — It's good sleighin’ 

that it was really a hot day by frying an egg, weather. Chris Sorenson among 

right in one of his store windows, using the those who came to town today 

rays of the sun for his culinary effort. with team and sleigh.” 


HARDWARE AGE INVITES ALL HARDWARE MEN TO SEND IN THEIR HOBBY PHOTOS. 
ALL ARE WELCOME—DEALERS, WHOLESALERS, MANUFACTURERS AND THEIR SALESMEN. 
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$9,000,000,000 Cash Income 


Opens 


Gate to Greater Farm Sales 


Farmers want powered equipment 
and can buy it. Here are some 
suggestions for selling those 
who are not on the hi-lines 
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“Load the equipment on a truck, take it to a farm home and leave it on trial.” 


Maw hardware 


stores are more dependent upon 
farmer trade than are other types 
of retail outlets. In some instances, 
at least half of the customers who 
enter a hardware store are farm- 
ers. In other hardware stores 
farm customers account for from 
60 to 70 per cent of the total retail 
sales volume. 

According to late estimates of 
the U. S. Department of Agricul- 
ture, the 1940 cash farm income 
exceeded $9,000,000,000, placing 
the farmers in a better condition 
to buy today than in any year 
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since 1929. Farmers, in most sec- 
tions, had four years of good in- 
come. During this period, they 
have reduced their indebtedness 
by over $2,000,000,000 and are 
now in an unusually favorable 
position to replace worn-out 
equipment and buy new equip- 
ment needed to operate their farms 
more economically and to reduce 
farm labor. 

Farmers, too, are spending a 
larger portion of their income for 
more conveniences, better homes 
and more luxuries. What part of 
this increased farm spending can 


hardware dealers expect to obtain? 
The answer to this question is that 
the hardware dealers’ share in this 
business will be in direct propor- 
tion to the effort they make. It 
isn’t a question of one hardware 
dealer competing with another to 
get these farm dollars. Rather, it 
is the hardware dealer in competi- 
tion with automobile dealers, in- 
surance agencies, implement 
dealers, furniture dealers and 
everybody who is making an ap- 
peal for those farmer dollars. 
The farmer already has the de- 
sire to buy more home appliances 
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to modernize his home, as sub- 
stantiated by a recent report is- 
sued by the Rural Electrification 
Administration. An REA survey 
covering the months from Janu- 
ary to April, 1940, showed that 
nearly nine out of 10 farm houses 
on REA financed lines have radios. 
More than half have electric 
washers, nearly a third have elec- 
tric refrigerators and a sixth of 
these farm houses have electric 
water pumps. Many of these homes 
have milking machines, milk 
coolers, etc. This survey was based 
on questionnaires returned by 43,- 
000 families served by 82 REA 
finance systems in 27 states. 

At the present only one farm in 
four in the U. S. A. has connected 
hi-line electricity, leaving nearly 
5,000,000 which still do not have 
hi-line electricity—some of them 
will never have it. 

Why should hardware dealers 
overlook the millions of farmers 
living off the hi-lines? These 
farmers can enjoy the conveni- 
ences of modern home appliances 
and equipment without electricity. 
Battery-operated radio sets render 
good reception. Electric washing 
machines and those powered by 
gasoline motors have the same de- 
sign, construction features, econ- 
omies and advantages. Both types 
are built exactly the same except 
that one has an electric motor and 
the other a gasoline motor. 

Even those farmers who hope 
they may get electricity in the near 
future can be sold gasoline-pow- 
ered washers now if dealers will 
explain the liberal conversion poli- 
cies now being offered by most 
washing machine manufacturers. 
A gasoline-powered washer can be 
converted into an electric drive 
unit in a few moments’ time. And 
most farmers can find hundreds of 
uses on the farm for the gas motor. 

Another convenience most farm 
people desire is fresh running 
water for livestock and household 
use. However, farmers can have 
individual water systems without 
electricity. The same kind of well, 
pump, storage tank, plumbing, fix- 
tures, sink, tub, toilet and bath are 
used, the difference being in the 
power. Therefore there is no logi- 
cal reason for farmers to delay the 
purchase of water systems. 

Farmers can have refrigerators 
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without electricity and modern 
cook stoves too. They can operate 
miiking machines, cream separa- 
tors, churns, milk coolers, feed 
grinders and seed cleaners, etc., 
with small gasoline motors. 

Farmers want powered equip- 
ment and many are in a position 
to purchase such equipment. Hard- 
ware dealers have the equipment 
to sell but to do so they must place 
certain essentials on the “must” 
list to reap profits from “off the 
hi-line” business. The psychology 
of selling is to “expose” that which 
you have to sell to the prospect 
under the most favorable condi- 
tions. The most ideal condition is 
to load the equipmeni you want to 
sell on a truck, take it to a farm 
home and leave it on trial. Many 
dealers have found this to be the 
most profitable method of selling 
major appliances and equipment 
to farm owners. 


Another Method 


A substitute method is to call on 
the farmer and his wife, out on the 
farm, and start selling the same 
products by word of mouth with 
only pictures or literature for 
“exposing” the merchandise to the 
prospect. 

A third way is to exhibit at 
county fairs, home shows, stock 


shows, bazaars and other places 
where farm people gather. This 
“exposes” your merchandise and 
often develops hot leads. A fourth 
method is to offer some form of 
“inducement” to persuade pros- 
pects to visit your place of busi- 
ness. This permits you to “expose” 
prospects to the merchandise in 
your store. 

Printed literature, descriptive of 
the products you have to sell, 
should be sent to farm homes. 
Most manufacturers and distribu- 
tors are prepared to furnish this 
material without cost, except for 
a few dollars postage. Direct mail, 
supplemented by local newspaper 
advertising, is an ideal method of 
letting farmers know what you 
have to sell and of obtaining leads. 
However, personal contact is 
needed to close the sales. 

If hardware dealers don’t make 
these contacts, someone else will. 
The thing for the hardware dealer 
to do is to go to these farmer pros- 
pects first and sell them before 
they decide to go shopping. Hard- 
ware dealers, who want to “go 
places” and who want to build 
business these days have to keep 
moving. Such dealers must do 
more and more out-of-the-store 
selling. They must cultivate the 
farm market——-out where the 
farmers live. 





MIRROR BACKGROUNDS FOR GLASSWARE 





Mirrors and illuminated glass flowers make this crystalware display 
on the second floor of A. E. Ewing Co., Olean, N. Y., a traffic stopper. 
Also featured on the table are suggested decorative arrangements for 
table centers using merchandise featured in the display. 
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The entrance to 
the gadget and 
gift shop is by 
the front door. 
Lattice work is 
used to set off 
this department 
from the rest 
of the store. 


decorations 


Shelves along the wall display a wide 
range of gift goods. Bulky items are 
shown on platforms while displays and 
are frequently changed. 





















Feminine Traffic Increased 
50 Per Cent by New Department 


\ OMEN customer 


traffic increased 50 per cent as a 
result of consolidating stocks and 
displays of gift goods and gadget 
items in a special department at 
the W. T. Massey Hardware, 
Dover, Del. Heretofore, this mer- 
chandise had been shown in many 
different places in the store. Much 
was ineffectively shown and lost in 
the general display. 

The gadget and gift shop is lo- 
cated along the back of the display 
windows and is approximately 7 
ft. wide and 16 ft. long. To set 
this department off from the rest 
of the store, a lattice front with 
arched entrance was installed. The 
woodwork was also continued 
along part of one side to complete 
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Consolidation of gift goods and 
gadgets in one section builds 


sales for W.T. Massey, Dover, Del. 


the department. Shelves were 
placed along the walls inside the 
enclosure and merchandise ar- 
ranged upon them. 

From the very start this depart- 
ment has interested the women in 
the community. Many new lines 
and items were added. Colorful 
pottery, clocks, electrical appli- 
ances and other housewares are 
now an important part of this in- 
teresting shop. 

“Sales of other housewares also 


increased because of this depart- 
ment and more women coming to 
the store,” said Miss Mary H. 
Emery, manager of the housewares 
department. “The gift shop is 
four years old and is becoming 
more and more important to the 
store.” 

Decorations representing vari- 
ous seasons of the year are used 
often in this section. This keeps 
interest in the department keen and 
always provides a colorful display. 
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Spring Event 


js wheels of the 


hardware industry are already 
turning to make the independent 
hardware dealer the center of con- 
sumer-attention during the period 
of May 1-10, 1941, when the retail 
hardware trade will hold its Open 
House. That will be the first of 
two observances to be held during 
this year and it is a continuance 
of the two previous annual celebra- 
tions. 

National Hardware Open House 
comes as the only nationally con- 
certed drive to emphasize the re- 
tail hardware store’s position as 
the community store where both 
offered 


values and service are 
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throughout the entire year. It is 
the dealer’s bid for repeated con- 
sumer patronage. 


To make it possible for all deal- 
ers over the country to derive the 
utmost in benefits from Open 





Additional Manufacturers Who Will 
Participate in Open House 


American Cabinet Hardware 
Corp., Rockford, IIl. 

American Lawn Mower Co., 
Muncie, Ind. 

American Wire Fabrics Corp., 
New York City 

Behr-Manning Corp., Troy, New 
York 


Better Housewares, Evanston, IIl. 
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Bright Star Battery Company, 
Clifton, N. J. 

Chicago Roller Skate Company, 
Chicago, III. 

Commercial Paste Company, Co- 
lumbus, Ohio 

Bill DeWitt Baits, Auburn, N. Y. 


(Continued on page 94) 


OPEN HOUSE 


New items in the 1941 kit are the window valance, at the bottom, the Mother’s Day diamond, and the door 
diamond, shown in the lower left corner. There are four valances, 60 by 21 in., and two Mother’s Day 
diamonds, 16 by 16 inches and one door diamond. The other pieces are pennants, price cards, newspaper ad 
mats of various sizes, and a folder of merchandising suggestions. Orders for these kits may be received by 
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the N.R.H.A., Indianapolis, by March 20. 
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 WATIONAL HARDWARE 


OPEN HOU 


MAY 1-10 









Fall Event 
October 2-11 


Two of these giant background banners (50 by 26 in.) are included in the official 
Spring Open House kit of display materials which the dealer buys for $2.75 from 


N.R.H.A., his state association or from his wholesaler. 


For 1941 the colors are blue 


and green on white with a pair of bluebirds as a decorative motif. In all the kit 
consists of 192 pieces for store windows and interiors. 


House, each branch of the hard- 
ware industry is lending its sup- 
port. Manufacturers have available 
special merchandise. displays, and 
prices. Wholesalers will facilitate 
the movement of those offerings to 
their dealers and in many _in- 
stances will have special merchan- 
dising plans of their own. 

The final effort, however, must 
be the hardware dealer’s, for he 
must coordinate the wealth of 
Open House helps that will be put 
at his disposal and publicize those 
special values locally by direct 
mail, newspaper advertising. etc. 
It is also necessary that dealers 
closely identify themselves with 
this national promotion by using 
the official display kit which is 
available from the National Retail 
Hardware Association, state asso- 
ciations, and wholesalers. 

For the 1941 Spring Open 
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House, the display material in the 
kit features new colors—green and 
blue on white. There is a new 
decorative design, a pair of blue- 
birds on a bough to symbolize the 
month of May. Also new this year 


is the slogan, “Modernize—Econo- 
mize.” an appeal directed to all 
types of, consumers: housewives, 
workers, farmers, ete. And again 
strongly emphasized are “values” 
and “variety.” 





Additional Wholesalers Who Will 
Participate in Open House 


Arizona Hardware Co., Phoenix, 
Ariz. 

American Wholesale Hardware 
Co., Long Beach, Calif. 

A. Baldwin & Co., New Orleans, 
La. 

Belknap Hdwe. & Mfg. Co., 
Louisville, Ky. 

Billings Hdwe. Co., Billings, 
Mont. 

Clark Witbeck Co., Schenectady, 
Ww. Y. 





Cullum & Boren Co., Dallas, 
Texas 

Doherty Hdwe. Co., Ltd., Baton 
Rouge, La. 

John Duer & Sons, Inc., Balti- 
more, Md. 

Emery Waterhouse Co., Port- 
land, Maine 

Erb Hardware Co., Lewiston, 
Idaho 


(Continued on page 116) 








The complete kit costs $2.75 and 
comprises 192 pieces, including 
banners, valances, pennants, for 
store windows and interiors as well 
as price cards, newspaper ad mats. 
Order must be received by March 
20. 

A new piece in the kit is the 
window valance, 60 in. long by 12 
in. high, and intended for use at 
the top of the store window glass. 
Four of these are contained in each 
kit. Another new piece is the door 
diamond, which is double-faced for 





hanging on store doors. And a 
third new display piece is the 
Mother’s Day diamond. This is 
included because Open House con- 
tinues through Saturday, May 10, 
the last shopping day before 
Mother’s Day. 

With this ambitious dealer-pro- 
gram just around the corner, 
HarpwarE AGE presents the plans 
of those wholesalers and manufac- 
turers who have advised us to date 
of the extent of their participation 
in the Spring Open House. 





Here’s What Some of the Manufacturers Are 
Doing for National Hardware Open House 


Landers, Frary & Clark, 
New Britain, Conn. 
Suggests as special merchandise 
for Open House its No. 7885-41 iron 
and ironing table combination; its 
No. 152 household carving set and 
its No. 139 workman’s lunch kit. 
The iron and ironing table combina- 
tion includes the “Universal” stream- 
lined automatic wrinkle-proof iron 
and the “Hostess” ironing table. 
Iron has a round heel that is said 
not to wrinkle fabrics on back- 





Wrinkle-proof iron and 
“Hostess” ironing table. 


strokes. Fingertip automatic control 
is said to give more accurate heat 
and to cut off current. Has a new. 
cool heel rest and new, cool easy- 
grip brown “Bakelite” handle; 800 
watts, six-foot Underwriter’s ap- 
proved cord. Table is light in weight 
and easy to fold and unfold (one 
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operation with positive lock). Has 
rubber safety shoes and 15 by 54 
in. ironing surface. This combina- 
tion is specially listed for Open 





Workmen’s lunch kit. 


House at $7.95; regular retail value, 
$9.95. 

The Household carving set con- 
tains a combination kitchen slicer 
and cook fork packed in a special 
box. Slicer has a rosewood, brass- 
riveted handle with high carbon 
stainless steel blade. Fork matches 
it. For Open House, set lists at 89 
cents; regular value, $1.50. 

The workman’s lunch kit -com 
bines a special “Universal” bottle 
with a hinged cover, metal handle 
lunch kit. The special retail price 
is $1.39; regular retail price, $1.69. 
Metal lock clips hold bottle firmly 





Household carving set. 


in place in cover; secure clasp box 
locks; full tinned lining and food 
compartment that is said to be ven- 
tilated, insect proof and sanitary. 


Clemson Bros., Inc. 
Middletown, N. Y. 


Offers a special “Star” hack saw 
deal and display. The unit presents 
a 50-cent value at a special price of 
29 cents, with the usual jobbers’ and 





“Star” hacksaws and display. 


dealers’ spreads maintained. The 
deal consists of a three-color com- 
bination counter and window display 
or tray card on which are mounted 
three of the new “Star” unbreak- 
able special flexible hack saw 
blades; two 10-in., 24 teeth per inch. 
and one 10-in., 18 teeth per inch, 
and one “Tiny Tim” metal cutting 
saw complete with blade. All four 
are regularly catalogued items and 
will be sold as a complete unit, in 
place on the card. The entire unit 
comes to dealers completely assem- 
bled as a 4 by 11 in. tray card with 
all four items in place. By pushing 
the card in at the ends and back 
at the middle, and placing the “spe- 
cial offer” card on top, it becomes 
a three dimensional display, with 
the large. orange card forming a 
snappy background for the all-over 
green blades. 


The Irwin Auger Bit Co., 
Wilmington, Ohio 

Offered to wholesalers the follow- 
ing merchandise at special prices, 
up to Jan. 25, 1941; No. HW6, set 
of six bits on a display card. special 
list, $1.49; regular list, $1.70; No. 
HW4—set of four bits on a display 
card, special list, 98 cents, regular 
list, $1.10. Those bits are regular 
stock items. No. HW6 consists of six 
popular size D24 auger bits, one 
each of 4, 5, 6, 8, 10, and 12/16 
in. mounted on a bright red, white. 
and blue card with easel back. Bits 
are held in place by spring steel 
clips and can be snapped in place 


HARDWARE AGE 





e 
h 





he 








or removed quickly. No. HW4 con- 
sists of four D24 bits, one each of 
4, 6, 8 and 10/16 in. mounted on the 
type display as No. HW6. 

The company is also offering 
screw driver assortments. These 
“Big Red” drivers were specially 
made for Open House and retail for 
10 cents each. Handles are large, 
finished in red lacquer. Blades are 
heavier in diameter and heat treated 
full length. Ferrules are heavy and 
nickel-plated. Assortment No. OH48 


consists of 48 drivers; 3 doz. ma- 
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The bit assortment. 


chinist and 1 doz. thin blade cabinet. 
Machinist quantities: one doz. 3-in.; 
one doz. 4-in.; 4% doz. 5-in., and 1% 
doz. 6-in. Cabinet quantities: 1% 
doz. 31-in. and ¥% doz. 642-in. As- 
sortment No. OH24 consists of 24 
drivers: machinist, 4% doz. 3-in., 1% 
doz. 4-in., 14 doz. 5-in., and 14 doz. 
6-in.; cabinet, 44 doz. 3% in., %4 
doz. 64% in. Free display and price 
card is included with each assort- 
ment. 








The screw driver assortment. 
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Nicholson’s Open 


Nicholson File Co. 
Providence, R. I. 


Has reduced the price of its 35- 
cent “Handy” file to enable dealers 
to sell it at 25 cents during Open 
House. The retailers’ cost which is 
regularly $2.80 a dozen will be $2.00 
on Open House purchases of the 
file. Retailing at $3.00 a dozen (25 
cents apiece) the dealer makes $1.00 
a dozen or 50 per cent on his cost. 
The files are packaged in a dis- 
play box particularly designed for 
Open House. Each file is individu- 
ally Cellophane-wrapped with the 
name of the file printed on the 
wrapping in color. These files will 
be nationally advertised in consumer 
magazines just prior to Open House. 
The “Handy” file has a single cut 
side for smooth finish and _ tool 
sharpening and a doublecut side for 


House special. 


fast stock removal on rougher types 
of filing jobs. Flat, rounded forged 
handle has handy hang-up hole; no 
pointed tang; no separate handle to 
come off. 


Seymour Smith & Son, 
Inc., Oakville, Conn. 
Announces a complete, self-con- 
tained sales and merchandising unit 
for Open House. Known as the gar- 
den shear assortment No. PHG-9, it 
consists of a balanced, minimum 
selection of pruning tools, hedge and 
grass shears. In addition, there is 
an adequate amount of new mer- 
chandising and advertising material, 
such as streamers, displays, post- 
cards, and folders. Also, many of 
the tools are included with self-sell- 
ing individual display boxes, display 
cartons, and stands. Maker states 





Here’s What Some of the Wholesalers Are 
Doing for National Hardware Open House 


Shapleigh Hardware Co., 
St. Louis, Mo. 


Has announced that it will cooper- 
ate with the hardware industry in 
the promotion of the 1941 spring 
Open House with a complete mer- 
chandising plan for dealers. This 
plan, according to the company, will 
include consumer circulars filled 
with real merchandise values; spe- 
cial newspaper mats; attractive per- 
sonal invitation cards for dealers to 
mail to their customers and pros- 
pects; and many outstanding mer- 
chandise values offered indepen- 
dently of the circular. 

In addition to the regular National 
Retail Hardware Association Kits, 
the company will also make avail- 
able the same kits with cards im- 
printed with descriptions and prices 


of items shown in the consumer cir- 
cular. The company states that no 
additional charge will be made for 
this imprinting. Complete details of 
Shapleigh’s promotion are expected 
to be released about Feb. 15. 


Tru Test Marketing 

& Merchandising Corp., 
Merchandise Mart, 
Chicago, III. 


In support of Open House is pre- 
paring a rotogravure tabloid circu- 
lar filled with consumer demand 
merchandise. Dealers will be in- 
formed through the “Tru-Tester,” 
dealer publication of Tru Test, what 
N.H.R.A. merchandising helps are 
available and will be encouraged to 
use them to back up the consumer 
rotogravure advertising. 





















Seymour Smith & Son’s self-contained sales and merchandising unit. 


that the items have been selected 
for their salability and are included 
in correct quantities according to 
the average demand. As an extra 
bonus, the PHG-9 unit includes both 
the No. 99A “Snap-Cut” deal and 
the No. 100 pruning shear deal. By 
mailing in application cards con 
tained in the deals, the dealer re- 
ceives a free No. 26N-8 (8-in.) 
“Multi-Power” hedge shear. The 
PHG-9 unit lists for $44.24. 


Glass Coffee Brewer 
Corp., 
Chicago, Il. 

Advises that with every “Cory” 
coffee brewer special assortment 
purchased by dealers for Open 
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House, 100 “Bakelite” cups supplied 
with all “Cory” brewers for coffee 
measures, are given free. The cups 
hold half an ounce dry measure, and 
134 oz. liquid measure. The com- 
plete “Cory” Open House assortment 
includes the following selection of 
brewers: three with ivorytone 
“Bakelite” trim and three with black 
trim. Two of the models are elec- 
tric and four are for range use. Two 
pieces of replacement glass are fur- 
nished free. This is said to be a 
$3.30 value. The glass is platinum 
decorated like all genuine “Cory” 
glass. The assortment also includes 
a liberal supply of display and ad- 
vertising material; a colorful display 


The “Cory” assortment for Open House. 


for counter and window; 100 con 
sumer folders; window streamers as 
shown in the illustration, and news- 
paper mats which headline the 
“Give Away” measuring cup. 


Patent Novelty Co., 
Fulton, Ill. 


For Open House offers its No. 28 
dust pan-mail box assortment with a 
display stand which occupies little 
floor space and attractively shows 
the line of dust pans and mail boxes. 
The assortment will be offered to 
wholesalers for drop shipments from 
the factory to their customers. 
Wholesalers will also receive attrac 
tively illustrated printed matter for 




















The No. 28 dustpan and mail box 
assortment with display stand. 


distribution to their salesmen. The 
display is 14 by 26 in. and 80 in. 
high. 


The Carborundum Co., 
Niagara Falls, N. Y. 


Is mailing a broadside to its deal- 
ers suggesting popular selling Car- 
borundum and Aloxite brand prod- 
ucts and merchandising aids that 
may be used to advantage in connec- 
tion with Open House. The broad- 
side reproduces various window 
displays that have been used suc- 
cessfully by dealers and which can 
be adapted to various needs. Six 
pointers are given which instruct 
dealers on how to arrange effective 
displays of the merchandise. The 
merchandise assortments and dis- 
plays include the No. 57 file; the 
No. 149 pocket hones; the No. 722 

(Continued on page 93) 
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Now’s 
Your 


S sacr now to de- 


velop display plans for the first 
part of March. The two suggested 
windows shown on these pages 
present merchandise that will soon 
be in demand and your displays 
should precede the season slightly 
in order that the best results may 
be obtained. 


March Events 
Whenever possible, tie up win- 
dow displays with national events. 
These affairs are of interest to 
many groups in your community 
and will stimulate interest in your 
store and displays. 


Mar. 3-8— National Display 
Week. 
Mar. 8—Farm Day—8th Anni- 
versary Farm Aid Program. 
Mar. 12-18-—Girl Scout Anni- 
versary. 
Mar. 17-—St. Patrick’s Day. 
Mar. 20—l1st Day of Spring. 
Mar. 29-Apr. 4—National Base- 
ball Week. 


Floor Sanders 


Many hardware dealers have 
floor sanders and polishers for 
rent. These machines not only 
bring in rental fees, but also de- 






the Time to Plan 
March Displays! 


velop additional volume on sand- 
paper, floor wax, and other re- 
lated items. They are important 
sales items, and this is the time 
of year in which to promote their 
use. 

You can start the rental season 
somewhat earlier by suggesting in 
your advertising that customers 
secure the machines now and do 
their work before the rush begins. 
If some concession is necessary in 
order to interest people, offer to 
deliver the machine to the home. 
Most businesses insist that indi- 
viduals call for sanders and pol- 
ishers for home use. 
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Clean-up, Paint-up, Fix-up Window 


Merchandise: Feature floor sanders and polishers, brooms, dust and oil mops, 
furniture polish, carpet sweepers, water mops and mop heads, galvanized pails, 
chamois, squeegees, scrub brushes, steel wool, floor wax, floor scrapers, brush cleaner, 
sponges, flat, semi-gloss, and glossy wall finishes, varnish, floor enamel, quick drying 


enamels, paint brushes. 


Backgrounds Center panel of dark and light green corrugated board or wallboard 
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painted. Side panels of light green and light yellow. Cut-out letters in bright yellow. 














tnow 
pans 


Home Laundry Equipment Window 






Merchandise: Clothes hampers, willow and splint type clothes baskets, square 
and round galvanized tubs, wash boilers, both galvanized and copper, ironing boards, 
ironing board pads and cover sets, clothespins, clotheslie, electric irons, cord sets, 
clothesline reels, clothesline pulleys. 


Background: Center panel of dark blue corrugated board or wallboard painted. 


Side panels of white material. 


panels in blue. 





Rental equipment can be shown 
in a window display early in the 
season, but usually is not avail- 
able for this purpose at a later 
time. Show the machines and 
state the rental terms. If possible, 
exhibit in the window samples of 
the work the sanders and polishers 
will produce. 


Laundry Accessories 

Outside clothes drying equip- 
ment frequently has to be replaced 
early in the spring after the rigors 
of winter weather. This is the 
time in which to promote this mer- 
chandise in windows and on tables 
in the store. Stress the importance 
of replacing clothesline, pulleys 
and pins in order to prevent equip- 
ment failures that often mean do- 
ing the entire wash over again. 

Also suggest hampers, new 
equipment, and other related items 
always of interest to women. 


Many items should be featured in 
mass displays on the ends of tables 
along traffic aisles. 
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Cut-out Letters 


Hardware salespeople who are 
responsible for the window dis- 
plays can easily make cut-out let- 
ters for displays if they purchase 
the corrugated board which fea- 
tures the outline of these letters 
and figures on the back of the ma- 
terial. If you want a design made 
out of 3-in. letters, simply find 
this group on the back of the 
board and cut whatever you need. 
A sharp knife or razor blade is 
best for this work. 

The cut-out letters can be fas- 
tened to a corrugated board back- 
ground with a pin, or quick-dry- 
ing glue may be used. By using 





Mass Displays for 
Ends of Tables 


Floor wax, oil mops, dust mops, 


steel wool, wire  clotheslines, 
sponges, cotton. clotheslines, 
clothespins, wall paper cleaner. 





Cut-out letters center panel in white, and on side 





different colored material, several 
color combinations are possible 
and the message can be empha- 
sized. 


Cleaning Ledge 
Displays 

A small vacuum cleaner which 
can be carried from the shoulder 
equipped with an extension hose 
and flat rubber nozzle is ideal for 
removing dirt and dust from small 
and large bins. Sidewall ledge 
displays are, made up of bins of 
this type and cleaning at frequent 
intervals is essential. 

The flat rubber nozzle is very 
effective in removing dirt and dust. 
It is shaped something like a 
duck’s bill and can get into cor- 
ners easily. The operator holds 
the nozzle in one hand, removes 
the merchandise from the bin with 
the other and quickly cleans the 
bin, after which the merchandise 
is dusted with the same device and 
replaced. 
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obbers Will Have To Build Up 


Higher Stocks This 


A message to salesmen 


By FAYETTE R. PLUMB 


President, 
Fayette R. Plumb, Inc., 
Philadelphia, Pa. 


A year ago last fall, in the fall of 1939, we had a 
big pickup in business, followed by a slump in the 
first four months of this year. This last fall we had 
an even bigger pickup. Will it be followed by a 
period of digestion in the next four months? Note 
what two recognized authorities have to say—Jesse 
Jones and the Poor’s Investment Advisory Service— 
whose recent statements are given on these pages. 


HE question is, wiil 


the pattern of 1940 be repeated? 
Will jobbers liquidate inventories 
as they did in the first four months 
of 1940? We think not. They 
would be very foolish to do so. 
National defense expenditures are 
barely getting under way. It is 
true contracts totalling $10,000.- 
000,000 have been let out of ap- 
propriations of approximately 18 
billions. But we understand the 
President will ask for ten billions 
more at once and the contracts 
already let are not yet into produc- 
tion. Expenditures on these con- 
tracts largely for new plants 
reached only 287 millions in Oc- 
tober, probably 400 million in 
December and are expected to 
reach 600 million per month by 
spring. (Editor’s note: The Presi- 
dent has since asked for 17 bil- 
lions. ) 

Jobbers who thought they were 
building up their stocks in the fall 
will find they have to build them 
up still higher in the spring. This 
will apply even more to files than 
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to tools. As these new plants for 
war work and the other plants that 
supply them are driven to maxi- 


Spring 





FAYETTE R. PLUMB 


mum production it will be largely 
metal working, using more and 
more files. The railroads too al- 





Jesse H. Jones, Secretary of Commerce, Says: 


Business moves into 1941 operating at record levels. It can 
look forward to 1941 as a year that will bring further progress, 
and the advance of our per capita output to a new record. 

It is evident now that to achieve this objective more plant 
capacity must be created. Likewise, means must be found at 
the same time to utilize more effectively our existing industrial 


equipment. 


The pattern of business during the year fell into two distinct 
periods. The first, extending from January to May, was the 
heritage of the broad upswing in the fall of 1939, and reflected 
not only a cessation of the inventory buying which had pro- 
duced the upswing, but in addition an actual liquidation of 


inventory stocks. 


Under the impetus of $17,690,000,000 appropriations, of 
which $9,000,000,000 was quickly awarded in contracts, indus- 
trial production regained the ground lost at the first of the 
year and now stands at a record high. The largest gain 
occurred in the production of durable goods, many of which 
feit a strong immediate impact of the defense program. 

Construction, too, showed an increase over the previous 
year, total expenditures for construction exceeding $9,000,000,- 
000. Though defense requirements raised public construction 
over what it otherwise would have been, the outstanding 
development of the year was independent of the program. It 
represented a steady increase in private construction and 
featured the 10 per cent gain in the residential field. 
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Poor’s Investment Advisory Service Says: 


Consumer demand for all types of merchandise has recently 
swung sharply upward, and unless incomes are diverted from 
the usual spending channels, demand will soon tax supply. A 
serious situation could develop in certain industries, partic- 
ularly if priorities should be established. If a substantially 
greater part of steel output should be diverted to armament 
makers, for example, where would fabricators of steel in con- 


sumer industries stand? 
bidding, and higher prices. 


The answer is competitive private 


The upward trend of business activity is continuing un- 
checked. Output is limited only by the means to produce, a 
condition that will apparently exist for a long time to come. 


—December 21, 1940 





ready have the heavy traflic they 
have needed for more than 10 
years and will have to have files 
to get themselves in shape to han- 
dle still more. File orders for the 
third quarter 
equal to what they were in 1939. 
In the last quarter, October, No- 
vember and December, they were 
93 per cent greater than in 1939, 
but this was only to fill up stocks 
for the increased business that 
was starting. We estimate that the 
orders for the first six months of 
1941 will show an increase of 80 


were only about 


per cent over the same period last 
year. You can count on a mini- 
mum increase of 50 per cent. This, 
with the unfilled orders we already 
have will overtax Delta’s capacity. 
Our question will be not how many 
orders can we secure but how 
many can we ship in the first six 


months of 1941. 


Small Tool Orders 


Small tool orders for Philadel- 
phia got an earlier start than for 
files. July, August and September 
showed an increase of 20 per cent 
over 1939. October, November 
and December an increase of 68 
per cent. This is in addition to 
the already big increase in 1939. 
The orders were nearly two and 
one-half times what they were in 
1938. Jobbers may think they 
have ordered liberally but before 
spring they will find they have 
not. We expect orders for ham- 
mers, hatchets and sledges to be 
60 per cent greater in the first six 
months of this year than they were 
last. You can count as a minimum 
on an increase of 33 1/3 per cent. 
This also, with our present un- 
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filled orders will tax Philadelphia 
capacity. 

Jobbers who are smart will 
place their orders early for deliv- 
ery in April and May and hope to 
get them. It will be a sellers’ mar- 
ket such as most of you have never 
known, with buyers asking you to 
get delivery for them and for the 
privilege of adding to their orders. 

The increase in the volume of 
axe orders before and during the 
season is more of a question. Dur- 
ing the last quarter they showed 
an increase of 25 per cent over 
last year. This might be a fair 
expectation for the next six 
months, including the axe season. 
Last year the season’s buying with 
no extra discount for early orders 
was conservative. This year the 
general buying wave will affect 
them. Jobbers will benefit also 
from considerable government buy- 
ing for local needs all over the 
country. } 

How long will it last? Our guess 
is two years at least. What can 
stop it? A negotiated peace that 
will give trustworthy assurance 
against further Nazi or Japanese 
aggression. Defeat and surrender 
of the British Empire will not stop 
it because we would then go into a 


full war footing for defense. De- 
feat of the Axis Powers is not 
conceivable in less than two or 
three years. As long as the war 
continues our defense expenditures 
will continue to increase. 

The British government as well 
as our own are placing orders on 
which deliveries will hardly begin 
within a year. We know of two 
plants to be built for the manufac- 
ture of munitions that can not pos- 
sibly turn out a dollar’s worth 
within a year. Would plants be 
built to start production in a year 
if there were any reasonable pros- 
pect of peace in two years? 
Hardly. 

Remember our product is a part 
of the National Defense. As metal 
working plants, machine shops and 
railroads are pressed to the limit 
of production, more and more 
files, machinist hammers, hand 
hammers and sledges will be essen- 
tial. 


Only the Beginning 


Some jobbers think of building 
the cantonments as the cause for 
the increased quantities of nail 
hammers and hatchets. This is 
only the beginning. New plants in 
new locations must have houses 
for their workers. Increase in em- 
ployment and earnings will stimu- 
late a further general increase in 
residential building. Lumber mills 
will be so busy that more work 
must be done on the job with 
hatchets and hammers. Agricul- 
ture will also benefit from the bet- 
ter market among industrial work- 
ers. 

All of this sums up to a greater 
demand for our product than most 
of you men have ever seen. Our 
problem will be to make deliveries. 
Before we can complete our pres- 
ent orders the upsurge will be 
upon us. 


Saving Receipts 


HE importance of saving can- 


celled checks and other receipts 
for money paid is emphasized by a 
recent Federal court mention of the 
“well known rule that he who claims 
he has made payment has the bur- 
den of proving it.” 
Usually, a receipt or cancelled 
check is the only way of proving 


payment. Receipts and cancelled 
checks should be saved until there 
is no longer any danger of being 
sued for the item which has been 
paid. That danger exists until the 
item is “outlawed” meaning that the 
time limit for bringing suit has 
passed. Each State has such a time 
limit set forth in its particular stat- 
ute of limitations. 
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“FOR YOUR GUN’S 

SAKE, SON, NEVER 
SHOOT ANYTHING BUT 

KLEANBORE* .22’s!’’ 
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The tradition of loyalty 
toward Remington guns and 
ammunition is handed down 
from father to son—from 
one shooter to another. Be- 
cause this loyalty is based on 
service and performance. 
For example: 

The best form of insur- 
ance for continued accuracy 
in a rifle barrel is constant 
use of Kleanbore non-corro- 
sive ammunition. “Klean- 
bore” priming eliminates 
tiresome barrel cleaning. 
“Kleanbore” .22’s give shoot- 
ers the smashing power, flat 
trajectory and hairline accu- 
racy they want. The sensi- 
tivity of Kleanbore priming, 
and the care with which the 
cartridges are loaded, reduce 
likelihood of misfires to a 
minimum. 


DEALER ““c:’ LETTER 
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What the Shooter from North Dakota 
Said to the Shooter from Louisiana 


“Yes Sir!” said the Dakotan. “My country sure 
is tough on guns. Especially when it gets dry. 
That gumbo mud turns into dust, and you 
can’t keep it out of the barrel. It gets plenty 
cold, too! When you come indoors, moisture 
condenses on the gun—why, it’s just a set-up 
for a rusty barrel unless you’ve been using 
* Kleanbore ammunition. As a matter of fact, I | 
often wonder what people did up here before 
Remington developed Kleanbore ammunition. 
They must have spent half their time cleaning 
their gun barrels!” 

“Heck!” answered the Louisianian. “You ought 
to hunt down in my country. Plenty of game—but the weather some- 
times gets a bit muggy. And you can’t beat hot, humid air or salt air for 
rusting a gun barrel. Why, before Remington brought out Kleanbore 
ammunition, I had to clean my gun barrel so often I wore it nearly thin 
enough to see through! Many a fine gun was ruined through neglect, 
because people wouldn’t spend all that time in cleaning it.” 

“That’s right!” said the Dakotan. “And Kleanbore ammunition is sure- 
fire in the coldest weather as well as the hottest. 
It sure isn’t any problem to know what ammuni- 
tion to shoot, is it!” 

Our thanks to both the gentleman from North 
Dakota and the gentleman from Louisiana! We’re 
glad to have their comments on what we know 
from our laboratory tests. North or South, East 
or West, shooters have learned Kleanbore ammu- 
nition gives complete barrel protection, reliable 
ignition in any weather, and power aplenty! 

A Remington Dealer Letter with a timely message 
for you will appear on this page—in each issue. 
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\ MY CLERKS SURE LOVE 
|_| TO DEMONSTRATE THAT 
| MODEL 510 


INFORMED 
SALESMANSHIP... 


and how it multiplies sales 


EVER NOTICE 
THE BOLT ON A 
500 SERIES .227 


Every dealer recognizes the + 
importance of informed 
salesmanship in closing 
sales. But informed sales- 
manship pays dividends even 
beyond the immediate sale. 
Take guns, for example. 
-@| Every man or boy who buys 
ss a gun from you is a potential 


We could write several pages 
about the special values built 
into our 500 series .22’s, the 





salesman for that gun. He’ll 
show it to his friends, let 
them try it, explain its good 
points. This kind of word-of- 
mouth advertising is ex- 
tremely effective. Make sure 
that every customer who 
buys a gun from you under- 
stands all its good points, 
and he’s very likely to bring 
a friend in to buy one. 

Yes indeed, it pays to 
know what you’re selling— 
and to see that the prospec- 
tive buyer knows what he’s 
getting! It works for almost 
every important product in 
your store. 


“Kleanbore”’ is Reg. U. 8. Pat. Off. by Remington Arms Co., Inc., Bridgeport, Cona. 


Models 510, 511, 512 and 513. 
But just for now, we’d like 
to concentrate on the bolt. 
Notice, first, that it’s self- 
cocking even on the 510 Sin- 
gle Shot. Then, notice that it 
has double cams for easy 
cocking, double locking lugs 
for greater strength and ac- 
curacy, double extractors for 
positive extraction! The Mod- 
els 510, 511 and 512 are the 
only rifles in their price 


rm to have a bolt like 
this 


The firing pin indicator on 
the bolt shows red when the 
gun is cocked, a unique safety 
feature. 
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ADVANCES 


Malleable clevises. Some meat, food choppers. 


One number apple parers. 


Sponges. Clamps. 


Certain sizes, qualities leather heels, soles. 

Some makes Stillson pattern wrenches. One padlock. 
Cast frame pulleys. Shutter hardware. Conduit, etc. 
Some bright, brass wire goods. Cast washers. 

Some malleable, cast iron goods. Electrical cable. 

Copper conductor pipe, etc. 


Some furnace pipe fittings. 








Malleable clevices—Prices have 
been advanced about one-half of 1 
per cent per pound aon malleable 
clevises. 

. 7. * 

Wagon hardware—A mark-up 
is expected on wagon hardware, in the 
near future. 

7 * . 

Meat, food choppers—Prices 
on combination meat and food chop- 
pers were recently advanced about 
16 2/3 per cent by Griswold Mfg. Co., 
Erie, Pa. 

> > * 

Apple parers—One manufac- 
turer has advanced the price of one 
number of apple parer about 10 per 
cent. 

* ~ 7 

Electric fans—FEarly prices on 
popular selling fans for the coming 
season are about the same as a year 
ago. Radical changes, in pattern have 
been few, because of the tool and die 
work involved in such alterations. 

* >” > 

Sponges—Sponges are getting 
scarcer and higher priced. Former 
$1.50 and $2.00 grade sponges have 
both been advanced 50 cents. 

7 . + 

Leather heels, soles—Leather 

heels and soles in qualities used largely 


on government orders have advanced 
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25 per cent or more. Other sizes and 
qualities, where scarcity isn’t a factor, 


are not affected. 
* . * 
Stillson pattern wrenches— 
A mark-up of about 10 per cent has 
been issued by some makers of Stillson 
pattern wrenches. 





ADVANCES 
EXPECTED 


Wagon hardware. 





Clamps—Some makers recently 
advanced prices about 10 per cent on 
steel bar and screw clamps, etc., be- 
cause of increased labor and other costs. 

* * * 

Padlock—Chicago Lock Co., as 
of Feb. 1, marked up its No. 725 pad- 
lock to a 30 cent retail basis, the previ- 
ous basis being 25 cents. 

* * * 

Shutter hardware—Some mak- 
ers of cast frame pulleys and shutter 
hardware have raised prices about 5 
per cent. 

- a * 

Bright, brass wire goods— 
Some makers of bright and brass wire 
goods advanced prices another 7 per 








cent recently. This makes the total in- 
crease from the 1940 market “low” of 
about 20 per ceni. 
a 








Sash weight — Prices vars 
widely in the different markets, but in 
most centers are maintaining a very 
high level, with supplies flowing slowly. 


Washers—Cast washers, like 
steel washers, are up about 25 cents per 
100 Ibs. over last year’s closing prices 








* 





* 


Malleable and cast iron items 
The steady rise in costs of scrap and 
other materials has brought some mark- 
ups in hardware staples. Effective Jan. 
25, advances of 2% per cent on small 
malleables, approximately 5 per cent on 
other malleables and cast iron items 
were made by some makers. From 
other sources comes news of an average 
4 per cent increase, Jan. 22, on mal- 
leable pipe fittings. 
* * * 


Conduit—Effective about Jan. 
13, leading makers advanced the price 
on all sizes of black and galvanized con- 
duit, elbows and couplings, both black 
and galvanized. Advances approximated 
5 per cent. 
a + + 
Electrical cables—Prices on 
some types of electrical cable are again 
at a higher price level. Manufacturers’ 
deliveries are generally very slow. 
* . 


Copper gutter and downspout 
Leading manufacturers recently an- 
nounced prices on all copper conductor 
pipe, eaves trough and gutter, one 
“point” (approximately 3 per cent) 
higher. No change was made on cop- 
per elbows, hangers, miters and other 





DECLINES 


Some furnace pipe, fittings. 
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HAVE 
CUSTOMERS 


FOR iJ 


Nationally Advertised 
in COLORin 
THE SATURDAY 
EVENING POST 


BETTER HOMES 
AND GARDENS 


LIFE 
GOOD HOUSEKEEPING 


THE Kyanize UE ume. "ym 


If you think that’s stretching it a bit, ask the man who sells Se 
From Maine to California, there are scores of merchants who, year in and 


year out, find Kyanize the ire of their paint business. 


More vibrant than ever, Kyanize advertising takes on new Lirk and 
new interest this year . . . a new personality to tug at the purse-strings of 


paint-minded purchasers. 


Big time magazines and newspapers . . . brilliant displays, brimful of 
human interest . . . these are some of the things that make the Kyanize 


dealer agency more attractive than ever right now. Send the coupon today. 


BOSTON VARNISH COMPANY Everett Station Boston, Mass. 


= Ryanize 


PAINTS » VARNISHES - ENAMELS 
_Kyan/ze \s tHe L/FE oF THE SURFACE 
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fittings. New dealer discounts on 16 

ounce copper items are: 
Conductor pipe 33% 
Elbows 45% 
Eaves trough 33% 
Miters 35% 
Plain ridge roll 33% 
Valley and gutter 33% 





PRICES 
REAFFIRMED 


Lawn fence, gates. 





Bar and strip extras—New 
hot rolled carbon steel bar and strip 
extra lists, effective Jan. 6, 1941, were 
announced by Carnegie-Illinois Steel 
Corp. The definition of “bars” has been 
revised to read rounds, squares, hexa- 
gons, etc., small standard shapes (such 
as angles, channels, tees, etc.) under 3 
in., flats 6 in. or under in width and 
13/64 in. er over in thickness. Previ- 
ously bars were defined as ™% in. or 
over in thickness. To cover the bar 
sizes under %4 inch to 13/64 in. thick, 
and under 6 in. wide, which have been 
transferred from the strip to the bar 
card, the following new list of extras 
has been drawn up: 

Cents 
Widths per. lb. 
% inch 1.40 
7/16 inch 1.20 
% inch 1.00 
9/16 inch 80 
5& to 11/16 inch 65 
% to 13/16 inch 50 
% to 15/16 inch 40 
1 to 1% inch 30 
1 7/16 to 2 inch 25 
2 1/16 to 2% inch .20 
2 9/16 to 6 and intermediate widths .15 

= . 7 

Lumber prices—Lumber prices 
are fixed by the law of supply and 
demand and the trend is definitely 
downward, spokesmen for the industry 
claimed, after the statement by Leon 
Henderson of the defense commission 
that government price fixing would be 
sought if present quotations do not drop. 
“The lumber industry collectively has 
nothing to do with prices,” said M. L. 
Fleishel, chairman of the timber prod- 
ucts defense committee. “The govern- 
ment is getting all the lumber it wants. 
Prices on cheaper grades of lumber are 
coming down. And the public should 
know that plenty of lumber is available 
for small homes at reasonable prices.” 
Mr. Fleishel attributed price rises in 
lumber last fall to the multiplicity of 
government buying agencies and meth- 
ods. Lumber production in the week 
ended Jan. 18 totaled 16 per cent above 
a year ago. 
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New mail-order catalogs— 
Copies at hand of the newly mailed 
general catalogs of the two leading 
mail-order sellers show about the usual 
number of closely-priced hardware and 
allied lines. As always, these widely- 
circulated price books are carefully 
checked by hardware jobbers and vigi- 
lant retailers. Among the catalog prices 
first checked are noted slight mark-ups 
on galvanized sheets and roofing, on 
barbed wire, and a few field fence and 
poultry fence items, and on combina- 
tion screen and storm doors. Mark- 
downs are noted on carriage and ma- 
chine bolts, poultry netting, woven lawn 
fencing, and manila rope. Many other 
staple hardware sellers are at unchanged 
prices from those in the preceding mail- 
order books. 

* * . 


Lawn fence, gates—Cyclone 
Fence Co., issued, on Jan. 13, its new 
catalog on fencing, gates, etc., in which 
are reaffirmed, for the present, the com- 
pany’s Nov. 29 price schedules. 42 inch, 
style F, double picket lawn fencing, 
9% gage, sells to the trade at $11.55 per 
100 lineal feet, and scroll top gates, 42 
inch, with 3% foot opening, are priced 
at $3.22 each, f.o.b. Chicago, with other 
items in proportion. 


Hardware rise moderate—Ex- 
ecutives of the larger hardware whole- 
salers have marveled at the relatively 
few and moderate price increases to 
date on lines comprising their stocks. 
Where increases have come, they were 
usually preceded by sufficient warning 
to permit providing of normal reserves 
by the buyer. It is also certain that 
numerous advances which have been 
asked by the manufacturers, have been 
deferred or modified: in their passing 
along from wholesaler to retailer. 


Shopping of the hardware and depart- 
ment stores Yeveals, too, that retailers 
are moving their prices only slowly up- 
ward. 

* - * 

Steel news—With no appre- 
ciable let-up noted in the tremendous 
volume of fresh steel business during 
recent weeks, mills are rapidly getting 
to the point where no more room exists 
on first quarter rolling schedules. For 
some time, new orders for semi-finished 
steel, bars, plates, shapes, sheets, strip, 
sheet piling, and some other steels, have 
been placed for second and even third 
quarter shipment with few producers 
able to promise delivery on any of these 
items before April. Production still 
crowds the mills’ full capacity, last 
week’s output being estimated at 97.1 
per cent of (revised) capacity, com- 
pared with 77.3 per cent a year ago. 

oa - 7 


Furnace pipe, fittings—The 
Milcor Steel Co., Milwaukee, Wis., has 
issued revised list prices applying to 
catalog No. 35-B, covering furnace pipe 
and fittings, effective Jan. 15, 1941. New 
lists apply on galvanized and tin furnace 
pipe, elbows, angles, tee-joints, cleanout 
caps and flue thimbles. New discounts 
were prepared to balance the prices, 
some of which are higher, some lower. 
Generally, however, an increase in cost 
is indicated. 

“ * * 

G. E. orders—Orders received 
by General Electric Co., Schenectady, 
N. Y., during 1940 totaled $654,190,000 
compared with $360,748,000 in 1939, an 
increase of 81 per cent, Charles E. Wil- 
son, president of the company, has an- 
nounced. In the final quarter of 1940, 
orders received reached the all-time 
record three months’ total of $256,380,- 
000 compared with $112,166,000 for the 
same quarter in 1939, or an increase of 
129 per cent. 





Just Among Ourselves 
(Continued from page 38) 


lished statements, allegedly made 
by consumer group officials and 
even farm group spokesmen, this 
claim has had some acceptance 
and certainly has had ample pub- 
licity. Recently the United Fresh 
Fruit and Vegetable Association, 
meeting in St. Louis, Mo., broke 
into print in a fairly large way 
with very contrary statements. Ac- 
cording to speakers, whom I judge 
to be competent, many fruit and 
vegetable growers are also suffer- 
ing from chain store methods, and 
the United group intends to pro- 


test and to bring the matter clear- 
ly before the consuming public, 
which normally receives only the 
pro-chain side of such discussions, 
because chain store groups are 
powerful and wealthy and have the 
services of highly expert press 
agents. It should prove helpful 
if the public gets a little more in- 
formation on the independent’s 
side of the argument, for to date 
the public’s knowledge of the sub- 
ject has been too one-sided—and 
on the wrong side from the stand- 
point of all independent dealers. 
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He sells bronze screen 
cloth—full weight bronze! 


You can profit by this man’s experience. He has 
built up his business by satisfying his customers— 
for he knows that it pays to give them value. When it 
comes to screen cloth, he has standardized on 16mesh 
bronze weighing 15 /hs. per 100 sq. ft. (the standard 
set by the Wire Screen Cloth Manufacturers’ Insti- 


tute and approved by the U. S. Government.) 

By stocking only one item he has reduced his 
inventory, and since his customers believe in his 
recommendations, he has sold his full share of screen 
cloth at a better-than-average profit. It pays to con- 
centrate on standard weight Bronze. 

The American Brass Company does not make 
bronze cloth, but furnishes Anaconda Bronze Wire 
to leading weavers. 


a 


from 





THE AMERICAN BRASS COMPANY, General Offices: Waterbury, Connecticut 
(n Canada: ANACONDA AMERICAN BRASS LTD., New Toronto, Ont.—Subsidiary of Anaconda Copper Mining Co. 
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New Appliances Which Will Provide 


Retaining the freezer at the left of the upper food com- 
partment, the standard “Cold Wall” models of the Frigidaire 
Division, General Motors Sales Corp., Dayton, Ohio, which 
include the C-6 shown, also feature a new, enlarged meat 
tender; hydrator that slides on stainless steel glides; a 
complete set of all-metal “Quickube” ice trays; utility stor- 
age compartment; almost one-third more frozen storage 
space; impreved humidity control; one additional full width 
shelf; wide door with new type seal; roller-type door latch; 
recéssed, interior light; and other improvements. Cold is pro- 
duced with the “Meter-Miser’. The C-6 is a 6 cu. ft. model 
which retails for $169.75. Other models range from $114.75 
to $258.75 


This De Luxe ‘Freez’r Shelf’ 
model, No. F-681 of the Gib- 
son Electric Retrigerator Corp., 
Greenville, Mich., lists for 
$159.95. It has 6.75 cu. ft. ca- 
pacity; total shelf area of 12 
sq. ft. Equipment: one ad- 
justable gliding shelf; one 
small shelf; two-piece crystal 
plate glass shelf; two “Jack 
Robinson” ice cube trays; 
double width ice cube tray; 
chill drawer; sliding twin 
vegetable tresheners; ‘Defrost- 
ajar”; tilt-bin; interior light; 
drop-type de luxe ‘Freez’r’ 
compartment door, porce- 
lained. Ice cube capacity, 56 
cubes, 8 lbs. Other models 
list from $89.95 to $219.95 


| 
| 


cea Me ReraR 


The Westinghouse Electric & Mfg. Co., Mansfield, Ohio, 
in its 1941 line includes three models adorned with silhouette 
portraits of notable early American women. Illustrated is 
the top model of the line, the 7 cu. ft. Martha Washington 
Model, in which the interior styling features crystal plastic 
and the newly styled “True-Temp” control is illuminated. 
This control permits dialing the temperature desired for 
the main food compartment. At the same time, correct 
temperature and humidity levels hold for the four other 
zones of cold. Several moving parts have been eliminated 
in motor mechanism and more efficient control has been 
devised for the froster, or ice-cube compartment. “Trip- 
Lok” automatically shuts the door. Line includes 3, 4, 6, 7, 
and 8 cu. ft. models. 
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Larger Unit Sales Opportunities 


Features of the 1941 “Mayflower” refrigerators presented 
by the Refrigeration Division, Outboard, Marine & Mfg. Co., 
Galesburg, IIll., include big sliding crispers of white por- 
celain, pull out with plastic handles, and plate glass covers; 
white porcelain deep meat drawers with satin finish chrome 
or “Plystyrene” plastic handle; tilt vegetable bin for dry 
storage; a sliding dairy basket located in the correct tem- 
perature zone; sliding shelf with guard rail that pulls out so 
full area of shelf space can be utilized; “E-Z out’ ice cube 
trays with ejector lever release that ejects from two to a 
trayful. In the 8-ft. “Captain” the vegetable crisper is 
flanked by two sliding fruit baskets. Twin freezers in the 
“Priscilla” (6-ft.) and “Captain” provide three freezing 
shelves; top compartment for cubes, lower for frosted foods. 








In the 1941 line of the General 
Electric Co., Bridgeport, Conn., 
the new storage and preserva- 
tion features are: mcking and 
storage of 12 lbs. of cubes; 
storage for 20 packages of 
frozen foods; quick chilling, 
near freezing for beverages or 
extra cubes; high humidity, 
low temperature storage for 
meat; multi-bottle storage for 
milk; conditioner for keeping 
butter soft for spreading; high 
humidity vegetable storage 
under glass; fresh fruit storage 
under glass; solid stainless 
steel, tray type dry storage 
space, and a non-refrigerated 
dry storage space of more 
than 27 qt. capacity. 


The big feature of the Kelvinator Division, Nash-Kelvinator 
Corp., Detroit, Mich., is the new type “Moist-Master” system 
incorporated in the M-6 and M-8. These have five different 
cold zones including the fast-freezing and near-freezing 
zones, a@ super-moist zone, a moderate-moist zone, and a 
low-moist zone. The “Cold Mist Freshener,’ or super-moist 
zone is an all-glass compartment with two glass doors that 
open out and, which is said, provide ideal humidity con- 
ditions for storage of perishable foods. In addition to the 
regular coils for making ice, the ‘“Moist-Master’ models 
have a second set of coils set inside the walls and bottom 
of food compartment to give fast, direct action in producing 
correct humidity and coldness 
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E long-range Kelvinator program, which 
jw year enters its second period, according 
to schedule, could only have been created by a 
“retail-minded” organization. 

That fact is at one and the same time Kelvin- 
ator’s most valuable possession and the Kel- 
vinator franchise holders’ assurance of continuing 
and expanding profits. 

One by one Kelvinator has faced the problems 
of refrigerator and range retailers—haphazard 








What Kelvinator’s 1 en 
long-range Program of | 
Planned Distribution 

and Manufacturing 
means to the Retailer of 

Refrigerators and Ranges 





step-up pricing—too many retailers—high prices 
—complacent engineering and product planning 
—too many models. And, one by one, Kelvinator 
has sought solutions. 

Fortunately for Kelvinator, this “attitude of 
Mind” is perhaps the one thing in business that 
cannot be copied. 

It helps explain the fact that Kelvinator for 
nineteen forty-one is, any way you look at it— 
“the hot line—and the hot franchise”’. 
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~F ayeps MORE THAN DOUBLE | “a 
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SUCCESS - - 














Check These Kelvinator Franchise Advantages Against Any Other 


refrigerator offers the exclusive new 

Magic Shelf—the Stainless Steel 
Cold-Ban—the Glass-enclosed Cold-mist 
Freshener cooled by coils within the walls 
of the refrigerator. And the 1941 Kelvin- 
ator Ranges offer new, exclusive features 
at the lowest prices in history. 


| EXCLUSIVE EXTRAS... No other 


STEP-UP PLAN ...A logical step- 
2 up plan based on the actual retail 

value of each added feature. The 
higher priced models, in both refrigera- 
tors and ranges, are easy to sell. 


NEW LOW PRICES... Last year 

Kelvinator’s new price policy rev- 

olutionized the industry. This year, 
step number two in our long-range pro- 
gram reduces refrigerator and range 
prices even farther, and greater values 
have been built into every model in the 
line. 


HIGH UNIT SALES...Last year 
4 the average of 80 per cent of all 

Kelvinator retailers’ sales was $160 
—which we believe sets an industry 
record. With this year’s amazing step-up 
plan Kelvinator retailers will again sell 
an overwhelmingly big per cent of higher- 
priced refrigerators and ranges. 


important extras is size. Six cubic 

foot refrigerators are now six and 
three-quarter cubic feet—and eights are 
eight and three-quarter cubic feet— 
thanks to Kelvinator’s new cabinet con- 
struction. And all ranges have big, over- 
size ovens, 


5 SIZE ...One of Kelvinator’s most 


SELECTIVE MARKETS... Kel- 
6 vinator’s 1940 policies, carried for- 

ward into 1941, have earned for 
Kelvinator the reputation of putting 
into actual practice—‘‘a market for every 
dealer—a dealer for every market’’. 


FEWER MODELS... By concen- 
7 trating on the models people really 

want, Kelvinator has reduced its 
refrigerator line to eight models—its 
range line to three—and thus reduced 
the retailer’s investment to a minimum 
and simplified his selling problem. 


sphere Sealed Unit has set a record 

for reliable performance. Of the 
hundreds of thousands of Kelvinator re- 
frigerators sold last year, less than one- 
half of one per cent were returned to the 
factory for service. 


R SERVICE- FREE ... The Polar- 


new and radically different 1941 
Kelvinator Moist-Master with its 
glass shelves and Cold-mist Freshener, 
offers the most powerful replacement in- 
centive in years. And every 1941 Kelvin- 
ator is a brand new model. Not one isa 
relabeled carry-over from 1940. 
] 0 TION... The biggest campaign 
in Kelvinator’s history is already 
under way with four-color magazine ad- 
vertising—key city newspaper and tran- 
scribed radio spot announcements—new 
style billboard posters and complete 
cooperative advertising materials. Sell- 
ing and product literature is printed in 
full-colors. 


| REPLACEMENT SALES... The 


ADVERTISING AND PROMO- 


Redisco Plan for 1941 providesthe 

most flexible and, liberal method 
of stocking refrigerators and ranges you 
have ever been offered. 


11 STOCKING ... Kelvinator’s 


MANUFACTURING .. . A long- 

range program developed by a 
“retail-minded”’ organization to help re- 
tailers build an increasingly profitable 
business. 


1 PLANNED DISTRIBUTION AND 


Kelvinator Division, NASH-KELVINATOR CORPORATION, Detroit, Michigan 
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Mayflower ‘‘Captain’’ 
—just look at the beauty 
and features of this bi 

5 cu. ft. modell 


(MC885). 


M A. YS 


GALE S32 GC 
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Hydrator and twin baskets. 


Roomy vegetable bin. Hermetic refrigerating unit. 


Si E R Manufactured and warranted 
by the refrigeration division of 


vw MAYFLOWER 


REFRIGERATORS 


If you want a popularly-priced, 
fast-selling refrigerator line, don’t 
delay another day! See your 
MAYFLOWER distributor right 
now and grab that MAYFLOWER 
linel It's HOT! Mayflower will 
put you Into a position to lick the 
toughest competition, model for 
model and dollar for dollar. May- 
flower gives you beauty that at- 
tracts prospects, features that make 
selling easy, and value that closes 
sales. Mayflower is designed and 
built to make electric refrigeration 
selling profitable for YOU. Sold 
only through distributors. 


JOBBERS — DISTRIBUTORS 
Yes, there's still room for a few 
live distributors in the Mayflower 
set-up! Mayflower has real ad- 
vantages to offer you. Get the facts 
on this fast-moving line today! 








Outboard, Marine & Mfg. Company 
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Refrigerators 


1—The refrigerator line of the Leon- 
ard Division, Nash-Kelvinator Corp., 
Detroit, Mich., features the improved 
“Hi-Humid” system of controlled 
humidity incorporated in Models 
LH-6 and LH-8. These have glass 
shelves and a large, glass-enclosed 
“Hi-Humid Freshener” compartment 
that is separated from the large 
storage compartment above, by a 
glass partition. Two swinging, 
metal-trimmed glass doors provide 
access and keep outside air from 
entering. In addition to the freez- 
ing and near-freezing zones, there 
are three other zones of cold in the 
“Hi-Humid” models, making five cold 
zones, each providing specific con- 
ditions for preservation of food. 
2—The “Dual-Temp” Stewart-Warner 
Corp., Chicago, Ill., keeps foods fresh 
in moist cold, eliminating the use 
of crispers or covered dishes, and 
provides a freezing locker for storing 
foods. Flexible interior shelves per- 
mit an unlimited number of interior 
arrangements. “Steriiamp” produces 
ultra-violet rays to kill bacteria and 
retard mold. Large storage cabinet 
for “dry” storage of packaged foods 
is built into the cabinet. Model 861, 
illustrated, lists for $224.95. Other 
models at $189.95, $219.95 and 
$259.95. 
3—The Deepfreeze Division, Motor 
Products Corp., Dept. SOHA, 2303 
Davis St., N. Chicago, Ill., presents 
its “Deepfreeze” single (illustrated) 
and double units. Each unit is a 
self-contained, plug-in type food 
cylinder, entire walls of which are 
the freezing element. “Deepfreeze” 
serves as both container and evap- 
orator. Refrigerant is circulated 
within the double walls. Tempera- 
ture inside is said to be never more 
than 2 deg. above that of refrigerant, 
virtually eliminating all dehydra- 
oe Yee tion; defrosting unnecessary. Ca- 
res ee > pacity of single unit is 33 gal.; of 
a double unit, 66 gal. Turn of dial 
ee gt adjusts temperature from 10 deg. 
above to 20 deg. below zero. Cover 
slides under a bracket above motor 
housing, forming a convenient shelf 
for use while transferring food pack- 
ages in the cold cylinder. Powered 
by 14-h.p. motor which, under usual 
operation, is said to operate only a 
small part of the time. Outside di- 
mensions of “Deepfreeze,” height, 37 
in.; length, 37 in.; and width, 37 in. 
Suggested retail selling price of 
single unit, $225; double unit, $365. 
outside dimensions of “Deepfreeze,” 
height, 37 in.; length, 37 in; and 
width, 27 in. Suggested retail sell- 
ing price of single unit, $225; double 
unit, $365. 


Hot Water Heater 


4—Edison General Electric Appli- 
ance Co., Inc., Chicago, Ill, an- 
nounces “Hotpoint” 5-gal. “Master” 
heater, illustrated, is 2114 in. overall 
height. It is available with either 
galvanized or Monel tank. It is 
equipped with a single Calrod im- 
mersion unit. Other models range 
from one-gallon size, and the 2-gal. 
plug-in “Voguette” with copper 
tank up to the large 140-gal. size for 
commercial use. 
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What Make Of 
Refrigerator 
Do You Prefer? 


MORE PEOPLE PREFER 
A GENERAL ELECTRIC THAN 
ANY OTHER REFRIGERATOR ... 


According to recent national magazine sur- 
veys among refrigerator owners and prospective 
buyers, over 50% more people prefer General 
Electric than any other make. 

G-E is tops in preference because it’s tops in 
performance ....and top performance means 
greater customer satisfaction, minimum service 
calls, and greater profit. 
























News! 


A beautiful big new SEVEN CU. FT. G-E 
for the price of last year’s ‘‘Six.”” Here’s re- 
frigerator news that’s making the headlines! 


In addition, new G-E models have Perfected 
Conditioned Air, New Butter Conditioner, 
New Dry Storage Drawer, New All-White 


Me! Textolite Door Strips, along with many other 
+ 


innovations. 











“ee 


Research keeps General Electric years ahead! 


GENERAL @ ELECTRIC 
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ferent 


part 


model, 
a “Time-a-matic” switch to 
shut off the current automati- 
cally and which is marked for 
proper washing time of dif- 


The leading washer in the 


“Universal” line of Landers, 
Frary & Clark, New Britain, 
Conn., is a deluxe 9-lb. 


No. 938, which offers 


fabrics; an overload 


“Protect-o-switch” that shuts 
off the motor in case of strain, 
overload, or stalled wringer; a 
roll-pressure indicator to elim- 
inate wringer clogging; and a 
pair of new wind-away cord 
hooks to prevent tripping and 
broken plug replacement. No. 


938 lists at $89.95 


This deluxe twin tub washer of The Dexter 
Co., Fairfield, lowa, is a streamlined model 
with a cabinet base which encloses the under 
of the machine and carries two tubs, 
both of which have French-type agitators with 


corrugated wings and clothes spreaders. 


feature of the line is “Sterilkoating’’ on the 
agitators in the better models. This coating, 
a turquoise blue, is said to make the agita- 
tors glass-smooth and to protect the aluminum 
© ¢€ base from the destructive action of alkalis or 
strong washing machines. The jacketed type 
machines have ‘Seeldheet’—tubs insulated 
to retain heat of wash water. Lower priced 
models have new styling in wringers 


and legs. Also gas moicr models 


Heading the line of washers, the 
Apex-Rotorex Corp., Cleveland, 
Ohic, offers its Model 374, featuring 
a time control which times wash- 
ings automatically. This model is 
equipped with a 22-gallon (to water 
line) tub, permitting washing of 10 
lb. of clothing (dry). Mechanism of 
the new time-control throws the agi- 
tator out of gear without stopping 
the motor, thus allowing continuous 
wringing operation. Wringer has 
new interlocking safety control, roll 
stop, balloon rolls, and chrome feed 
pan. It also features free-running 
gear mechanism, all parts of which 
run at low speed 














Left—Cabinet model of Bendix Home 
Appliances, Inc., South Bend, Ind., 
represents refinements in design 
and appearance. Major change is 
the location of the time control and 
the water temperature controls, now 
located on the top of the cabinet, 
centered in the rear, and will be 
more easily set. Normal load of the 
washer is 9 lbs. of dry clothes. This 
model occupies less than 4 sq. ft. 
of space. No changes have been 
made in the automatic features 


tubs 








Washers 





Below—The General Elec- 
tric Co., Bridgeport, Conn. 
has lowered its regular 
washer price and also im- 
proved its models. The line 
consists of four wringer- 
type washers that are en- 
tirely new, two. spinner 
type washers, recently add- 
ed. Styling has been 
changed to include a mas- 
sive wringer, new legs 
and a deep skirt. Other 
features are steel cut 
gears; new type of activa 
tor control, waist-high, op- 
erated like an auto gear 
shift; sediment drain chan- 
nels in the tubs; finger-tip 
control pump. Illustrated is 
the de luxe medel AW-42] 
listing at $79.95. 
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The Westinghouse Electric & Mtg. Co., Mansfield, Ohio, pre- 
sents its completely new “Laundromat,” which automatically 
carries out the complete cycle of laundering operations yet 
It first mixes water to the cor- 
rect temperature. Then it washes the garments and rinses 
them in three different “baths.” 
matically drained after each process, to prevent accumula- 
tions of dirt and grime. Finally, it dries clothes by spinning 
them in a porcelain basket 1500 times in three minutes, then 
Exterior of cabinet is white synthetic enamel. 
On sloping front there are square and white plastic dials at 


remains free from vibration. 


shuts itself off 


left and right. 


Below— The 
Seelig Mfg. 
Wis., in its two top “Speed 


Barlow & 
Co., Ripon, 


Queen” washers, model 
710 and 810, offers a mas- 
sive, all-brass center post 
to provide an extra strong 
non-corrosive agitator sup- 
port; an increased size, 
non-corrosive plastic agita- 
tor of glassy smooth finish; 
super-capacity, bow]-shap- 
ed tub to handle maximum 
loads; and faster water ac- 
tion brought about by the 
combination of the super- 
capacity bowl tub and 
super-size agitator. 







Ss eee 
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The washer line of the Conlon 
Corp., Chicago, Ill., consists of 
four models, Nos. 19, 17, 39-S 
(illustrated) and 15. These 
new models combine many 
exclusive features in addition 
to their sturdy construction 
They are backed by the com- 
pany’s exclusive 15-year re- 
build policy which 

protects dealer and 

user. Mode! illus- 

trated has a_four- 

vane, tangle - proof 
agitator, and safety 
wringer, with push 

bar release, fabric 
pressure selector 





The “Laundromat” is auto- 











Left—Eight models make up the 
line of The Barton Corp., West Bend, 
Wis., and they range in price from 
$39.95 to $99.95. The C712, illus- 
trated, has three-speed washing, 
patented washer deflector tub, wash 
watcher timer, and molded plastic 
double duty agitator. A removable 
bowl fitting on the regular agitator 
provides a separate washing com- 
partment for small pieces. Outer 
surface of bowl has small fins to 
create a scrubbing action and an 
additional agitation for clothes that 
rise to the tub surface. Both bowl 
and agitator proper are molded plas- 
tic, with bowl in red and main agi- 
tator jet black 


~ Left—Four new wringer-type washers are in- 
4 cluded in the 1941 “Hotpoint” lines announced 
Hotpaiet by the Edison General Electric Appliance Co.,Inc., 





In its Model 41-E, listing at 
$79.50, electric washer, Voss 
Bros. Mig. Co., Davenport, 
Iowa, offers the follow- 
ing features: ‘Electro-Saie” 
wringer that stops rolls and 
entire machine when safe- 
ty bar is connected; cen- 
tralized controls within 
finger reach; auto-type 
transmission, sealed, ball- 
bearing, _ self - lubricating; 
double-wall, air - insulated 
tub; corrugated porcelain 
tub; rubber mounted motor; 
interchangeable agitators; 
molded chrome _ drain- 
boards, release bars and 
tension controls; suds 
washing. Model 41-EP in- 
cludes pumps at $10 more 





Chicago, Ill. All four employ the “Thriftavator.” 
Interiors are smooth, with water line plainly 
marked. Draining is accomplished quickly by 
tub’s bottom construction. Wringer washers are 
finished in porcelain enamel with skirts and legs 
in white baked-on “Calgloss.” 
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Washers 


1—This Model 412 “Laundry Queen” washer introduced 
by the Automatic Washer Co., Newton, Iowa, is of the 
latest streamlined design, splash-proof, with 7-lb. ca- 
pacity. Has new style crowned lid with concealed 
rubber gasket and is provided with underneath lifter 
so lid may be hung on rim of tub. Automatic invertible 
“Duo-Disc” agitator provides “bottom” washing posi- 
tion for usual loads and “top” washing position for 
bulky articles. 


2—The Blackstone Corp., Jamestown, N. Y., in this 
deluxe wringer-type washer, offers new, chip-proof, 
mar-proof, corrosion-resistant plastic finish on the ex- 
clusive “Hydractor,” and a new smoothly streamlined 
wringer of the latest design, with chrome plated feed- 
ing shelves and improved safety release. Mechanism 
of washer need not be oiled. Splash-proof, seamless 
tub is finished in triple-baked porcelain enamel with 
chrome trim. All metal is rust-proofed. Capacity is 26 
gallons, or 9 lb. List price of model 130, illustrated, 
$99.95. 


3—This “Thor Champion” super-agitator Washer, Model 
No. 41-3ER, offered by the Hurley Machine Division, 
Electric Household Utilities Corp., Chicago, is equipped 
with the triple-duty “Electro-Rinse” which speeds up 
soap action and cuts washing time; helps with the 
rinsing, and with the draining because it pumps all 
soiled water direct to the sink or drain tub. Capacity 
of the No. 41-3ER is 8 lb. of dry clothes. List price, 
$69.95 with “Electro-Rinse.” 
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4—The “Master” washer shown of The Maytag Co., 
Newton, Iowa, has a new and large one-piece cast- 
aluminum tub; roller water remover redesigned and 
improved to give greater safety and convenience is 
equipped with a control which automatically stops 
both rolls and releases the tension; a high-bake enamel 
finish in white or gray; all four legs individually ad- 
justable to suit; no-drip gravity drain hose. A new 
type motor-driven water discharge pump extra. Square 
tub is enclosed in a seamless body shell. 


5—Wringer improvements on all models are announced 
by Haag Brothers Co., Peoria, Ill. There is streamline 
styling with a complete new wringer on the lower 
priced models as well as improvements in chassis and 
leg design. Feather action release used on the deluxe 
wringer, releasing all pressure and automatically stop- 
ping all moving parts. Four coil springs provide self- 
equalizing pressure. Mechanical hand safety feeder is 
an additional wringer safety measure. Line includes 
conventional types, two jacketed models and the big 
Standard and Deluxe twin-tub machines. 


6—Model 189, listing at $89.95, is a leader model of the 
Crosley Corp., Cincinnati, Ohio. Has double tub to 
keep water hot longer, capacity 91/2 lb. dry clothes; 
heat indicating thermometer; time watcher; full curved 
lip; streamlined wringer; duo-disc agitator; sealed 
mechanism; electric power cord hook welded to post 
Wringer pressure is adjustable and wringer has indi- 
cator style “Tenite” pressure knob. 
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Cuts out usual space-wasting drip - pan - 
meat-container combination — gives 
user practically an extra square foot of 
100 % usable space on top shelf, where 


Space is needed most, 


Keeps meats prime fresh for days, and 
chills desserts, beverages and salads. 
Modern foods ‘demand this big. roomy, 
near-freezing, humidified shel 


The One and Only! Full width (not cramped by “gadget” 
artitions) — eliminates old fashioned dropped -down 
reezing _unit — provides usable frozen storage capacity 

(nearly 5 gallons). A “‘must” for modern menus. 


























When you're offering practically the same thing everybody else 
offers, you have only a small chance of making the sale. But when 
the shopper sees something different, understandable and 
better in your store, you can stop her and sell her easier. 
Only Gibson has Freez’r Shelf, plus ALL the wanted kitchen 
features (not just one or two of them)—Gibson exclusively 
features the three major advantages shown here 


With the Gibson line, each higher price buys a really wanted 
feature — it’s a deal that women can’t easily resist. Get the whole 
Gibson story — see how YOU can step up with Gibson! 














GIBSON 
KOOKALL ELECTRIC 
RANGE 
Sensational in value 


and in kitchen features! 
Waist-high broiler — 


$899 


Retail Price Yi ecimmended by Gibson) 


No. C-631. With this, your adver- 
tising gets AC TION! Now, for 
the third year, the biggest re- 
frigerator value in America. All- 
steel cabinet, powered with time- 
tested, sealed Scotch Yoke 
mechanism. Sell up from this one! 


$4 29* 


F.0.B. Fact 
(Retail Price Recommended by Gibson) 


No. F-671. Lowest price on a 
Freez’r Shelf model in Gibson’s 
history — makes ’em look, ask, 
bere Full width Freez’r Shelf. 

hill-Drawer. Vegetable Fresh- 
ener. Here’s where step-up and 
extra profit begin. 


no stooping, no split 
stockings! Two-ele- 
ment banquet-sized 
oven. And the Kookall 
deep well 6-qt. cooker 
steams, bakes, deep- 
fat-riest . . . Lowest 
priced of an easy step- 
up line. 





GIBSON ELECTRIC REFRIGERATOR CORPORATION 


GREENVILLE, MICHIGAN Export Office: 201 N. Wells St., Chicago, U.S.A. @ Cable Address: Gibselco, Bentley Code 


Mahers of Gnoeg'r Shelf Refrigerators and Koohall Electric Ranges 


SEND YOUR INQUIRY TO GIBSON—IT WILL PROMPTLY BE FORWARDED TO YOUR GIBSON DISTRIBUTOR 
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Washers and Dryers 


l—Model CIS41, deluxe, of the “Spira-Matic” series of 
the Easy Washing Machine Corp., Syracuse, N. Y., is 
in table-top cabinet design, has a thermostatic control 
to measure water heat and automatic timer that sig- 
nals at end of set wash time. Also features “Viso- 
top” with “Steril-Glo” lamp inside tub for purifying 
clothes. Tub capacity, 25 gal. of water. 


2—Horton Mig. Co., Fort Wayne, Ind., presents a spe- 
cial model “Laundeluxe” washer. It is an all-white, 
streamlined machine in combination with a small aux- 
iliary washer. The big machine, with insulated double 
wall tub, massive wringer is for big family washings. 
The auxiliary washer which fits into the big machine 
and replaces the agitator is for lingerie and sheer 
fabrics, etc. It is also for heating wash clothes, boiling 
and sterilizing, starch making, tinting and dyeing and 
for home dry cleaning. 


3—The line of the One Minute Washer Co., Kellogg. 
Iowa, retail price range is from $49.95 to $79.95: Model 
546 shown retails for $69.95. It is also available with 
Briggs & Stratton 1, hp. gas engine or start-charger 
gas engine. Aluminum agitator makes full one-half 
turn. Tub capacity five to eight sheets. It is corru- 
gated, bottle-neck type. white porcelain enamel inside 
and out, rubber mounted. Has oilless Westinghouse 
rubber-mounted oiler. 


‘4—This “Hotpoint” tumbler clothes dryer announced by 
the Edison General Electric Appliance Co., Inc., Chi- 
cago, Ill., can be installed on any 110-volt house cir- 
cuit, but does not replace the 1940 drier. Heated by a 
1400-watt unit, this newer and smaller model tumbles 
clothes gently in the electrically heated air of the 
dryer, making them ready for ironing. 


5—Illustrated is Modei 11-F-4 automatic clothes dryer 
of the Blackstone Corp., Jamestown, N. Y. Housed in a 
modern cabinet, finished in white “Supernamel,” a 
combination of circulating currents of hot air and 
radiant heat is said to dry clothes quickly and safely 
to degree desired. Has automatic timer and positive 
action automatic heat control to prevent scorching. 
Polished chrome liners utilize reflected heat. Capacity 
r- 8 Ib.; 110 or 220-volt circuit. Approximate retail price. 
149.95. 


6—General Electric Co., Bridgeport, Conn., has =] 
ge 


nounced a new tumbler dryer which may be plug 

into ordinary home lighting circuits for satisfactory 
operation. This model, AD-4, has a capacity of 5 Ib. of 
dry clothes and consumes 1600 watts. It dries clothes 
by constant movement through clean, warm air. 
Clothes are said to be damp-dried in about an hour 
and complete dried in 90 minutes. Cabinet is 36 in. 
high, 26 in. wide, and 20 in. from front to back, includ- 
ing handle. Has thermostat to prevent overheating. 
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Ironers 


1—Barlow & Seelig Mfg. Co., Ripon, 
Wis., is introducing color into the 
trim on most of its ironer models. 
Illustrated is Model R101, an ultra 
deluxe cabinet model which has the 
following features: two-speed, over- 
size shoe with insulated lips; ruffler 
plates, improved shoe bracket for 
uniform and maximum pressure; por- 
celain table top; dual thermostat 
control; two end tables; lap board; 
pilot light; 18-in. table top; detach- 
able three-rod clothes rack; automat- 
ic knee control; knee press control. 
The improved shoe bracket is to pro- 
vide uniform and maximum pressure. 


2—Model TG, shown, is a new, low- 
priced and full featured cabinet 
ironer being introduced by Altorfer 
Bros. Co., Peoria, Ill. It has a 26-in. 
roll of non-warping, rust-proofed 
metal cover with a layer of thick, 
highly compressed cotton padding 
and layers of non-absorbent table 
felt and muslin. Highly polished 
chromium-plated, hardened ironing 
shoe is rust-proof and scratch-proof. 
Has full open end to simplify iron- 
ing of shorts, ruffles, lingerie, etc. 
Exclusive pressing device operates 
shoe without turning the roll and is 
fully automatic. Emergency hand 
lever releases shoe from roll. Has 
fingertip and knee touch controls; 
conveniently located combination 
heat switch and thermostat, cali- 
brated for various fabrics. Finished 
in white enamel. Ironer requires 
floor space of 17 by 36 in., and is 
equipped with large, easy-rolling 
casters. 


3—Conlon Corp., Chicago, Ili., offers 
an ironer line of eight models, and 
in all but two of these, a change in 
the understructure has been made. 
This improves their eye-appeal and 
also conceals all view of the motor 
and mechanism when the machine 
is not in operation. The lap tray, a 
new feature, extends across the front 
and affords protection to the lap of 
the operator. All but two machines 
have extension shelves at either 
end. Two top models, R-100 and 
R-87, are equipped with the “Side- 
Glide” shoe, which glides to right 
or left at the same time the roll re- 
volves, thus ironing the same gar- 
ment area twice in one operation. 


4—This Model, No. 140, of the Easy 
Washing Machine Corp., Syracuse, 
N. Y., is one of the models featuring 
three-way speed control with a be- 
ginner’s speed. It also has an auto- 
matic cord reel which automatically 
rewinds cord on a reel inside the 
cabinet. Other features are a four- 
bar clothes rack, three panel cabi- 
net, clothes feeder shelf, safety-bar 
shoe guard, and foot-press roll stop. 
Also featured are three-way heat 
control, two-thermostat heat regula- 
tor, double open ends and double 
end shelves, full clearance under 
roll. Finish is gloss baked Easy- 
namel with three chrome bands on 
table cover and gear case. New 
back panel gives it full cabinet de- 
sign. Model 140 retails from $129.95 
to $139.95, depending upon zone. 
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1—The new Model 75 for 1941 an- 
nounced by The Ironrite Ironer Co., 
Detroit, Mich. features “feather 
touch” design of both the knee press- 
ing and operating controls, also con- 
trol adjustment for large and small 
women. Improved assembly con- 
sists of a cast-iron shoe imbedded 
with “straight-coil” heating element 
and refractory, which is said to put 
25 per cent more heat through the 
shoe and to make the ironer cooler 
to operate. “Fast breaking” ther- 
mostat is said to permit 85 per cent 
closer control of ironing temperature 
Stationary forming board. Rear 
brace for cover automatically lowers 
to floor. Automatic sheen action lays 
nap in same direction. 


2—One Minute Washer Co., Kellogg, 
Iowa, in its Model M-69, offers a 
cabinet cover that tips back on bal- 
anced hinges; heavy pressed steel 
pull-up. shelf on end of table; ironer 
shoe of rust-proof chrome finish; 
ruffler plate at end of shoe; double 
open end, heavily padded non-sag 
roll, 6-in. diam. by 26 in. long; quick- 
acting clutch; emergency release; 
fully automatic finger-tip and ad- 
justment knee control of shoe opera 
tion. This model retails for $69.95 


3—The Horton Mfg. Co., Fort Wayne, 
Ind., offers its improved “Do-All,” 
a full-size portable ironing machine 
with a full 6-in. diameter roll, a big 
shoe, and an ironing surface 22 in 
long. Ironer is said to handle 2200 
sq. in. a minute. Has finger-tip cen- 
tralized control for either left- or 
right-hand operation; automatic 
pressing lock and thermostatic heat 
control. A stand type cabinet is an 
accessory 


4—This Model I 129 portable ironer 
presented for 1941 by The Crosley 
Corp., Cincinnati, Ohio, lists for 
$29.95 with cabinet $9.95 additional. 
Said to iron 2200 sq. in. per minute 
and to handle sheets, table cloths, 
towels, shirts, dresses, etc. Weighs 
271 Ibs. Length overall, including 
mechanism is 271!/; in. Height over- 
all, 15 in. Roll is 6-in. diam., 22 in 
long. Fingertip control—one auto- 
matic, centrally located, non-inter- 
fering control for all operation 
instantaneous starting and stopping 
roll and for pressing action. Ther- 
mostat combines on-and-off switch 
and selective full range of corttrol 


$-This “Simplex” S-419, Royal De- 
luxe cabinet model of the American 
Ironing Machine Co., Algonquin, III., 
retailing for $99.95, includes a 26-in 
roll, 6-in. diam. with two open ends 
equipped, with a “free wheeling” 
clutch to allow the roll to rotate for- 
ward and backward. Both ends of 
shoe, which gives 514-in. of ironing 
contact, are fitted with ruffler plates 
Shoe is chrome plated and scratch- 


proof and contains a 1350-watt Ni- ~ 


chrome heating element with four 
points of pressure to provide uni- 
form contact over entire length of 
roll. 
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COLD-WALL VALUES UP 
—PRICES DOWN 
AS MUCH AS $53! 


Four out of five Dealer sales of 
1940 Frigidaires averaged more 
than $162.00! And now, with 
prices of big Cold-Wall 6’s start- 
ing at only $167.75*—with bril- @ 
liant new exteriors and feature- 
packed interiors— we think you'll 
agree that Cold-Wall sales will 























easily double in 1941! All Cold-Wall models have 
this new streamlined exterior 
More than 100,000 Cold-Walls Model CD-6, illustrated above, is the most beautiful, Model C-6, illustrated above, sells at 
_o ns ennchaghennyrt de cen Be lant tes aa ate: «Cd a can bed es 
to the . Luxe”! New -wi Super-Freezer WwW leatures i le 

Watch this figure soar in 1941! Chest includes extra-large section for frozen foods and frozen storage space, new Meat 
; making ice and desserts. Scientifically designed Meat eek ten coe Hydrator — 
Tender compartment. Door becomes con- bd 8 cu. ft. F Com- ¢ * 

venient drop-leaf shelf. Only ........ $204" partment. Only... . 167 





Just Imagine! 


3 FULLY-FITTED FRIGIDRIRES—ALL UNDER ‘150 


Every one with Sliding Hydrators, Quickube Trays and other outstanding Frigidaire Features 

















FULLY-FITTED M-G—Bigaest “Six” in Frigidaire his- * FULLY-FITTED L-6— Another giant “Six,” fully- FULLY-FITTED $-6—A bargain price for 

tory! Actually has 6.9 cubic foot capacity and 14.2 fitted sensation. Brilliant new exterior, 6.9 a fully-fitted Frigidaire, packed with 

square feet of shelf space. Fully-fitted including new- cubic foot capacity, with Glass-Topped Sliding features including Super-powered 

Semester weed Ee SS 
rator and with entirely new Fluted ¢ . tray one $s * torage Space, ng ¢$ 

Front Design. A great new Bsna-n 142" Width Dessert Tray. Sells for only 12 Hydrator. It costs only . 11 


*All prices quoted are Dayton delivered prices, and include installation, Federai Taxes and 5- Year Protection 
Plan. Transportation, state and local taxes (if any) extra. All prices subject to change without notice. 
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For ‘41 


FRIGIDAIRE DEALERS 
Offer America the Hottest 
Step-Up Line in History 


Brilliant new beauty! 


A world-famous designer creates for Frigid- 
aire completely new concepts of a refrig- 
erator as a beauty note in the kitchen! Now 
you have striking new step-ups in styling as 
well as in features! 


More useful than ever! 


New food compartments — bigger and 
roomier! New Frozen Storage Compartments 
up to 74% bigger! Shelves adjustable! Even 
six cu. ft. model selling for only $117.75* 
is fullyfitted, including Hydrator moist stor- 
age and Quickube ice service! 


Use less current! 


The bigger, roomier 1941 Frigidaire “Sixes’ 
have 22% more power to keep food better 
and freeze ice faster! Yet they cost less to operate 
than any previous comparable models. 


, 


Sensational new values! 


More than a dozen brilliant models to choose 
from—every one a bargain-priced value. Cold- 
Wall prices are down as much as $53. Lowest 
price ever for a standard Frigidaire “Six” with 


Quickube Trays—only . . . $4 1275" 








° New beauty! 

* More useful—faster! 

© Use less current! 

* Sensational new values! 


—And Here are the New 


1941 FRIGIDAIRE £4¢cZéc¢ RANGES 


Two Beautiful Series—Eight models, Brilliantly New inside and out! 


Typical of Frigidaire Electric Range values for 
1941 is De Luxe Model B-60. It has the Exclu- 
sive New Radiantube Units, Ultra- Modern 
Fluorescent Lighting, ‘““Cook- Master,” Auto- 
matic Oven Light, Time Signal, W arm- 
ing Drawer, Thrifto-Matic Switch, 
Simpli-Matic Oven Control, plus the 
dozens of other Frigidaire standard 


features. 
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Watch frigidarre 


... over 6 million built and sold 
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1—This “Speed Queen Ironette,’ Model R41, of brand 
new, improved design, is a product of the Barlow & 
Seelig Mig. Co., Ripon, Wis. It has rubber-trimmed 
base; all mechanism enclosed; improved type pressure 
control convenient for both right and left hand opera- 
tion; shoe with new insulated back and lip; thermostat 
control; pilot light; 22-in. roll; automatic, foot-operated 
“press control’; both ends of roll open. It is finished in 
white with blue and chromium trim. 


2—One of the many new additions to the 194] line of 
the Blackstone Corp., Jamestown, N. Y., is this table- 
top ironer, a low-priced light weight model. It is 
equipped with a full size, 6 by 22 in. open-end -roll 
that irons 2200 sq. in. per minute. Other features: 
chrome-finish shoe; mechanism permanently lubricated 
at factory; selective thermostat; all operations regu- 
lated by single centralized automatic finger-tip con- 
trol. Design features rounder corner and non-marring 
rubber cushion. Finish is white “Supernamel.” Sug- 
gested retail price, $29.95. 


3—The improved Model S412 “Simplex” portable Iron- 
ette of the American Ironing Machine Co., Agonquin, 
Ill., which retails for $29.95 includes a 22-in. roll, 5 in. 
in diam. with two open ends; a fully insulated shoe 
with a protective lip attached by an exclusive pres- 
sure device to maintain ironing pressure at 75 lb.; a 
permanently lubricated mechanism with a noiseless 
capacitator type motor; foot press control; hand press 
control; adjustable thermostat with heat switch and 
pilot light. Approved by Underwriters’. Weighs 33 Ib. 
is 27 in. long, 914 in. wide, and 10 in. high. 
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Ironers 








4—The “Mono-matic” ironer of Victor Electric Products, 
Inc., Cincinnati, Ohio, is made in two models, one of 
which, the No. 200, is Underwriters’ Laboratory ap- 
proved. The other is the No. 100, which has a 950-watt 
element as against an 800-watt element on the No. 
200. It also has a press-stop and increased lag action, 
two features not found on the No. 200. The press-stop 
switch makes it possible to prevent the roll from turn- 
ing while the pressing shoe is kept in place, thus 
garments may be pressed instead of ironed. Selective 
lag action prevents fingers from being burned or 
caught under the shoe. 


5—This portable ironer, Model C-21, of the Armstrong 
Products Corp., Huntington, W. Va., has a full 21-in. 
roll; induction type motor equipped with oilless bear- 
ings, 50-60 cycle current a.c. only, 110-120 volts; uses 
1100 watts for motor and heating element. Has easy 
elbow control for operation of roll; all chrome plated 
shoe, rustless; all porcelain enamel finish base; handy 
thermostatic heat control on shoe, very low, low, me- 
dium, high; shoe bracket cushioned by springs to 
protect clothing and ironer from wear; five full revo- 
lutions of roll per minute for fast ironing. Approved by 
Underwriters’. Carries one-year guarantee against 
mechanical defects. 


6—The “Thor Gladiator,” according to its manufacturer, 
Hurley Machine Division, Electric Household Utilities 
Corp., Chicago, Ill., makes it possible to iron a shirt in 
five minutes or less. It is said to provide a new method 
that makes shirts, puffed-sleeve dresses, ruffled cur- 
tains, and other ironing easy, simple flat work. Also 
steams neckties and velvets, presses suits, trousers. 
List price is $29.95. 
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Ranges Pass in Review 


l1—Seven entirely new electric ranges for 1941 have 
been presented by the General Electric Co., Bridge- 
port, Conn. Three models will be priced at less than 
$100 and four others which combine more features and 
reduced prices. In its deluxe line, the “Chancellor,” 
Model DDI, illustrated, offers “Tel-a-cook” lights in 
color for cooking control, the new 7-qt. “Calrod” thrift 
cooker, and the exclusive G-E triple oven. On back- 
splasher, colored light control panels are behind a 
solid chrome decorative bar; oven timer is built into 
the name plate. The lower “Calrod” baking units in 
the oven and new “Calrod” broiler unit are hermeti- 
cally sealed, the latter also has been redesigned. The 
7-qt., five-speed thrift cooker operates with a hermeti- 
cally-sealed “Calrod” unit for the first time and fea- 
tures a heavy gage aluminum dessert pan; no-drip 
cooker lid that can be washed without harmful effects, 
a new dry basket, and a two-position trivet are other 
features. Five hects; over-temperature power cut-off. 
Recommended list, $194.95 


2—Landers, Frary & Clark, New Britain, Conn., for 194] 
offers Model 1654 as a companion range to its “Super 
Speedking,” “Clipper,” “Comet,” “Meteor,” “Flight,” 
“Portland,” and “Arro”; the new “Mercuray” models 
are directed toward new speed, more convenience and 
greater economy. The company’s “Super Heat” units 
are said to be approximately 30 per cent faster. “Pre- 
cision cooking” is offered in five features: multi-heat 
control for dialing any desired heat and “Signalites” 
to indicate current being used; “Magic Eye” oven con- 
trol; a ‘Select-a-trol’ to allow selection of time control 
for adjustment to any one task in process, either in 
the oven, or cooker or at the convenience outlets; 
“Automaticook” and ‘Minitminder” to turn the oven on 
and off; and “Serve-a-drawer,” a temperature-controlled 
compartment for warming food or serving it direct. 


3—The 1941 “Commander” model of the Westinghouse 
Electric & Mfg. Co., Mansfield, Ohio, is a medium- 
priced range that has an extra-large “Tru-Temp’ oven. 
A single set switch, with one setting, cooks food on the 
surface unit at high heat for any desired time up to 
30 minutes, then automatically turns down to any one 
of four lower heats for as long as desired. The 194] 
line is composed of seven models. 


4—This “Montrose” electric range, Model 616, of The 
Estate Stove Co., Hamilton, Ohio, offers as standard 
equipment: full size, heavily insulated balanced heat 
oven; light in oven; single-dial “ThermEstate” oven 
heat control; six-heat “Bar-B-Kewer"” with extra-deep 
porcelain enameled pan for ‘“Bar-B-Kewer”"; ‘“Grid-All”; 
“Toast-All"; one-piece work surface and mantel back; 
three super-speed, six-heat “Chromalox” surface units 
and six-heat “Electricooker’ with “Chromalox” unit; 
signal light for “Bar-B-Kewer,” “Grid-All,” “Toast-All,” 
surface units, and “Electricooker’; convenience outlet 
which can be operated automatically with “Time 
Estate”; utensil drawer; pedestal base; white porcelain 
enamel finish with white handles and switch dials. 
Floor space required, 38 by 25 in. Retail prices range 
from $109.95 to $199.95. 


5—Standard Gas Equipment Corp, New York City, 
offers its 4001 TSE ranges which sell under the trade 
names “Oriole,” “Acorn,” and “Vulcan.” Popular 
models of the lines are priced at $69.50 up to $139.50. 
Some of the features are the “Super” center top with 
widely spaced burner to take care of large pots; grates 
so designed that heavy utensils may be moved with- 
out lifting; heated warming oven to keep roasts hot 
and dishes warm; insulated cooker; fast-heating 
oven; automatic heat control, etc. Made both standard 
and CP, also for monufactured, natural and liquefied 
petroleum gases. 
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One of the popular ‘“Sav- 
oil” long chimney table-top 
models of the United Stove 
Co., Ypsilanti, Mich. In the 
line are 41 cook-stove mod- 
els from modern, full-por- 
celain table-top ranges, 
attractive consoles and 
rangettes to the small, one- 
burner picnic stoves. Larger 
models have choice of two 
proved types of burners: 
“Savoil” automatic wick- 
less or long-chimney w‘ck- 
type. Smaller rangettes and 
stoves have “Savoil” 
needle- valve wickless 
burner. New catalog on en- 
tire line is available 








Right—The Gibson Electric Refrigerator Corp., Green- 
ville, Mich., in its Model No. ER-391 listing at $229.95, 
offers an extra-size warming oven with “all around” 
500-watt heating element and equipped with auto- 
matic light; sizzling platter, 16 by 1214 in. with remov- 
able, heat-resistant handles and with gravy well; a 
10-qt. ‘“Kookall-Steamall” with temperature control and 
automatic time control. The range’s automatic time 
control, “Minute Watchman,” double-duty oven con- 


trol, time selector switch and “Kookall” thermostat 
control, all are built into the chrome slanting eye-angle 
panel 


In its gas range line, The 
Estate Stove Co., Hamilton, 
Ohio, offers models that 
range from $69.95 to $194.95. 
‘Holyoke” model 1705, 
shown, has as_ standard 
equipment a heavily in- 
sulated “Air-Flow” oven 
(door window -is. optional 
at no extra charge); oven 
light; “Therm Estate” oven 
heat control; “Bar-B-Kew- way Sees 
er’; “Grid- All”; four 
“Speedex” high-low cook- 
ing top burners (three regu- 
lar, one giant); automatic 
top burner lighting; two 
folding top covers; conven- ? 
ience outlet; utensil drawer; — 

deluxe mantel back with 
cooking top light; built-in 
timer and salt and pepper 
shakers; white porcelain 
enamel finish with white 
handle. Floor space re- 
quired, 26% in. by 38 in 

















Leftt—The leader in the 


== 1941 line of oil ranges 

if made by the Perfection 

ie. Stove Co., Cleveland, Ohio, 

a is this table-top Model 868. 
iii A feature is the mounting 
a ——— of the two oven burners 











~ a3 ——— | and the one-gallon glass 
" reservoir, serving them, on 
a platform that slides out 
| in front. The entire oven- 
| - burner assembly can be 
| lifted out and used (with a 
folding stove frame, sup- 
| plied at small additional 
cost) as a separate two- 
= burner stove for laundry, 
k i ; canning or other purposes 
= without interrupting the 
ww cooking-top burners 








Below—Among the new fea- 
tures introduced in 1941 “Hot- 
point” ranges of the Edison 
General Electric Appliance 
Co., Inc., Chicago, Ill., is a 
newly designed, simplified all- 
purpose “Flavor-Seal” oven, 
featuring the “Calrod’ baking 
unit, combined with a new, 
larger, radiant broiler unit; a 
new, larger “Calrod-heated” 
thrift cooker with “Flavor-Seal” 
lid; individually - illuminated 
switch dials; built-in “Time- 
measure,” and new, modern 
styling. 
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Below—This plug-in electric 
dinette range of the Crown 
Stove Works, Chicago, IIl., 
roasts, bakes, broils, boils, and 
fries, and requires no special 
wiring. Cooking top is 19/2 in. 
wide; 21 in. deep, and 36 in. 
high. Oven interior is 16 by 15 
by 12 and the utensil compart- 
ment is 16 by 16 by 9! in. 
Model 10-14, illustrated, retails 
for approximately $59.95. 





FEBRUARY 6, 1941 








The Huenefeld Co., Cincin- 
nati, Ohio, for 1941 offers a 
complete new line of kero- 
sene table-top ranges, cabi- 
net console ranges, leg 
console ranges, a_four- 
burnertable - top rangette, 
cabinet cooking stoves, 
semi - enclosed cooking 
stoves and leg cooking 
stoves. These are equip- 
ped with either the “Top 
Speed” long-chimney wick- 
less burner or with the 
“Blu-Hot’’ adjustable wick- 
less burner. Outstanding 
feature of this new “Boss” 
line is glass oven doors 
furnished in all leading 
models. 








Left—Florence Stove Co., Gardner, Mass., offers tive 
separate lines, each line with a wide spread of models 
both in features and price levels. There are 15 models 
for gas; 13 for bottled gas; 17 for oil, and eight for 
combination oil and gas. Electric line provides four 
master models with interchangeable features to allow 
various combinations on a small inventory. Illustrated 
is Model 6531CP, de luxe gas range in white porcelain 


finish with united cooking top. 


The National Enameling & 
Stamping Co., Milwaukee, 
Wis., featuring a shorter yet 
complete line, offers a new 
series of kerosene stoves 
and ranges. These feature 
smoothly rounded corners; 





The Allen Mig. Co., Nash- 
ville, Tenn., in its “Ever- 
Redy” range features the 
“Cargile’’ burner. Operat- 
ing on combination over- 
feed and under-feed com- 
bustion principle, fire is 
ready for heat or over- 
night keeping by a twist of 
the air dials. Range holds 
fire indefinitely, and with 
proper care fire need never 
be extinguished. Burner 
burns coal, coke and gas 
all in one operation for the 
price of the coal. Said to 
be practically smokeless 
and ashes need to be re- 
moved only once every 24 
hours. Also efficiently burns 
any solid fuel. 


porcelain enameled finish; 
hand-fitted, tapered han- 


Lied dles, and gay touches of 


colors. The table-top range 
illustrated has five long- 
chimney burners in stag- 
gered alignment. Table-top 
grate tilts back on roller 
bearings to serve as splash- 
back when up and work- 
ing surface when down. 
Contains two non-break- 
able fudl tanks; a large 
storage compartment, and 
removable tray beneath 
burners. 


Cook ing, lop Light 
Adjustable + 
Draft Slide 
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Jump Up Profits 
... with the New 
SAVOIL LINE ee 





























| Have you looked inside the New Savoil 
Catalog for 1941? It illustrates and describes — Ta 
the Nation’s Most Complete Kerosene-Burn- ——— ~ 
ing Line . . . a line that will help you jump 
up profits in 1941! me 
There are forty-one Savoil Cookstove 


Models from modern full-porcelain Table- 
Top Ranges, attractive Console Models and 


smart Rangettes down to the one-burner : [ 
Picnic Stove. There also is a complete line bo een ra] a 
of Cabinet and Portable Heaters. 4 _ 

Savoil Products are produced in a modern : 
factory covering over twelve acres with 4 
200,000 square feet of factory floorspace. 
Every foot of the factory has been equipped 
to step up production and cut down costs. 
The result is what every dealer wants: Quality 
products at prices that sell! 

Jump up profits by writing today for the 
New Savoil Catalog! 











UNITED STOVE COMPANY 
YPSILANTI, MICHIGAN 


Ss { OTL THE NATION’S MOST COMPLETE 
KEROSENE-BURNING LINE 
r Hl 2 


Ranges Stoves Rangettes Heaters 
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Ranges 


1—The Moore Corp., Joliet, Ill., offers a 20-in. range, a 
30-in. range, three 36-in. ranges, and two 40-in. ranges 
in its gas range line. The line features white porcelain 
finish; high and low broiler, smokeless rack type and 
“Astogril” broilers; “Harper” and “Onica’ thrift top 
burner with giant and regular size burners; automatic 
heat control; ball bearing, easy-glide service drawers; 
slide out broiler with drop front door; spacious storage 
compartments, utility drawers; 17-in. ovens; non-tilt 
oven racks; flush-to-the-wall construction; conventional 
center, and divided cooking tops. Hardware, chrome 
handles with white base points. Optional equipment 
includes lamps, minute minder, and condiment set 
Retail price range, $59.95 to $149.95; “Elite,” illustrated, 
$124.95. 


2—This ‘“Dualelectric’’ range of the Renown Stove Co., 
Owosso, Mich., is designed for homes requiring ample 
cooking and baking facilities and kitchen heating. Two 
complete ranges are combined in one unit—electric 
cooking plus operation with coal, wood, or oil. Fea- 
tures steel and cast irom construction and porcelain 
enamel finish on all surfaces. Has “step-in” toe base 
and chrome and white hardware; two convenient buffet 
shelves, lamp, timer, and condiment set, and a cover 
top for the center coal or oil section. When cover is 
closed, range has appearance of straight electric 
model. 


3—Practical and modern design, with chromium finish 
on the circular handles used for the warming oven and 
utensil drawer, on the oval type handle on the oven 
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door, in the center of the heat unit control dials and on 
dials located on the back instrument panel, is this 
model B-60 1941 electric range of the Frigidaire Divi- 
sion, General Motors Scles Corp., Dayton, Ohio. An 
outstanding feature is a fluorescent range top light to 
provide glareless, even illumination with only 15 watts 
of current. Front and rear instrument panels are at a 
slight angle, to make controls easier to read and to 
simplify range cleaning. 


4—The 1941 line of The Tappan Stove Co., Mansfield, 
Ohio, features improved design and refinements; the 
“Tel-U-Set,’ an instrument panel in the forepart of the 
cove top backguard which carries flood lighting for 
the cooking top; the “Visiguide,” a cooking chart rotat- 
ing, which carries over 100 foods with time and tem- 
perature; timer, new design top grate with chromium 
combustion pan; “Roll-a-basket” for warming dishes; 
‘Roll-a-drawer” for storing utensils or cereals; cutlery 
drawer with positions for condiment jars, with chro- 
mium rods for drying towels, the entire assembly being 
on ball bearings, and a ball-bearing lid basket. 


5—This de luxe, divided top gas range with two large 
storage drawers is known as the “Emerald,” model 
235-14. Made by the Crown Stove Works, Gas Division, 
Chicago, Ill., it retails for $89.95, it is equipped with 
“Hi-Lo” simmer burners; oven heat control; pedestal 
base; flush back constructicn; flue vent through back- 
guard; safety, non-tilt oven racks. Oven, 16 by 13!/, by 
20 in.; broiler, 16 by 8 by 18 in.; height of cooking top, 
36 in. Floor space, 3814 by 26 in. 
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\—This Model K-42, of the Cavalier Corp., Chat- 


tanooga, Tenn., is an all porcelain, deluxe model 
equipped with the new “Multi-Heat’ selector on 
all surface units and the budget cooker. Lamp 


and oven timer and condiment set are extras 
Price range of the electric range line is from 


$79.50 to $179.50 


2—In its “Empress’’ coal and wood range, No 
R700, the Renown Stove Co., Owosso, Mich., 
provides a range with modern styling yet one 
that is built of heavy cast iron and protected 
against corrosion by porcelain enamel inside 
and out. Are equipped with heavy duty fire 
boxes. Have embossed door panels; black 
‘step-in'’ toe base; convenient buffet shelves. 
This model retails for $119.50. 


3—This United Top deluxe model E-1169 of The 
Crosley Corp., Cincinnati, Ohio, lists for $169.95 
Features a “Visi-bake” oven, with thermostat 
and selector switch oven control and neon pilot 
light; one-piece top and backguard; recessed toe 
base; two utility drawers; deep well cooker 
with ‘Visi-top’; convenience outlet; enam- 
eled deluxe broiler pan; automatic timer and 
modern jamp set with minute minder built into 
backguard; four-way time conirol; selector switch 
for timer control of oven, cooker, and outlet 


4—The American Gas Machine Co., Inc., Albert 
Lea, Minn., in its No. 1065 “Sun Flame” gas 
range which retails with accessory assembly for 
$8950, offers the following features: electrically 
welded all steel body frame; porcelain enamel 
cooking top. back rail, oven door, and upper 




















panel; ‘roll-over’ grates; Harper Wyman high- 
low speed burners; automatic top burner light- 
ing; two utensil compartments; two removable 
drip trays; full size oven, 16 by 16 by 20 in.; one- 
piece porcelain lined oven interior; extruded 
fack supports; adjustable oven rack; standard 
oven rack; waist-high broiler; removable oven 
bottom; “Visi-Therm” oven regulator; individual 
oven and broiler burners; flush-to-wall construc- 
tion; divided cooking top. 


5—The 1941 gas range of the Geo. D. Roper 
Corp., Rockford, Ill., is equipped with ‘Simmer- 
Speed” and “Giant Simmer-Speed” burners to 
provide a flame for every cooking operation. 
Burners in giant and standard sizes fit large 
extra-capacity preserving kettle as well as small 
measuring cup. Maker states there is no surge 
of tlames around edges of utensil. Any kind, 
shape or size of utensil can be used. Company 
states simmer flames of top burners are excel- 
lent for flavor-seal ‘waterless cooking.” 


6—In its gas range line, the Crosley Corp., Cin- 
cinnati, Ohio, offers this 38-in. United top model, 
G-1129, to list at $129.95. Has a “Visi-bake” oven 
with double “tuflex’’ glass door and separate 
‘peek” switch on oven light. “Robertshaw” de- 
luxe oven control; oven and broiler vent grilles 
in backguard; oven and broiler door panels and 
utensil drawer; “Roto-Swing” grill with aluminum 
pan and chrome-plated rack—"Hi’’ broiler valve, 
“Hil-Low” lock switch; utility drawer under “Roto- 
Swing” broiler; flush to wall and floor construc- 
tion. 
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ae Bolts and Nuts don’t gather dust on your 
shelves. They move fast, bring you a steady, profitable 
return on your investment. And that’s not surprising. They 
combine attention value with the solid, worthwhile quality 
that means satisfied customers. 

First of all the distinctive Bethlehem red-and-white 
labelled box catches customers’ attention, reminds them 
that they need bolts and nuts. This accounts for a lot of 
casual sales. 

Even more important, Bethlehem Bolts and Nuts win 
repeat orders. Customers learn from experience that “‘those 
bolts and nuts in the red-and-white box” have clean, accu- 
rately-machined threads, that wrenches fit snugly without 
slipping on the nut’s tough surfaces. So when they need 
more they remember the red-and-white Bethlehem label. 


No wonder that hardware dealers who stock and dis- 
play Bethlehem Bolts and Nuts agree that this is a corking, 
steadily-profitable line. Ask your distributor about taking 
on Bethlehem Bolts and Nuts. You’ll find it’s a wise move. 


Bethlehem Bolts are 
packaged in 
paper cartons in the 


following sizes: Carriage 


4" upto | 5” long | 4” long 
5%” and 3%” upto | 514” long | 5'4” long 
46", 4” and 5%” upto | 314” long | 4” long 


Some longer bolts are packaged in paper with the same 
attractive label. 


BETHLEHEM STEEL COMPANY 
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Vacuum 
Cleaners 


1—Apex Rotorex Corp., Cleveland, 
Ohio, presents its “Apex Speed 
Maid” 1941 line of streamline de- 
sign, embodying “Wind Tunnel” 
construction and a “torpedo top,” 
two features said to result in better 
efficiency. Straight flow air current 
principle said to give increased suc- 
tion at the same time discharging 
air back over the motor for cooling 
purposes. 

2—The “Norca’” Model 80 cleaner 
of The Hoover Co., North Canton, 
Ohio, offers a no-adjustment feature 
which is said to assure maximum 
feature on rugs of all thicknesses; 
no screws or pedals to set. Light 
weight for easy cleaning. Brush roll 
has two adjustments to maintain 
efficiency as bristles wear. Easy 
replacement of worn brushes. Ad- 
justable handle, 20-ft. sturdy rubber 
cord; fine bag fabric; rubber furni- 
ture guard. Main body is gray- 
green wrinkle finish with motor hood 
in black. 


3—The P. A. Geier Co., Cleveland, 
Ohio, is offering a leader combina- 
tion, No. 215RX of “Royal” Model 
215 floor model with headlight and 
motor driven brush and the No. 157 
hand cleaner with motor driven 
brush. The total retail value of both 
is $61.90, but it is being offered for 
$29.95 plus old cleaner. The com- 
plete set of cleaning tools, Model 
No. 211, may be substituted for the 
hand cleaner. 


4—Landers, Frary & Clark, New 
Britain, Conn., presents its No. 830 
Clean-Air” cleaner with double, 
rear swivel wheels and envelope 
type, two-colored bag and Nos. 890 
and 145 machines that clean, dust, 
spray, demoth, shampoo, polish and 
deodorize. The “Tattle-Tale” light is 
included in Models E65 cylinder type 
and E50 which also feature “whirl- 
wind” super-suction, ball-bearing 
motor, radio interference eliminator 
and special twill dust bag 


5—A feature offered by the Eureka 
Vacuum Cleaner Co., Detroit, Mich 
is the “Attach-O-Matic” coupler 
which is a simple, easy-to-use at- 
tachment couplet that makes it un- 
necessary to remove or return belt 
It is included in the regular deluxe 
sets of attachments at no extra cost 
Illustrated is the deluxe cleaner, 
Model M-61A, which retails for $69.95 
and which is finished in maroon 
Metalescent” color 


6—A new leader in the 1941 cleaner 
line of the Premier Division, Electric 
Vacuum Cleaner Co., Inc., Cleve- 
land, Ohio, is this low-priced floor 
model 42, styled in maroon and gray 
with color of the bag matching the 
durable crinkle finish on the ma- 
chine. An innovation is the ‘“Simplo- 
matic” nozzle which reauires no ad- 
justment to clean rugs and carpets 
of varying thicknesses. This cleaner 
also has a “search-lite,” a molded 
rubber furniture guard, finger-tip 
switch and “non-squeak” casters. It 
retails for $39.50. The No. 52 hand 
cleaner retails for $14.95. 
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At Every Step 


There are no “Short Cuts” to Building Uniform 
Quality into Briggs & Stratton Gasoline Motors 


The most modern tools and equipment, manned by highly skilled 
workers,and constant inspections are used to maintain the uniform 
quality necessary to meet Briggs & Stratton standards. That is 
why these motors lead all others in the small gasoline motor field. 
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Couakehalts Made In Volume Rea: 
duction With Watch-like Precision 


Illustrated above is one Briggs & Stratton crank- 
shaft production line. Nineteen successive machine 
operations on specially designed equipment are 
used to make crankshafts. At every operation, 
each crankshaft is checked, tested and gauged 
for balance, diameter, fit and workmanship before 
it wins its “OK" for release to the assembly line. 
Here is another example of volume production 
combined with watch-like precision that insures 
uniform quality — and why Briggs & Stratton 
offers more motor value per dollar. 

BRIGGS & STRATTON corp., Milwaukee, Wisconsin, U.S.A. 

ys 


GASOLINE 
moTors 


IT’S POWERED RIGHT WHEN IT‘S POWERED BY BRIGGS & STRATTON 
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Packaged Kitchens 


U 


This “Uni-Bilt” kitchen of the St. Charles Mfg. Co., St 


Charles, Ill., is one of a group ranging in size trom 
81, to 11 ft. Wall cabinets, 45 in. high, extend to ceil- 
ing. Moulding strip 1 in. wide is furnished for top of 


cabinets unless otherwise specified. All base com- 
binations are assembled and do not include sub-bases 





Faucet and strainer not included. Double bow! with 


any model at additional cost. 


Right—Mutschler Brothers Co., Nappanee, Ind., offer 
a complete line of “Homeaker’ hardwood sink cab- 
inets equipped with high-grade, cast-iron porcelain 
enamel single and double bowl sink tops, together 
with all the gadgets. They have marine doors to elimi- 
nate binding, sticking, bending and denting. Lipped 
type doors and drawers make cabinets dust proof and 
conceal the crack prevalent in flush door construction. 





Left—This kitchen ensemble of the Youngs- 
town Pressed Stee! Div., Mullins Mfg. Co., 
Warren, Ohio, is said to sell for around the 
price of a good family-sized refrigerator. 
The YPS line includes a range of sizes and 
models adaptable for either new or re- 
modeled kitchens, even in small homes 





* cabinet features 


Auburn Central Mfg. Corp., Conners- 
ville, Ind., offers two new and com- 
plete kitchen equipment lines. They 
include a variety of sizes of ac- 
companying cabinets designed for 
eye appeal and produced to sell at 
moderate prices. Pressed steel sinks 
come in matching white 


Left—Edison General Electric Appli- 
ance Co., Chicago, lll., announces 
“Hotpoint” steel kitchen cabinets 
Deluxe line is of 22-gage steel, fin- 
ished of synthetic enamel. Hard- 
ware is chrome plated on solid die- 
cast metal. Base cabinets come in 
all-drawer or drawer and cupboard 
types. Wall cabinets have adjus- 
table steel shelves and flush bot- 
toms. Doors are built flush and in- 
sulated to deaden noise. Standard 
line is also available 











Left—General Electric Co., Bridgeport, Conn., 
presents a new, non-electric steel sink de- 
signed for later inclusion of dishwasher and 
disposal. Available in two models, sink is 
48 in. in width, 36 in. high to work surface, 
and 25 in. deep. Swing spout faucet as- 
sembly is of chrome-plated brass, and crumb- 
up sink strainer is standard. Towel rack, 
soap basket and bottom shelf are interior 
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National Hardware 
Open House 


(Continued from Page 54) 


Carborundum and Aloxite brand 
file and scythestone; the No. 10 
combination stone, and the No. 66 
knife sharpener. 


Stanley Tools, 
New Britain, Conn. 

Is offering dealers a group of five 
popular two-tone planes, specially 
priced for Open House. The planes 
are finished in color combinations 





Stanley’s group of 
five two-tone planes. 


of blue and gray and green and gray 
and they are packed in a silver, blue 
and green display carton. Price 
cards are included for each plane. 
Two-Tone Group No. 5 consists of: 
one No. OH5 jack plane to retail at 
$2.98; two No. OH4 smooth planes 
to retail for $2.69 each; two No. 
OH20 block planes to retail at 65 
cents each. Dealers’ cost, $6.75; 
total retail value, $9.65. Prices 
slightly higher west of the Missouri 
River. 


The Forsberg Mfg. Co., 
Bridgeport, Conn. 


For Open House, has screw driver 
assortment, No. 4456, with a free 
display card in two colors, size 1] 
by 14 in. with supporting easel. It 
displays one each of the three sizes 





The hacksaw special. 
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in the assortment. The drivers fea- 
ture a new design in blade, shank 
and shoulder construction, being 
made from one-piece of alloy steel. 
The design of the ferrule and handle 
is said to permit more than 50 per 
cent stronger construction. Handles 
are deep fluted and the blades 
nickel plated, highly polished and 
with points accurate machine cross 
ground to size. The assortment con- 
tains four each of 4 in.—5 in.—6 in. 
blades, packed in a box. List price, 
$3.00; dealer’s price, $1.85, and 
dealer profit, $1.15. 

A second Open House offering is 
a 98-cent special hack saw frame 
with one extra blade with each 
frame, six frames in a box. List 
price, $5.88; dealer’s price, $4.00, 
and dealer’s profit, $1.88 plus six 
free blades worth 60 cents. Frame 
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Screw driver assortment. 


has a pistol grip of checkered steel. 
Has reinforced back, adjustable for 
8 to 12 in. blades, faced in four 
directions. 


Ontario Knife Co., 
Franklinville, N. Y. 


Offers for Open House its No. 
1941 “Kleav-Kut” kitchen tool which 
combines a quality household carver 
or slicer with a practical kitchen 
cleaver. The regular cutting edge 
is to be used for all household tasks, 
such as carving, slicing, etc. The 
cleaver edge is an aid when cutting 
up fowl, tenderizing steaks, dicing 
vegetables, and for all heavy cut- 





ting or hacking. During Open House 
this item will be introduced at the 
special price of 89 cents each; regu- 
lar value is $1.25. Knives are packed 
six to a box with a free counter dis- 
play. Protective sheaths with printed 
instructions for use are supplied for 





The Ontario Knife Co.’s 
Open House offering. 


each blade. Sheets are available for 
jobbers’ salesmen and electros are 
supplied for Open House advertis- 
ing. 


Edlund Co., 
Burlington, Vt. 


Features its newly redesigned No. 
3 knife sharpener at a special retail 
price of 39 cents instead of the regu- 
larly established list of 50 cents. 
The sharpeners are regularly 
packed in a special counter display 
and these will be available for deal- 
ers purchasing stock for this occa- 


SHARPEN 7 ut 





Edlund’s knife sharpener. 
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sion. A special catalog page is also 
being prepared for wholesalers’ 
salesmen. The sharpeners are so 
marked that customers will know 
the item is a special for Open 
House. 


The Coleman Lamp and 
Stove Co., 
Wichita, Kan. 


Has planned an electric iron spe- 
cial for Open House. offering its 
No. 38, 1,000-watt automatic electric 





Coleman’s Open House special. 


iron at special retail price of $4.89 
The regularly established _ retail 
»rice is $6.95. The iron has a 
streamlined, chromium plated body, 
adjustable automatic heat control, 
three-year guarantee on thermostat 
and heating element. With 1,000 
watts, it is said to supply an extra 
reserve of heat whenever needed. 


Aluminum Goods Mfg. 
Co., Manitowoc, Wis. 


Announces a 7-in. “Viko” quality 
fry pan, of extra thick aluminum, to 
retail at 49 cents during the Open 
House period (59 cents in extreme 
south and west). The pan has a 
flat, satin-finished bottom which is 
said to heat quickly and evenly, pre- 
venting sticking and scorching. Has 
long. comfortable handle. Each pan. 
in -addition to a colorful direction 
label. has an Open House label 
showing the special price. News- 
paper ad mats are available to deal- 


Aluminum Goods Mfg. Co., offer- 
ing. 


ers. 
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National Hardware 
Open House 





F. H. Woodruff & Sons, 
Inc., Milford, Conn. 


Will furnish dealers with a spe- 
cial Open House edition of the 
spring issue of its tabloid, “Better 
Lawns”. This is a four-page, tabloid- 
size publication in which the com. 
pany presents informative articles 
on the various problems raised by 
the home owner who is trying to 
develop a nice lawn. On one page. 
five columns by eight inches. is 
given over to the dealer for adver- 


tising other Open House items. The 
tabloid is furnished free to Wood- 
ruff dealers. 


The Marlin Firearms Co., 
New Haven, Conn. 


Is introducing a new rifle, No. 
101, for Open House. A single shot, 
.22 caliber rifle, it will retail for 
$6.25. The rifle features 24 in., 
tapered, blued steel barrel, crowned 
muzzle, Ballard-type rifling. Self- 
cocking, it shoots .22 caliber short. 
long and long rifle cartridges, regu- 
lar and high speed. Has new fuli 
size, military type, one-piece butt- 
stock with fluted comb and semi- 

(Continued on page 116) 





Additional Manufacturers Who Will 
Participate in Open House 


(Continued from page 50) 


Edmont Mfg. Company, Coshoc- 
ton, Ohio 

Empire Level & Mfg. Co., Mil- 
waukee, Wisconsin 

Faultless Caster Company, Evans- 
ville, Ind. 

Galena Oil Corp., Cincinnati, 
Ohio 

Gardiner Metal Company, Chi- 
cago, IIl. 

General Electric Co. (Clock 
Div.), Bridgeport, Conn. 

Geuder, Paeschke & Frey Co., 
Milwaukee, Wisconsin 

Globe Machine & Stamping Co., 
Cleveland, Ohio 


Graham Paper Co., St. Louis, 
Mo. 

Hanson Scale Co., Chicago, III. 

Frank A. Hoppe, ,Inc., Philadel- 
phia, Pa. 

Hydroponic Chemical Co., (Hy- 
ponex Plant Food Div.), New 
York City 

S. C. Johnson & Son, Inc., 
Racine, Wisconsin 

Keuffel & Esser Company, Ho- 
boken, N. J. 

Knapp-Monarch Company, St. 
Louis, Mo. 


Master Metal Products Co., Buf- 
falo, N. Y. 

Megow’s, Inc., Philadelphia, Pa. 

National Enameling & Stamping 
Co., Milwaukee, Wisconsin 

National Stamping & Electric 
Works, Chicago, Illinois 

National Oil Products Co., Har- 
rison, N. J. 

New Haven Clock Company, 
New Haven, Conn. 


Newton Line Co., Homer, N. Y. 


Pacific Plastic & Mfg. Co., Holly- 
wood, Calif. 


Parker Wire Goods Co., Worces- 
ter, Mass. 


Petersen Mfg. Co., DeWitt, Neb- 
raska 

Porter Steel Specialties Co., Shel- 
byville, Ind. 

Proctor Electric Co., Philadel- 
phia, Pa. 

Rome, Mfg. Co., Rome, N. Y. 

The Silex Corp., Hartford, Conn. 

D. B. Smith & Co., Utica, N. Y. 

Snell Mfg. Co., Fiskdale, Mass 


Soilicide Laboratories, Upper 
Montclair, N .J. 

Steam-O-Matic Corp., Milwau- 
kee, Wisconsin 

Syracuse Guild Tool Co., Syra- 
cuse, N. Y. 

Taylor Instrument Co., Roches: 
ter, N. Y. 

Henry G. Thompson & Son Co., 
New Haven, Conn. 

Union Fork & Hoe Co., Colum. 
bus, Ohio 

United States Stamping Co., 
Moundsville, W. Va. 

U. S. Plywood Corp. (Weldwood 
Div.), New York City 

Vaughan Novelty Mfg. Com 
pany, Chicago, IIl. 

The Washburn Co., Rockford, 
Ill. 

Wickwire Brothers, Inc., Cort- 
land, N. Y. 


T. H. Wood Co., Inc., South 
Coventry, Conn. 


-HARDWARE AGE 











FE 











SINCE '7865 


THE PEcK, Stow & WILCOX COMPANY 


SOUTHINGTON, CONNECTICUT 


JanuaRy 17, 1941 


ARUWARE OPEN hil 


GENTLEMEN? 


OFFICE OF THE PRESIDENT 





PERMIT US TO STATE AT THE OUTSET THAT THIS 
ts AN APOLOGY .... HASTILY PREPARED THIS VERY DAY 
- IT HAVING BEEN OUR CONFIDENT EXPECTATION UP TO NOW 
THAT WE COULD CARRY OUT OUR PLAN FOR "HARDWARE OPEN 
House". Bur we FIND OURSELVES FORCED TO GIVE UP 
THE IDEA AND FOR THIS VERY COMPELLING REASON. 


DuRING THE LAST CENTURY AND A HALF OF THIS 
Company's ExiIsTeNnce (srnce 1785) THERE HAVE BEEN 
SEVERAL NATIONAL EMERGENCIES THAT AFFECTED THE 
UnrrTep STATES OF AMERICA AND DURING EACH ONE OF THEM 
THIS COMPANY WAS CALLED UPON TO sUPPLY MACHINERY, TOOLS, 
BAYONETS AND OTHER INSTRUMENTS OF WaRe 





THERE PROBABLY IS NoT A SINGLE U.S.A. WarRsurIpP 
AFLOAT (OR UNDER CONSTRUCTION) THAT HAS NOT HAD BUILT 
rnto m7 A PEXTO Merau-Worxrnc MACHINE AND OTHER PEXTO 
EQUIPMENT. Now AGAIN, FRANKLY - WE ARE STRAINING 
OURSELVES WITH DrEFENSE WoRKkK LEAVING US ENTIRELY HELPLESS 
TO CARRY OUT THE PLANS WE HAD PARTIALLY PREPARED FOR 
HARDWARE OpEN HovSE. We'tt BE COMPLETELY OCCUPIED WITH 
THIS EXTRA WORK AND WITH SUPPLYING THE INCREASING DEMANDS 
FOR REGULATION PEXTO Toous anp MACHINERY PRODUCTS. In 
THIS PATRIOTIC ENDEAVOR WE FIND OURSELVES CONFIDENT THAT 
YOU WILL cConcuUR THAT OUR CouUNTRY'S NEEDS PRECEDE ALL ELSE. 


THIS (oBvrousLy A CIRCULAR LETTER) IS OUR ANSWER 
TO THE INQUIRY THAT YOU RECENTLY MAILED TO US; AND TO IT 
WE ADD REPETITION OF OUR REGRET AND DISAPPOINTMENT THAT 
CONDITIONS BEYOND OUR CONTROL BROT THIS ABOUT. 


APPRECIATING YOUR INTEREST, 


SELL | VERY TRULY 


Mortara iad Set of Tools 
Mother s Day 
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WINCHESTER REPEATING ARMS CO. GOES FAIR TRADE 


Its entire sporting firearms’ lines are to 
be marketed under Fair Trade Acts of 
all states having such laws. More order- 
ly distribution system expected to result 


The Winchester line of sport- 
ing firearms will be marketed 
this year under the provisions of 
the Fair Trade Acts of all states 
having such laws, according to 
an announcement issued from the 
company’s headquarters in New 
Haven, Conn., by W. T. Birney, 
sales manager for Winchester Re- 
peating Arms Company, division 
of Western Cartridge Company. 

Agreements establishing mini- 
mum wholesale and consumer 
prices for the Winchester line of 
firearms have been mailed to fire- 





arms jobbers and dealers in all | 


the states except Vermont, Dela 
ware, Missouri, Texas and the 
District of Columbia. Only these 
four states and the District of 
Columbia have no so-called Fair 
Trade statutes. 

The company advises that the 
action in placing all models of 
rifles and shotguns under Fair 
Trade was taken after a nation- 
wide study of the effect of “price 
merchandising” on the normal 
distribution of the company’s 
products. According to informa- 
tion developed, the practice of a 
few dealers in using standard fire- 
arms as “loss leaders” has worked 
a hardship on consumer purchas- 
ers of Winchester guns through 
the past several years, as well as 
upon legitimate dealers. The con- 
sumer phase of the firearms mar- 
keting problem thus is expected 
to benefit from Winchester’s new 
marketing policy, as well as the 
jobber-dealer structure. 

The company’s investigation is 
said to have revealed that many 
legitimate firearms dealers 
throughout the country, who were 
subject to “loss leader” tactics on 





the part of competitors, were un- | 


able to place early firm orders for 
even a minimum number of 
standard firearms popular in their 
trade territories, since these le- 
gitimate dealers had no way of 
knowing the number of rifles and 
shotguns which would be offered 
for sale in their communities un- 
der “loss leader” methods. In- 


96 


| associations in 


variably it has developed that 
only small stocks of standard fire- 
arms would be offered for sale at 
reduced prices, causing consumer 
purchasers to fall back upon le- 
gitimate dealers if they expected 
to obtain new firearms for their 
Fall hunting. 

In increasing volume through 
the past four years, floods of late 
rush orders have deluged the 
Winchester factory, even after the 
opening of hunting seasons, with 
the result that the company has 
been unable to fill a large per- 





centage of these last-minute or- | 
ders. The production of a Win- | 
chester rifle or shotgun under nor- 
mal conditions requires several 
months, and th» company has no 
means of anticipating its manu- 
facturing requirements for any 
season except through the volume 
of firm orders placed by jobbers 
in the early months of the year. 
When dealers withhold their or- 
ders from their jobbers until just 
before the hunting season, the 
jobber is unable to estimate his 
own requirements, with the result 
that an unsatisfactory distribu- 
tion situation has developed. 
Under the Fair Trade statutes 
of the various states, a more or- 
derly system of distribution is 
expected to result. Dealers fol- 
merchandising 
feel justified in 
placing early season orders for 


lowing standard 


practices will 


standard rifles and shotguns, since | 





their legitimate profit from their | 


investment will be protected by 
the Fair Trade statutes of the 


states in which they are located. | 


The Company has notified hard- | 
| ware and sporting goods trade 


| associations of its action, and is 


inviting the cooperation of these 
its attempt to 
stabilize its firearms distribution 
through regular trade channels. 
Many of these trade associations 
have been active in urging Win- 
chester to adopt a Fair Trade 
marketing policy and many 
pledges of wholehearted coopera- | 
tion already have been received | 


from influential jobbers and deal- 
ers. 

With a definite role to play in 
the extensive National Defense 
Program, Winchester is taking 
every possible precaution to in- 
sure uninterrupted production of 
sporting rifles and shotguns to 
supply its commercial trade. This 
objective can be achieved much 
more readily if the entire distri- 
bution channel from factory 
through jobber to dealer can be 
stabilized. 
belief that the new alignment 
will benefit manufacturer, jobber, 
dealer and consumer, and every 
effort will be made to insure the 
harmonious operation of the plan 
on the part of all concerned. 


It is the company’s | 


ABRASIVE PRODUCTS 

PROMOTES RIDEOUT 
Richard E. Rideout, who has 
represented Abrasive Products, 
Inc., South Braintree, Mass., in 
the New York City territory dur- 


| ing the past three years, has been 





promoted to sales engineer in the 
western New York territory. He 
will make his headquarters in 
Buffalo, N. Y. 

Albert T. Ivers of New York 
City, is now covering the terri- 
tory handled by Mr. Rideout. 





STREETER IN DETROIT 
FOR AMERICAN THERMOS 


A. P. Streeter has been ap- 
pointed to represent The Ameri- 
can Thermos Bottle Co., Norwich, 
Conn., in Michigan, Indiana, 
Ohio, Kentucky, and West Vir- 
ginia. Mr. Streeter, who form- 
erly covered the middle western 
territory, headquartering in Chi- 
cago, succeeds Warren Bobb, who 
passed away recently. 





OF PATENT NOVELTY COMPANY 


George H. Reimer was elected 
president of the Patent Novelty 
Co., Fulton, Ill., by the board of 
directors following the 35th an- 
nual meeting of shareholders. 
Other officers by the 
board were: S. C. Coman, vice- 
president; C. J. Dugan, secre- 
tary; G. P. Fagan, treasurer. 


elected 


The shareholders meeting in 
the office of the company elected 





GEORGE H. REIMER 





the following directors: Mrs. F. 
W. Dana, Charles C. McMahon, 
C. J. Dugan, S. C. Coman and 
George H. Reimer. 





OKONITE CO. OPENS 
BIRMINGHAM OFFICE 


F. C. Jones, president, The 
Okonite Company, Passaic, N. J., 
manufacturers of insulated wires, 
cables and splicing tapes, an- 
nounces the opening of the com- 
pany’s 16th istrict office at 1212 
Comer Building, Birmingham, 
Ala. Appointed manager of this 


| new office is Dewey A. White, 


formerly sales engineer in the 
company’s Atlanta office. He will 
handle insulated wires and cables 
manufactured by The Okonite 
Company, The Okonite-Callender 
Cable Co., Inc., and the Hazard 
Insulated Wire Works Division. 


The South Atlantic territory 


| (North Carolina, South Carolina 


Georgia and Florida) will con- 
tinue to be handled by Geo. N. 


| Brown, manager of the company’s 


| 


office at 1606 Rhodes-Haverty 
Building, Atlanta, Ga. 
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NEW NORGE HEATING APPOINTMENTS 
FORESHADOW EXPANSION PLAN 


Realignment of executive per- | Amish, northeastern divisional 
sonnel in the Norge Heating & | sales representative with head- 
Conditioning Division of Borg- | quarters at Rochester, New York; 
| H. C. Altenberg, mideastern divi- 
| sional sales representative with 
headquarters at Upper Darby, 
Penna. 


The new plan of organization 
| is understood to be a basic step 
| in a long-range program to ex- 
| pand and diversify the manufac- 
turing and distributing activities 
of the company. The addition of 
new products to the Norge Heat- 
ing & Conditioning line will be 
the next step and announcement 
of some of these is anticipated 
within 60 days. 
| Mr. McCarthy, who came to 
Norge in January, 1940, first en- 
tered the heating field in 1930 
with the sales department of Iron 
Fireman. He was for a period of 
more than ten years associated 
with the sales department of 
Westinghouse Electric & Manu- 
Warner Corporation, Detroit, | facturing Company, serving at 
Mich., became effective January | one time as manager of the plan- 
1 this year. Heading the list of | ning and apartment house divi- 
appointments were those of S. J. | sion. 
McCarthy, sales manager, and C. Mr. Davis has been’ with 
S. Davis, Jr., secretary-treasurer. Norge Heating & Conditioning 
Other appointments are: George | Division since February, 1940, in 
Neumann, in charge of engineer- | the capacity of Assistant Sales 
ing; G. M. Johnston, in charge | Manager. Prior to that he served 
of service and sales engineering; | as secretary of the cost commit- 
E. R. Nichols, central divisional | tee, Norge Division, Borg-Warner 
sales representative with head- Corporation. 
quarters at Detroit; H. W. Win- sttisconsb 


ningham, western divisional sales 
representative with headquarters | CERTAIN-TEED PROD. GETS 
“GYPSTEEL” PLAN BUSINESS 


at Seattle, Washington; L. J. 

Certain-teed Products Corp., 
100 E. 42nd St., New York City, 
has purchased the Gypsteel Gyp- 
sum Plank business of American 
Cyanamid and Chemical Corp., 
H. J. Hartley, president of Cer- 
tain-teed, has announced. The 
change is to become effective 
in February or early March, 1941. 





S. J. MeCARTHY 





“By acquiring Gypsteel Plank,” 
stated Mr. Hartley, “Certain-teed 
| is gaining a valuable asset. This 
line of fire-resistive floor and roof 
construction rounds out further 
our list of building products, con- 
sisting of gypsum wallboards and 
lath, gypsum plasters, asphalt 
roofing, shingles and siding, in- 
sulation board and fibre wall 
boards.” 





Cc. 8. DAVIS, JR. 
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SCHLATTER HDWE. CO. 
ELECTS OFFICERS 


Certain-teed is to take over the 
machinery and equipment now in 
use at Cyanamid’s Linden, New Birt Hollopeter was re-elected 
Jersey, plant. At Certain-teed’s president, treasurer and general 
various plants, it is contemplated manager of the Schlatter Hard- 
that Gypsteel Plank will be in ware Co., Fort Wayne, Ind., at 
production some time in March. | ihe annual meeting of directors 
In the interim, American Cyana-| held in the company’s office re- 
mid and Chemical Corp. will con- | -ently. C. C. Van Skoik was 
tinue to provide the trade with | .j.cted vice-president and F. E. 
Gypsum Plank. The Linden Raake, secretary. Directors 
plant is not involved in the sale. named at a mocting of stockheld- 
ers were Mr. Hollopeter, Mr. Van 
Skoik, Mr. Raake, D. W. Enin- 
ger and S. E. Williamson. 


ENAMELERS OPEN 
CAPITOL OFFICE 


P. B. McBride, president, an- 
nounces the opening of a Wash- 
ington office of the Porcelain 


“ ; . GETS NEW LIME PLANT 
Enamel Institute, Chicago, IIl., 


in the Chandler Building on Eye Mr. Melvin H. Baker, president 
Street. Thomas B. Collins has | 0f the National Gypsum Company, 

pa | Buffal New York, has an- 
been made Washington repre- =_—. * TK, has a 
sentative. Mr. Collins was for- | nounced the acquisition of the 
merly western sales manager for | plants and facilities of the Chem- 
the Alliance Porcelain Products | ical Lime Company of Belle- 
Company. fonte, Pa. 


NATIONAL GYPSUM CO. 





LAWLOR NOW ASST. SALES MANAGER 
OF P. & F. CORBIN DIVISION 


John T. Lawlor has been ap-| joined P. & F. Corbin as sales- 
pointed assistant sales manager} man. He will represent the 
of the P. & F. Corbin Division | P. & F. Corbin Division, Corbin 
of the American Hardware Corp., | Cabinet Lock Co. and the Corbin 
New Britain, Conn. Mr. Lawlor’s 
wide experience in the hardware 
field has gained him wide recog- | 
nition throughout the trade. He | 
was formerly associated with the |, 
Reading Hdwe. Corp., Reading, 
Pa. 

Ralph 


Anderson has _ also 








JOHN T. LAWLOR 


| Screw Corp., in Utah, Idaho, 
Montana, and Wyoming, with his 
| headquarters at 734 E. 2nd South 
| St., Salt Lake City, Utah. Mr. 
| Anderson was formerly with the 
| Hofman Hdwe. and _ Sporting 
Goods Co., of Salt Lake City. 





RALPH ANDERSON 
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se = | QWENS-ILLINOIS PROMOTES jc 
HACK SAW MAKERS HOLD JOINT MEETING ADAMS AND McLAUGHLIN 

Two changes in the sales or- 

“ = ganization of Owens-Illinois Can ; 

ee > Co., Toledo, Ohio, have been a: mn 

a! ’ Yt: The eee nounced by Smith L. Rairdon, Jot 
& y ~. rr ee y" 4 vice-president and general sales 


mf v2 rf. - *% manager. Joseph F. Adams who 








ia : . 
Lie has been manager of the oil and 


, * paint container sales has been 
b cae P S Bod promoted to the position of na 
Oa < . _ cents: tional accounts manager and 


“ th apg: Bs Nes 3 Um or | Charles E. McLaughlin, formeriy 


Rtn of the advertising staff, has been 
<a e Boy S23 | promoted to the position of mei 

STR, 68 3 Rare chandising manager. 
, fs The promotions were effectiv: 
January 1, 1941. In his new posi 


oS Pe 4 7 — 

'@ 2 . 4 oe. 3 = tion Mr. Adams will assist th 
5» ‘4 | a — present divisional sales managers. 
y i | W. Miles Ryan of the food con 
¥j : a! tainer division and Fred Rosen 


e bauer of the proprietary con 
\ j tainer division in contacting cer 





















, tain accounts which have a na 
tional distribution. Aided by on 
Harvey Thelen, assistant manage: 7 
of the oil and paint container ‘ 
a es division, he will continue to su- cla 
pe ees —_ - - pervise servicing the numerous gal 
: accounts in this field. to 
The officers and representatives of Victor Saw Works, Inc., and Clemson Bros., Inc., met in ~ 
joint session at Middletown, N. Y., on January hd and 8. Constructive sales and service plans 9p re 

for the coming year were the major topic—followed by ample opportunities for recreation 

and good fellowship. In the ohienanath 3 of to right, ae idling sales bree DEALERS WISH CATALOGS for 
| and officials of the associated companies. ; Richard & Walter Schalow, Rt. of 
Front row, left to right: Harold W. Barber; R. Neal Oysler; T. D. VanderV oort, asst. sales 2. Box 219, Wausau, Wis., and spe 
manager; R. W. Canfield, secretary-general supt.; Edgar J. Haas, Jr.; Chas. G. Redhead; Fred the Leitel Hdwe. & Paint Supply ant 
J. Hodge, office manager; David M. Verrier; Raymond B. Jones; Russell E. Pines; F. Douglas C id Ae atid ser 
Arnout. Second row: John J. Wallace, sales manager; Chas. H. Dunning; Wm. A. Schrade; oe er: Seer. one ne 19) 
A. V. Wilson. Back row: Wm. E. Cross, vice-president; Edw. F. Buie; Richard D. Clemson. catalogs from manufacturers ani ; 
president. | wholesalers. oct 
pal 
GOODRICH SALES EXECUTIVES ATTEND ANNUAL CONVENTION = 
Bi 
( 
wo 
ma 
rec 
fur 
An 
ary 
att 
son 
at 
pe 
13. 
: 
Sales officials of the mechanical division of The B. F. Goodrich Company are pictured here’ at their annual sales convention _ 
recently concluded at the company’s principal headquarters in Akron, Ohio. They are: per 
First row, left to right: P. W. Van Orden, product sales manager, belting department; L. L. Horchitz, sales manager, Los Angeles yes 
district; O. B. Roberts, sales manager, Chicago district; W.S. Richardson, general sales manager, J. H. Connors, vice-president in sta 
charge of mechanical sales; L. H. Chenoweth, merchandising manager; C. F. Conner, sales promotion manager; W. D. Rigdon, sales ser 
manager, San Francisco district; H. E. Fritz, sales manager, synthetics division. ket 
Second row: A. M. Fiala, product sales manager, Air-Cell department; D. R. Anderson, sales manager, Dallas district; M. E. hol 
Schmidt, sales manager, Denver district; R. McPeake, sales manager, Detroit district; E. Peterson, product sales manager, Roll aad 

Covering department; J. M. Failey, product sales manager, mechanical sundries department; G. W. Hamm, sales manager, Kansas 
City district; F. D. Ranyard, sales manager, Seattle district; W. A. Whitenack, sales manager, New York district; J. S. Gulledge, eae 
sales manager, St. Louis district; M. D. Maskrey, product salesmanager, heels and soles department. _ 
Third row: C. G. Morgan, sales manager, Buffalo district: G. W. Wood, sales manager, Boston district; J. wy Hoover, product sales mo 
manager, rubber lined equipment department; S. A. Walker, sa'es manager, Philadelphia district; A. Coffin, sales manager, wri 
Atlanta district; 1. N. Kimsey, sales manager, Akron district; E. R. Miller, product sales manager, nealded goods department; qui 
E. A. Bedell, product sales manager, hose department; F. A. Lang, operating manager. wa: 
cle 
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JOHNSON ELECTED SHAPLEIGH V.-PRES.: 
- WOOLLEY NOW ASST. SECRETARY 


At a recent meeting of the] Now, as vice-president, Mr. John- 
directors of the Shapleigh Hdwe. | son will give particular attention 
Co., St. Louis, Mo., Eugene L.| to the purchases of merchandise, 
Johnson was elected a vice-presi-| the supervision of the catalog 
work, and advertising. 


Mr. Woolley entered the em- 
| ploy of Shapleigh in 1901 and 
| has served successively in the 
claim, mailing, sample, and sport- 
ing goods departments; then as 
special sporting goods salesman 
and later as a regular salesman 





E. L. JOHNSON 





dent and George A. C. Woolley 
was elected assistant secretary. | 

Mr. Johnson has been asso- | 
ciated with the Shapleigh or- | 
ganization since 1903 and prior 
to that was with the Johnson 
Brothers Hdwe. Co., Cincinnati, 
Ohio. He served first as a sales- 
man in Indiana and Ohio and 
for a number of years was buyer} in the Carolinas. He was then 
of housefurnishings. He also| called into the house to become 
spent about a year in Arizona| sales manager of the southeast- 
and southern California repre-| ern division. He has been a 
senting the company and since | director of the company for many 
1912 has been in the house,| years and since 1929 has been 
serving as a director of the com-| general sales manager in which 





G. A. C. WOOLLEY 


pany, and as assistant secretary. | position he will continue. 


Business Highlights of the 
Home Furnishings Market 


Chicago’s leadership as the| Moderate price increases on 
world’s greatest home furnishings | most lines ranging from 3 to 10 
market was avowed during the! per cent were noted. Manufac- 
recent winter national home| turers protecting themselves 
furnishings market held at the | against increased costs on future 
American Furniture Mart, Janu-| purchase of raw materials and 
ary 6 to 18, when a preliminary | higher labor, put increases on 
attendance count disclosed that | some merchandise to be delivered 
some 13,097 buyers had registered | within the next few months, 


at the great market, eclipsing the | others, faced with an increased 








peak established a year ago by | 
13.5 per cent. 

Writing orders to the tune of 
increases ranging from 15 to 100 
per cent over six months and a| 
year ago, buying was most sub.- | 
stantial, however, a certain con- | 
servatism distinguished the mar- 
ket as buyers placed orders to | 
hold them over until spring, but | 
neither over-anticipated nor 
under-estimated their require- 
ments. Manufacturers were 
more than satisfied with business | 
written during the show and little | 
quibbling about price or delivery 
was made as manufacturers made 
clear their respective positions. 
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cost of doing business, put in- 
creases into immediate effect. 
Most dealers seemed surprised at 
the moderate price increase and 
offered little or no resistance. 


With most of the production 


| snarls untangled through a steady 


flow of orders over the past six 
months, most manufacturers had 
fairly definite word on the de- 
livery situation. Although some 
merchandise was available for 
immediate shipment, the major 
portion of merchandise purchased 
was promised in 60 days and in 
many instances 90 days delivery 


| schedules were quoted. 














Tough Customers are 


WON OVER hy the EXTRA value 
in NATIONAL Screen Doors 


® All National Screen Doors are mortised and tenoned, 
then pinned with steel dowels—the reason for their 
EXTRA strength . . . and that’s just one of many 
powerful sales points in this EXTRA VALUE line which 
convert the “tough” customers every time! Send for 
new 1941 illustrated catalog. 


Ask your jobber about the complete line of these value 
plus screen doors, window screens and ventilators. A 


wide variety of styles and quick deliveries. 





SCREEN DOORS 
WINDOW 


WINDOW SCREENS 
Hs\\\ VENTILATORS 
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A 
NATIONAL SCREENCO., INC., Suffolk, Va. 


ur 1941 catalog show- 
1 Screen Doors, 





f yo 
Please send us a copy © } 
he complete line of Nationa 


Window Screens and Ventilators. 


Name 
Address 


City State 
t , 
NEW YORK OFFICE: 200 Fifth Avenue 
Southern Selling Agents: 
PETERSON & LOWE 
22 Light St., Baltimore, Md. 











~— 
RSS 


A 


Vp 







a 


Y*, 





‘fel a 
1 eE3y 








mson Mode 


for 


easiest to operate 


nically 
e market 
The ne 

sxtra sti! bed-kr 

protect shrubbe 


convenient on 


hand-operoted roller 


Is and other 


streamline de 


ry 


v 


f 


of all the 


w fool-proof, posit 


deep rece 


large grass 


ece 


excius 


all-metal han 


ve features add to its 


sistible to prospects 


One of the 


into customers 


Model 


super 


Clemson all the 
Don't wait 
today on the 


with added 


price 


Priced lower in 1941 to 
meet limited budgets. 
The same liberal spread 
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duced price. 
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| “brainy,” 


GALLAGHER HEADS WASHER-IRONER 
ASSN. FOR 4TH CONSECUTIVE YEAR 


Housewives can stop thinking, 


; as far as their home laundering 


Household wash- 


ironers have gone 


is concerned. 
ers and 





W. NEAL GALLAGHER 


the new 1941 models 


| reveal in the Household Washer- 
| Ironer Show conducted Jan. 6-11 


at the Palmer House in Chicago. 
It was the annual “fashion event” 
of the American Washer and 
Ironer Manufacturers’ associa- 
tion, and home laundering appli- 
ance makers presented their new 
designs, abounding in control fea- 
tures, automatic operation, timers, 
thermometers, speed regulators, 


NEW VICE-PRESIDENT FOR 
AMERICAN-MARIETTA CO. 


Stockholders of American-Mar- 


| ietta Co., Chicago, IIl., elected 


one new member to its board of 
directors and the board ap- 
pointed two new vice-presidents. 
Grover M. Hermann, Jr., son of 
Amefican-Marietta’s board chair- 
man and president, was elected 
to the board, while C. S. Beaver, 
manager of the com- 
pany’s operations at Marietta, 
Ohio, and High Point, North 
Carolina, and Muir Rogers, man- 
ager of the mid-western indus- 
trial finishes division, were ele- 
vated to vice-presidencies. 


general 


Board members who were re- 
elected were G. M. Hermann, 
chairman; G. A. LaVallee, C. S. 
Beaver and R. L. Oughton. 


GREAT NECK SAW MFRS. 
PURCHASE SAW DIV. OF 
U. S. EXPANSION BOLT CO. 

The Great Neck Saw Manufac- 
turers, Inc., Great Neck, Long 
Island, have purchased the saw 
division of the U. S. Expansion 
Bolt Co., York, Pa. The com- 


pany has also purchased a site 





and dozens of other gadgets that 
allow the homemaker virtually 
to toss in the week’s wash and 
stand by for a batch of clean 


| articles, ready for the line. Iron- 


ers have grown just as intelligent, 
with a similar array of new aids 
to simplified operation. 

Newly elected officers for 1941 
include W. Neal Gallagher of 


Newton, Iowa, president and gen- 


| eral manager, Automatic Washer 








Co., beginning his fourth year as 
Association head; Oscar Lenna, 
president and general manager, 
Blackstone Corporation, James- 
town, N. Y., first vice-president; 
Walter K. Voss, general manager, 
Voss Bros. Mfg. Co., Davenport, 
Iowa, second vice-president; H. 
A. Bumby, president, Barlow & 
Seelig Mfg. Co., Ripon, Wis., 
third vice-president, and Joseph 
R. Bohnen, Chicago, executive 
secretary-treasurer. The indus- 
try’s new executive committee in- 
cludes L. C. Upton, president, 
1900 Corporation, St. Joseph, 
Mich.; J. M. Wicht, manager of 
home laundering equipment sales, 
General Electric Co., Bridgeport, 
Conn.; George M. Umbreit, vice- 
president, Maytag Co., Newton, 
Iowa; I. N. Merritt, president, 
Meadows Corporation, Chicago, 
and Del Rizor, vice-president in 
charge of sales, Dexter Company, 
Fairfield, Iowa. 


in Mineola, L. I., where a plant 
will be built for the manufacture 
of its present line of hack-saw 
blades, wood chisels and screw- 
drivers together with the new 
acquisition of the wood saw line, 
of hand saws in all sizes, mitre 
saws, compass saws, etc. The 
building will be ready for opera- 
tion about April 1. 


SPECIAL FACTORY MAN 
FOR “SPEED QUEEN” LINE 


Leon W. Ryder, general sales 
manager of the Barlow & Seelig 
Mfg. Co., Ripon, Wisconsin, has 
announced the appointment of C. 
D. Staples, Cleveland, Ohio, as 
a special factory representative, 
who will spend his time traveling 
throughout the country in the in- 
terests of “Speed Queen” wash- 
ers and ironers. 

Mr. Staples has been promi- 
nent in appliance selling for over 
20 years, 9 years of which he 
held the position of sales man- 
ager of the Ironrite Mfg. Co., 
and has more recently been as- 
sociated with the Edison General 
Electric Co. as a divisional super- 
visor. 
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REMINGTON PUTS ARMS 
UNDER FAIR TRADE LAWS; 


Minimum Fair Trade prices, | 
wholesale, as well as retail, for | 
all Remington sporting firearms, | 
are now in effect in all states hav- 
ing Fair Trade laws, according 
to an announcement from the 
Remington Arms Co., Inc., 
Bridgeport, Conn. 

Such prices are binding upon 
all dealers and jobbers in these 
states whether or not they have 
signed the Fair Trade agreement. 
Fair Trade contracts were mailed 
to Remington jobbers and dealers. 








In the letter of transmittal, the 
Remington Arms Company said 
in part: “For the purpose of se- 
curing the benefits of the Fair 
Trade Aets, we have prepared 
the Remington sporting firearms 
Fair Trade Agreement and are 
requesting all distributors (whole- 
sale, as well as retail) to join 
with us in establishing Fair Trade 
prices in all states having such 
laws, by executing the agreement 
with us.” 


Stanley Works Announces Garage 
Hardware Contest Winners 


During the last week in Oc- 
tober The Stanley Works of New 
Britain, Connecticut, has an- 
nounced to the trade through a 
four-page broadside, a contest to 
be held in November. A new 
product added to its regular line 
of garage hardware and doors 
made its appearance—a “swing- 
up” set for one size door 8 ft. by 
7 ft., not to exceed 150 lbs. in 
weight. It is automatic and eco- 
nomical. The contest was to de- 
cide a name for this “miracle 
set” of hardware. 

There were no strings attached ; 
nothing to buy. Any of the trade 
wishing to enter the contest had 
but one thing to do—submit a 
name for the new garage door 
set to The Stanley Works, garage 





hardware division, on or before 
November 30, 1940. Nearly 1,000 
names were submitted. 

Charles J. Heale, Editor of 
HarpwarReE AGE, acted as judge 
and on December 16th announced 
the prize winners as follows: 

Jesse Swagerty, Swagerty Trad- 
ing Post, 21 Court Street, Clay- 
ton, Union County, New Mexico, 
first prize, $50.00. The name sub- 
mitted by Mr. Swagerty was | 
“Econ-O-Matic,” meaning eco- | 
nomical and automatic. | 

The second prize winner of | 
$25.00 was Karl A. Walbert and 
L. B. Walbert, 239 East Weiss 
Street, Topton, Pennsylvania. The 
third prize of $10.00 went to Geo. 
F. Scheid, of Peden Iron & Steel 
Co., Houston, Tex. 

Prizes of $5.00 each were 
awarded to: Lewis L. Alcorn, 
Iowa Builders Supply Co., Hig- 
ley Bldg., Cedar Rapids, Iowa. 
Freemont W. Arbeiter, Leader 
Hardware, Brunswick, Mo.; Eckl 
Hardware, 440 Genesee Street, 
Rochester, New York; A. L. Ev- 
ans, Warner Hardware, 13 South 





| 


plies solely to the new set of 
“swing-up” hardware which is 
catalogued under Set No. 2731%. 
New advertising material fea- 
turing the name “Econ-O-Matic” 
has been prepared and is ready 
for the trade. There is a four- 
page announcement for the 
wholesaler and dealer, and a col- 
orful and attractive envelope stuf- 
fer for the dealer to give his 
trade. These may be secured by 
writing The Stanley Works and 
asking for B157 for the dealer 
announcement, and B158 for the 
consumer envelope stuffer. 





GIBSON ELECTRIC NAMES 
_NEW DISTRIBUTORS 





The following have been ap- | 


pointed distributors for the 
“Freez’r Shelf” refrigerators and 


| the electric ranges of the Gibson 


Electric Refrigerator Corp., 
Greenville, Mich.; Glasgow-Alli- 
son Co., Charlotte, N. C.; Me- 
Williams Hdwe. & Furn. Co., 


Longview, Tex.; F. O. Carpenter | 


& Son, Columbus, Ohio; I. Feld- 
man Co., Providence, R. L.; 
Fargo Glass & Paint Co., Fargo, 
N. D.; Radio Accessories, Omaha, 
Neb.; Graybar Electric Co., Inc., 
Atlanta, Ga., and The Ottis Hid- 
den Co., Louisville, Ky. 


GREASE SPOT REMOVER 
UNDER NEW NAME 
Recently introduced under the 
name “Spot-X,” a new product 
which, its makers say, will re- 


| move any grease or oil spot from 


wallpaper without affecting color 
or design, is now trademarked 
“Blot-X” and will be distributed 
under that name. The trademark 
has been registered in the United 
States Patent Office. The name 
of the manufacturer, formerly the 


6th Street, Minneapolis, Minn.; | Spot-X Company, of 124 S. Broad- 


L. J. Lulay, Salem Hardware,420 
South 14th Street, Salem, Oregon. 
The name “Econ-O-Matic” ap- 


FEBRUARY 6, 1941 


moor Blvd., Springfield, Ohio, 


AIR 


has been changed to The Blotex | 


Company. 





“YOUR SHIPMENTS HAVE WINGS 
WHEN YOU USE AIR EXPRESS!” 


... says George H. Griffiths, 
President and Publisher of Hardware Age 


Mr. Griffiths has had forty years’ experience in publish- 
ing —thirty of them with Hardware Age. Small wonder 
he is widely known in the hardware industry and that 
his views are recognized as authoritative. He knows that 
for fast shipping service. you can’t top Air Express 3-mile- 
a-minute speed, for salesmen in the field, for retailers or 
wholesalers, for your business. Air Express transports 
samples, stock refills or displays, articles large or small 
...and makes special pick-up and special delivery at no 
extra charge within our regular vehicle limits in all cities 
and principal towns. Co-ordinated air-rail service. For 
service. phone RarLway Express, Air Express Division. 


EXPRESS 


The Sky Speed-way for Modern Business 
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‘1M TOUGH 


AS A BOOT 
BUT | 
NEEDA _ 
COLLAR * 
an | 


Collar Choke 
Plays No 
Favorites! 


Every horse or mule that works needs the protective 
comfort of a Ta-Pat-Co Collar Pad—and there are about 
15,000,000 horses and mules in the United States. Rare 
indeed are the farmers who don’t use horse and mule 
power to some extent, and the vast majority of the 
6,000,000 farms in America use horses and mules exclu- 
sively. Ta-Pat-Co advertising in national and regional 
farm papers is consistently urging 5,000,000 farmers 
to never work a horse or mule without a collar pad. 
That’s why Ta-Pat-Co Collar Pads are your easiest-to-sell 


item in harness equipment. 
cand, 


FREE display 


designed to hang on a Ta-Pat-Co 
pad, will be mailed on request if 
your jobber’s salesman cannot sup- 
ply you. Ask for it. 


TAPAT-CO 


COLLAR PADS 
PREVENT SORE SHOULDERS & “COLLAR CHOKE” 


THE AMERICAN PAD & TEXTILE CO.—Greenfield, Ohio. 
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| creases. 


FURNITURE MART’S APPLIANCE SHOW 
PRESENTS GENERAL LINE CHANGES 


Enjoying a record attendance, 


the American Furniture Mart’s | 


national major home appliance 
show held January 6 to 18, at 
Chicago, hummed with activity 
as thousands of buyers and dis- 
tributors visited the extensive 
fifth floor exhibits and stopped at 
the other appliance displays 
scattered throughout the building. 
Demonstrations, model kitchens 
and laundries, interesting window 
and store arrangements, unusual 
floor displays and modernized 


showrooms, along with hundreds | 


of new appliances of every de- 


scription kept interest at a lively | 


pace. 

While no definite count was 
made on the appliance floor, the 
Mart’s registration showed in 
excess of 13,000 buyers visited 
the market. This was the largest 
market in the Mart’s history and 
it is believed that at least 75 per 
cent of this crowd visited the ap- 
pliance floor. 

With price increases already 
instituted among many of the 
manufacturers, and others prom- 
ising price raises by the 15th of 
February, buyers placing orders 
at the market assured themselves 
of savings expected as the price 


' of raw materials and labor in- 
Although most manu- | 


facturers promised uninterrupted 
production scheduics some urged 
dealers to make their commit- 
ments before government con- 
tracts mean slowed-up production. 

While many general changes 
in appliances were noted over a 
broad individual 
manufacturer stressed improve- 
ments and changes which were of 
utmost importance and interest 


scope, each 


| and showed careful planning on 


the ‘part of each manufacturer. 


Advancement in operation kept | 


pace with advancement in styl- 
ing and outstanding changes are 
believed destined to influence the 
future of certain types of ap- 
pliances. 


Most important general change | 


in gas ranges was the use of 


| individual burners cut out of the 


main top. This gave the gas 


range the appearance of an elec- | 


tric range and made possible the 
elimination of lid covers. 


Along with the cut out burn- 


| ers, turret tops and new bowl 





| spill-over dishes were featured. 


The spill-over dishes were shown 
both in enamel and in chrome, 


and made cleaning of the stove | 


a simple matter. Raised stamp- 
ings on the top of the range 
made possible the “wash boiler 
test” the raised pieces lifting the 


utensil directly off the surface, | 


}and allowing ample circulation 
of air. 

Light oven interiors with grey 
enamel or black and white spat- 
tered finishes were stressed by 
manufacturers as a new “day- 
light” feature. Lights in the 
ovens are now being built flush 
with the back panel and covered 
with pyrex or fireproof glass. 


Glass oven doors were shown 
jas optional equipment on most 
| ranges, a retail price of $5 quoted 
|as an approximate cost for this 
feature. Barbecue ovens with ro- 
tary spits operated from an aux- 
iliary motor were demonstrated 
by the actual cooking of roasts, 
steaks and frankfurters. Several 
different types were shown, each 
revolving before a ceramic type 
burner which gave concentrated, 
indirect heat. 

Faster cooking units, new type 
burners and greater speed se- 
lectivity were among the impor- 
tant talking points on the new 
electric ranges. Radiant tube 
burners were shown as _inter- 
changeable units with the Chro- 
malox units. 

Fluorescent lights in the lamp 
assemblies, which have been en- 
tirely redesigned, were important 
new accessories. New signal 
lights, some placed on the rear 
panel, others over the individual 
burners were stressed as impor- 
tant additions, warning the user 
that the range was in operation. 
Paper tight ovens with improved 
insulation and self-sealing doors 
were important from a heat con- 
servation point of view. Special 
warming drawers with controlled 
heat were built into some of the 
electric models giving extra oven 
utility. 


While each individual manu- 
facturer stressed exclusive new 
features, most general change 
was the use of glass shelves and 
glass covers on special stacking 
hydrators which may be placed 
one on top of the other to per- 
mit extra storage space and new 
| shelf arrangements. One manu- 
| facturer stressed duo slides with 
each shelf, the slides allowing 
two inches additional space above 
or below the shelf. 

Large size 6.9 and seven foot 
boxes were featured by many 
manufacturers. Special empha- 
sis is being placed on the middle 
number of the lines and step-ups 
include many extras in an at- 
tempt to give dealers an oppor- 
tunity to trade up on the higher 
priced models by offering special 
interior features at only a slightly 
| increased cost. Storage bins were 
included in the base of most of 
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the models with the exception of 
some of the stripped boxes. 
Corrosion, the bugaboo of the 
washing machine manufacturers, 
was eliminated by the use of all 
plastic or plastic-coated agitators, 
brass center posts and enameled 
tubs. Each manufacturer stressed 
the features which eliminated 
corrosion and applied the plastic 
principle in various ways. 
Improved washing action 
through placement of fins on agi- 
tators, holes in agitators and a 


variety of mechanical features 


were shown with particular em- | 


phasis on the 


which, it is claimed, did not get | 


the action of the lower area on 
older models. Improved wring- 
ers, newly styled and operating 
at a touch of the finger were fea- 
tured. Plastic casings and plastic 
controls were other important 
points. Insulated tubs which 
maintain water temperature, 
timers, thermometers and auto- 
matic cord reels were all included 
on the deluxe models. 

New pressure 
four-point 


contacts with 
pressure on _ ironers, 
improved shoes, greater ironing 
surface and new type knee con- 
trol, were all features on 1941] 
ironers, 





PERCY JENKINS MANAGES 
ROEBLING’S BOSTON DIV. 
Percy Jenkins has been ap- 
pointed manager of the Boston 
branch of the John A. Roebling’s 
Sons Co., Trenton, N. J. Mr. 
Jenkins went to work immedi- 
ately upon graduation from Har- 
vard with the Wickwire Spencer 
Steel Co., in its mills at Worces- 
ter, Mass. After spending three 


top water area | 


ferred to the sales department 
in New York. 

In 1931 he became assistant 
manager of sales, eastern dis- 


trict, and covered the territory | 
from New York to South Caro- | 


lina selling Wickwire’s entire 





PERCY JENKINS 


line. In 1932, Mr. Jenkins be- 


came manager of the eastern 
district for the Wickwire com- | 
pany. 


From 1934 until December of 
1940, Mr. Jenkins was manager 
of sales, New England district, 
for Wickwire. On January 6. 
1941, he began his connection 
with the Roebling Company. 


LOCKE STOVE ACQUIRES 
PLANT AT LEAVENWORTH 


acres, located in Leavenworth, 
Kan., and previously owned by 


| the Great Western Stove Mfg. Co. 
| The company manufactures the 
years in the mills. he was trans- | ““Warm Morning” coal heaters. 


YOCHEM, AUTOMOTIVE SPECIALIST, 


ADDED TO STAFF OF TRU-TEST CORP. 


To work with Tru-Test dis- 
tributors and dealers in develop- 
ing the volume automotive mar- 
ket, Tru-Test Marketing & Mer- 





K. J. YOCHEM 


FEBRUARY 6, 1941 


chandising Corp., Merchandise 


K. J. Yochem to its staff. 
Mr. Yochem’s experience in the 
automotive field ably fits him for 


bringing the automotive story to 
the hardware industry. He was 


for 11 years with the United Mo- | 


ior Service, a division of General 
Motors. During that period he 
served in stockroom as city sales- 
man, as zone manager and as 
sistant branch manager in De 
troit, Michigan, and in Cincin 
nati, Ohio. 

Before his United Motors ex- 
perience he was associated with 
the Lind 
for 7 years selling service, auto 


Automobile Company 
accessories, tires and Buicks. He 
operated a “Super Service” sta- 
tion of his own to add to his con 
-umer selling experience. 





WHITE MOUNTAIN LINE 
of 


ICE CREAM FREEZERS 


Display The Fastest Selling 


Freezers On The Market... 
The 1941 White Mountain Line 


Get an early start this year displaying and 


‘selling the famous White Mountain Line of 
_The Locke Stove Co., has ac- | 
quired a factory covering five | 


Ice Cream Freezers, the best-known, highest- 
quality. fastest-selling freezers on the market. 

The big, new 1941 line includes all popu- 
lar models to meet every requirement of 
home. restaurant, hotel and camp. The quick- 


est Hand Operated Freezers. also Modern 


‘Power Freezers with pulleys for Belt Drive. 


Mart, Chicago, Illinois, has added | 


also Direct Motor Connected Freezers for 
Electric Drive for domestic. cafeteria and 
commercial use. 

For quick freezing. durability and lasting 


satisfaction. sell the White Mountain Line. 


Ask your Jobber to Supply you. 


THE 
WHITE MOUNTAIN FREEZER CO. 


INC. 
NASHUA, NEW HAMPSHIRE .. . 
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SECHTMAN SALES MEETING 





The sales department of the Sechtman Hardware Co., wholesale 
firm at Hartford, Conn., are shown at a recent sales meeting at 
which B. A. Burke, Corning Glass Works, Corning, N. Y., was 
host. Top row, left to right, are: Richard McManus, James Little, 
Eric Morse, Albert Sikora, Howard Blum, Leonard Karotkin. 
Bottom row, left to right, are: B. A. Burke, William Sechtman, 
Jack Mindell, general sales manager, and J. J. Zwillinger. in 
charge of the company’s building sales. 


300 AT PAINT DEALERS’ 
ANNIVERSARY DANCE 


The annual dinner and dance | 
of the Hudson Paint 
Dealers Association was held at 
the Hotel Abbey, New York City, | 
N. Y., on Saturday, January 25th, 
1941. 


successful event ever held by the 


appeared, the association § en- 
| gaged the Arthur Murray dan- 
cers, who demonstrated dancing 
Paedin | and then danced with the guests, 
' | the best couple receiving prizes. 


Heading the committee was 


The affair was the most _ a - 
‘ “= | Jersey City; Nicholas Berardi, of 


| Hoboken; Daniel J. Dempsey, of 

Bayonne; Nathan Israel, of Gut- 
| tenberg; John J. Soldano, of the 
| Metropolitan Paint & Glass Sup- 

ply Co. of Union City; Sol. Sher- 
City; Angelo 
New York 


association in its 10 years’ his 


tory. This event was a gala one 
due to the fact the association is 
celebrating its tenth anniversary. 
An unusual program of entertain- | man. of Jersey 
Salemi, of the West 
Paint Supply Co. 


ment was presented, besides a 


long list of Broadway stars who 





| Max Kaufman, of Jersey City, | 
aided by Harry Rubenstein, of | 


Over 300 guests attended this | 


| affair, their numbers including | 


representatives from retail paint | 
dealers’ establishments in the en- | 
tire metropolitan aréa, as well as | 
members of paint manufacturing 
firms throughout the country. 

Officers of the association are: 
Sydney Farbstein, President; Mi- 
chael Rubenstein, Vice - Presi- 
dent; Louis Nadel, Treasurer. 
Theodore Schwartz, of Hoboken, 
is counsel for the association. 


HARDWARE GROUP NAMES 
COMMITTEE CHAIRMAN 


The first luncheon meeting of 
the Hardware Trade Association, 
for 1941, held at the Railroad 
Machinery Club, 30 Church St., 
New York City, January 21, was 
attended by more than 35 mem- 
bers and guests, with the new 
president, M. C. Harriman, Amer- 
ican Steel & Wire Co., presiding. 
Fred A. Scholl, Long Island 
Hardware Co., was named chair- 
man of the membership commit- 
tee. The golf and entertainment 
committee heads are O. A. Lan- 
chantin, J. K. Larkin Co., and 
Roy C. Schmidt, Stanley Tools. 
H. F. Wahlig, C. H. Tiebout & 
Sons, Inc., was elected a member 
of the organization. 

Entertainment was provided by 
a sleight-of-hand performer, who 
performed a number of amazing 





and amusing tricks, using some 
of the members as “stooges.” 


WINNERS IN LINE 
NAMING CONTEST 


The Horrocks-Ibbotson Com- 
pany of Utica, N. Y., manufac- 
turer of fishing tackle, has an- 
nounced the award of $500 in 
prizes for the best name submit- 
ted for its new waterproof casting 
line, and for letters describing its 
advantages in use. The $200 
prize for naming the line goes 
to V. G. Martin, of River Rouge, 


| Michigan. His unusually descrip- 


tive name was “Skirr.” 

According to the original list- 
ing of available prizes, only one 
award of $200, would be made 
for naming the line. However, 
the company felt that two other 
contestants merited honorable 
mention, and to each, Horrocks- 
Ibbotson sent a fishing rod. They 
are Alfred P. Oligvy, Enosburg 
Falls, Vermont, and Mrs. C. R. 
Alsaker, Minneapolis, Minnesota. 

For the best letter describing 
the line in use, $100 has been 
awarded to Mrs. O. M. Green, 
726 W. 6th St., Spokane, Wash- 
ington. This ardent fisherwoman 
is wife and mother to a family 
of fishermen, and is an expert 
caster. The $50 prize for the 
second best letter goes to C. L. 
Rice, 8618 Hennipin Ave., Niag- 
ara Falls, N. Y. So many fine 
letters describing the line in use 
were received that Horrocks-Ib- 
botson decided to give 12 $15 
fishing rods, instead of 10, as 
originally planned. 








600 ATTEND METROPOLITAN HARDWARE BANQUET 





More than 600 Metropolitan hardware men from the New York area gathered for the 3lst annual banquet of the Metropolitan 


Hardware Association, held Tuesday evening, Jan. 28 at the Ho:el Astor. 


Following dinner, the guests were entertained by a 


series of vaudeville acts. Guests of honor were: Rev. Charles E. Bloodgood; Hon. Franic X. Giaconne, city magistrate, who ad- 


dressed the gathering; Robert P. Levis, member executive committee Republican Party, New York County; 


Harold S. Close, 


Middletown, N. Y., first vice-president, New York State Hdwe. Assn.; Charles Pincus, former chief Hardware Boosters; M. C. 
Harriman, president Hardware Trade Assn.; Roy B. Fowler, president, Hardware Square Club; I. B. Goldberg, president Brook- 
lyn Hdwe. Assn.; Henry K. Ruschmeyer, president, Manhattan & Bronx Hdwe. Assn.; E. W.Cundall, past president North Jersey 


Hdwe. Assn.; Charles L. Tiffin, president, Westchester Hdwe. Assn.; L. 


V. Rowlands, sales manager, HARDWARE AGE, Kenneth 


Ford, associate editor, Harpware Retairer, and John Nichols, eastern manager, Harpware Wor pn. 
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OBITUARIES 





WILLIAM L. BILGER 


William L. Bilger, 78, former 
sales manager for the Seattle 
Hardware Co., Seattle, Wash., 
and one-time member of the 











WILLIAM L. BILGER 


State Legislature, died suddenly | 
of a heart attack in Phoenix, | 
Ariz. 

Mr. Bilger was a member of 
the hardware company staff 32 
years until his retirement in 
1939, serving first as a salesman 
and later in an executive ca- 
pacity. He was a member of the 
Hardware Age 50-Yr. Club. 

A native of Jacksonville, Ore., 
Mr. Bilger was an orphan when 
15 years old. He operated his 
father’s retail hardware store 
there, supporting seven younger 
brothers and sisters. Six years 
later he went to Portland and 
became associated with a whole- 
sale hardware company; then 
founded his own retail business 
at Olympia, which he operated 
until he joined the Seattle Hard- 
ware Co. 





EDWARD B. BURWELL 


Edward B. Burwell, Seattle 
pioneer, one of the founders of 
the Seattle Hardware Company, 
Seattle, Wash., civic leader and 
founder of one of Seattle’s first 
baseball teams, died Jan. 21st of 
a heart attack. 

A native of Mercer, Pa., Mr. 
Burwell came to Seattle 58 years 
ago and joined the Ballard & Sox 
Company, a pioneer hardware 
firm there. 

With his brother Anson, Mr. 
Burwell was a founder and incor- 
porator of the Seattle Hardware | 
Company, late in 1885. His | 
brother later became president of 
the firm, a position he held until 
his death in 1935. 
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| weeks. 


Mr. Burwell, who retired from 
business 18 years ago, was treas- 
urer of the company for several 
years, later becoming manager 
ot the Alaska department, a po- 
sition he held until his retire- 
ment. He traveled extensively in 
Alaska for the firm, becoming 
widely known throughout the 
territory. 


SIDNEY A. NOLEN 


Sidney Allen Nolen, a member 


| of the Nolen Hardware Company 


firm of Canadian, Texas, passed 
away of a heart attack. Mr. 
Nolen began his business life in 
Canadian in 1919, when he and 
his brether, Russell, were made 
junior partners in the hardware 
store that their father, the late 
O. L. Nolen, had just opened. 
The two brothers continued to 
operate the business after the 
death of their father. 

Mr. Nolen is survived by his 
brother, Russell. 


WARREN W. BOBB 
Warren W. Bobb died Satur- 


| day, January 13th, at Grace Hos- 


pital, Detroit, after an illness of 
one week. For four years Mr. 
Bohb represented The American 
Thermos Bottle Co., Norwich, 
Conn., in the states of Michigan, 
Indiana, Ohio, Kentucky and 
West Virginia. 


JAMES B. CARSON 





James B. Carson, 78, of Day- | 


ton, Ohie, passed away recently | 


following an illness of several 
Mr. Carson had been sec- 
retary of both the Ohio and West 
Virginia Hardware Association, 
retiring from those duties about 


| 10 years ago. His widow and a 


daughter survive. 





JAMES B. CARSON 
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EASY TO SELL... AND 
THEY STAY SOLD 


To make sure of those “repeat orders” sell your cus- 
tomers Greenlee Tools. You'll have little selling to do 
and you can be sure that even the most particular 
customer will be satisfied with the quality of Greenlee 
Tools. Just hand your customer a Greenlee Tool and 
he'll be quick to see its advantages. 





There’s a complete line of Greenlee auger bits, all made of 
high-grade steel, with an accurately pitched screw, ample twist, 
and with smooth, fast-boring cutting edges, and polished to a 
fine finish. Or there’s the Greenlee Setfast Expansive Bit which 
will be popular with any customer because it is so easy to ad- 
just, because it holds its cutting edge under long and hard use, 
and because of its fast, easy boring features. The popular 
Greenlee Push Drill is a fine looking tool sturdily constructed, 
with either the all-transparent handle or wood handle, which 
will be a fast selling item to either the home craftsman or the 
professional worker. 


These tools and the other Greenlee Tools can mean extra 
sales for you. For more information about the Complete Line of 
Greenlee tools for the Woodworker, Electrician, and Plumber, 
write today] 


Greenlee Tool Go. 


1715 Columbia Avenue 
ROCKFORD, ILLINOIS, U.S.A. 
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NEARLY PERFECT COMBUSTION 


Because R/M Woven Glass Wicks assure nearly 
perfect combustion, less fuel is required to obtain 
the same results. This is a sales point your custom- 
ers will be quick to appreciate. They'll thank you 
for showing them how to save money. And you'll 
profit, too, for one of your best repeat items will 
now be a better one. Packaged in six foot lengths 
in attractive blue & silver boxes. Also available in 
100 ft. rolls in dispenser cartons. Order from your 


jobber. 


SIX OTHER SALES POINTS 


They ignite quickly. Wire core to protect 
burning edge. Quick to go out, eliminating 
odor. Slow to form carbon which wipes off 
easily. Economical because longer-lasting. 
Easier to sell because of novelty appeal. 
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RAYBESTOS-MANHATTAN, INC. 


NORTH CHARLESTON, S.C 


MANHEIM, PA 
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GEORGE T. WEED 


George T. Weed, 83, for more | 
than 25 years with Weed & Co., 
Buffalo, N. Y., died January 
20th. He had been ill about four 
months. Mr. Weed, born in 
Buffalo in 1857, was the grand- 
con of Thaddeus Weed, founder 
of the company in 1818, and the 
son of DeWitt C. Weed, who car- 
ried on the business many years. 
He was with the company until 


| about 1928, when he retired. He 


was a cousin of Shelton Weed, 
now company president. 


E. ROSCOE PORCH 
E. Roscoe Porch, 63, district 





| manager of Perfection Stove Com- | 


| pany, Cleveland, Ohio, passed | 
away Jan. 19. 
Mr. Porch, who was well; 


| G. Baker, E. E. Hall. 


known in hardware and furniture | 
trade circles, was in charge of | 
Perfection Stove Company busi- | 
ness in Michigan, Ohio, western | 
New York, western Pennsylvania, 





POT & KETTLE NEWS 


The 17th annual stag installa- | 
tion of new officers of the Los 
Angeles Pot and Kettle Club was | 
held in the Rainbow Isle of the | 
Hotel Mayfair on December 28th, 
with 65 members present. This 
offair was arranged by W. C. 
Hitt and J. H. Pohlson. Ted 
Moroney acted as master of cere- | 
monies, reading an original poem | 
the name of | 





which brought in 
ach past president. Wilbur S. | 
McCune officiated in his usual 
stead as an imposing installing 
officer. B. J. Badman, Jr., pre- | 
sented retiring president, A. H. | 
Wheeler, with a suitably engraved 
gold wrist watch. | 

Installed officers for the 1941 | 
tert were: First vice-president, | 
A. H. 


president, A. H. Howson; corre- 


Tengwald; second vice- 
sponding secretary, M. E. Nei- 
decker: recording secretary, 7. C. 
Brose; treasurer, Carroll Walker. 
Newly elected directors are R. P. 
Knox, V. T. Rupp and A. H. 
Wheeler. 

President C. H. Hobson has 
appointed the following com- 
mittees to serve with him for the | 
current year: membership, A. F. 
Tengwald, B. J. Badman, Jr., A. 
ti. How on; program, A. H. How- 
son, W. C. Hitt, J. D. Perkins, | 
Jr.: sports, L. I. McAlister, A. | 
The re- | 


cently elected officers, these com- 





mitteemen and the following di- 
rectors, C. H. Hobson, A. F. | 
Tengwald, A. H. Howson, M. E. | 
Meidecker, F. C. Brose, H. C. | 
Walker, A. F. Wheeler, R. P. 


Knox and V. T. Rupp, will com- 


| West Virginia, Virginia and part 


of North Carolina. He entered 
the employment of the company 





E. ROSCOE PORCH 


in 1918 as assistant sales man- 
ager and was promoted to district 
manager two years later. 


prise list of those guiding the 
destinies of the club for 1941. 
This club accepted the gener- 
ous invitation of the Southern 
California Retail Hardware As- 
sociation to hold their February 
25 meeting at the Hotel Hilton. 
Long Beach, Calif., as guests of 
and in conjunction with the 20th 
Annual Hardware Convention and 
Exposition of the retailers. Man- 
aging Director J. V. Guilfoyle, of 
the Retail Association, has prom- 
ised an interesting luncheon ses- 
sion, he having lined up M. E. 
‘yckoff, president, Hardware 
World, who has just returned 
from a cross-country hardware 
observation trip, and Veach Redd, 
of Cynthiana, Kentucky, who is 
past president of the N.R.H.A. 
The sports committee  an- 
nounced the start of a bowling 


| tournament which will be held at 


the Vogue Bowl. Games are 
scheduled to commence at 5.15 
each Wednesday night. 


KERANS ELECTED 
MEMA HEAD 


A. H. Eicholz, MEMA general 


| 
| manager, announces that at the 


meeting of the board of directors, 
held January 14, 1941, the fol- 
lowing were elected as officers of 
the Motor & Equipment Manufac- 
turers Association, New York 
City, for 1941: president, H. R. 
Kerans, The K-D Lamp Co., Cin- 
cinnati, O.; vice-president, R. B. 
Davis, Raybestos Division Ray- 
bestos-Manhattan, Inc., Bridge- 
port, Conn.; secretary, E. A. Hall, 
The Hall Mfg. Co., Toledo, O.: 
treasurer (reelected) C. P. Brew- 
ster, K-D Mfg. Co., Lancaster, Pa. 
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1940 BICYCLE PRODUCTION FIGURES 
ARE BETTER THAN A MILLION 





At one of the luncheon conferences during the C.T.A. conven- 
tion are, reading from the left: A. J. Musselman, The Mussel- 
man Hub-Brake Co., Cleveland, Ohio; Fred A. Baker, The 


F. A. Baker Co., New York City; Frank Carlton, Chicago, 
Ill.; H. Clyde Brokaw, Shelby Cycle Co., Shelby, Ohio; H. J. 
McCauley, McCauley Metal Products Co., Buffalo, N. Y.; N. R. 
Clarke, Westfield Mfg. Co. Westfield, Mass.; Clarence B. Wil- 
liams, Williams Steel Wheel & Rim Co., Utica, N. Y.; Nat C. 
Cohen, Rhode Island Cycle Co., Providence, R. I.; J. C. Struth- 
ers, The Colson Corp., Elyria, Ohio, and L. G. Sigourney, New 
Departure, Bristol, Conn. 








The Cycle Trades of America, 
Inc., representing the Bicycle 
industry of the United States, 
and composed of the Bicycle 
Manufacturers, the Cycle Parts 
and Accessory Manufacturers, 
and the Cycle Jobbers, recently 
concluded a_ four-day winter 
meeting at the Commodore Hotel, 
New York City, Jan. 21-24. A 
spirit of optimism prevailed 
throughout the entire meeting for 
the production figures for 1940 
were again a “Better than a mil- 
lion year.” 

As this was the annual meet- 
ing, officers of the Cycle Trades 
and its allied associations were 
elected for the following year: 

Cycle Trades of America, Inc.: 
president, Neely Powers, The 
Colson Corp., Elyria, Ohio; first 
vice-president, Frank Carlton, 
Chicago, [ll.; second vice-presi- 


dent, N. R. Clarke, Westfield 





_- 


NEELY POWERS 
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Mfg. Co., Westfield, Mass.; sec- 


| 
| 





retary, H. W. Kranz, Cleveland, | 


Ohio; treasurer, F. A. Baker, The 
F. A. Baker Co., New York City, 


and assistant treasurer and man- | 


ager, E. H. Broadwell, 122 E. | 


42nd St., New York City. 

Cycle Parts and 
Manufacturers: president, C. H. 
Abbott, Hartford Steel Ball Co., 
Hartford, Conn.; vice-president, 
Zahn, Stewart-Warner 
Corp., Chicago, Ill.; secretary, 
G. J. Ott, Goodyear Tire & Rub- 


Accessories 


George 


ber Co., Akron, Ohio; treasurer, 
Henry Bush, Eclipse Machine Co., | 


Elmira, N. Y. 

Cycle Jobbers’ Association: 
president, F, A. Baker, The F. A. 
Baker Co., New York City; vice- 
president, H. P. Hansen, Chicago 
Cycle & Supply Co., Chicago, 
Ill., and secretary-treasurer, Alex 
Scaison, Progressive Cycle & Auto 
Supply Co., New York City. 

The Bicycle Manufacturers’ As- 
sociation elected Frank Carlton, 
Chicago, Ill., N. R. Clarke, West- 
field Mfg. Co., Westfield, Mass., 


and Neely Powers, The Colson | 


Corp., Elyria, Ohio, to its execu- 


tive committee with H. M. Me- | 


loney, Chrysler Bldg., New York 
City, executive secretary and 
treasurer. 

At the close of the business 
meeting held Thursday, Jan. 22, 
Tex O’Rourke, the well known 
“Texas Ranger,” humorist and 
lecturer addressed the gathering. 
The convention came to a close 
with a dinner dance and enter- 
tainment held in the hotel which 
was attended 
members and friends. 
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THE WM. SCHOLLHORN CO. 
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LIFES LITTLE UPSETS 
_by Haeni¢: 


enigfsen 





--. and how they help 
YOU make money! 

















OOP! IT HAPPENS IN THE BEST regulated families! This 
month, Bissell’s national advertisements show pencil 
shavings on the clean rug . . . next month, it may be ashes 
or rice! But no matter what it is, the lady folks under- 
stand these little “‘upsets.’’ That’s why they read Bissell 
ads. In fact, each advertisement reaches from three to 
five times as many readers as other ads of equal size, 
in the same magazine! Bissell advertisements are hard 
at work for you... delivering over 114,189,400 sales 
messages a year, to your customers... telling the Bissell 
story through 22 of the foremost national magazines. 
They are one reason why Bissell continues to be the 
world’s most popular sweeper. They are one big reason 
why you should display Bissell sweepers—talk up 
Bissell—feature Bissell! 


HERE’S WHAT BISSELL ADVERTISING 
TELLS YOUR CUSTOMERS... 


Bissell is the handiest sweeper a 
woman can own...for all fast, 
thorough clean-ups! 





Bissell has the exclusive Hi-Lo Brush 
Control that automatically adjusts it- 
self instantly to the nap-length of any 
rug! 





Bissell has a “‘Sta-up’”’ handle that 
stands alone when the user rushes to 
answer the doorbell or ’phone! 





Bissell is ideal for all quick, daily 
clean-ups, saving vacuum for weekly 
goings-over! 





YOU TELL YOUR CUSTOMERS THE SAME...AND 
SELL MORE BISSELLS... MAKE MORE MONEY 


BISSELL CARPET SWEEPERS 


GRAND RAPIDS, MICHIGAN 











HENRY A. WATERS, 
partner in the firm of Waters 
& Brown, Salem, Mass., is 83 
years of age and is approach- 
ing his 65th anniversary in the 
hardware business. Mr. Wat- 
ers was born on May 22, 1857, 
and entered the hardware field 
on May 8, 1876, in the employ 
of Henry Hale & Co. of Salem. 
In 1895 he formed a partner- 
ship with J. Clarke Brown on 
Nov. 26 of that year and or- 
ganized the firm of Waters & 
Brown. Mr. Waters has been 
identified with the financial 
end of the business and takes 
charge of the firm’s office. 








HENRY A. WATERS 
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Hardware Age 
Fifty Year 
Club 





J. CLARKE BROWN 


J. CLARKE BROWN, 


-the other partner in the 


firm of Waters & Brown 
of Salem, Mass., is 70 
years old and has been 
in the hardware business 
for 56 years. He was 
born on May 20, 1870, 


and also had his first- 


hardware training with 
Henry Hale & Co. of 
Salem, beginning with 
that firm in 1884. In 
1895 he formed the pres- 
ent partnership with Mr. 
Waters, the store being 
opened on December 18 
of that year. The firm 
purchased its present 
building in 1919. Mr. 
Brown handles the store 
end of the business and 
has charge of sales and 
buying. He is a past 


president of the Salem Chamber of Commerce, a past 
commander of the Veteran Cadet Association, M.V.M., 
and a past president of the local Rotary Club. He is a 
director of the Naumkeag Trust Co., of the Salem Co- 
operative Bank and of the Salem Mutual Insurance. He 
is also a member of Masonic organizations and a life 
member of Essex Lodge, Washington Chapter and Shrine. 
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THE SILVER KING 


FEATURES 


Full polished head—even back of 
the eye and under the claw. 


Completely streamlined—No sharp 
corners, all rounded. 


Nail holding device. 


Long eye, strengthens and protects 
tough hickory handle. 


Weight of head scientifically dis- 
tributed, increases drive, lessens effort. 


16-ounce size only. 
Retail price $1.50 each 


Order a few dozen Silver Kings today and 
be sure and ask for the famous Cheney 
Sales Maker, the display that actually dem-- 
onstrates the Silver King in your store. Build 
up your hammer business, with Silver Kings, 
the hammer that helps your sales. 


HENRY CHENEY HAMMER CORP. 
Factory: Little Falls, N. Y. 
Sales Office: 302 Broadway, New York 














“One Man 


A review of a motion picture of 
a retail hardware business, un- 
usual in idea and presentation 


By SAUNDERS NORVELL 


“B 
UZ, Buz, Buz,” 


went my telephone the other day. 
“Hello! Yes, Harpware AGE. 
Yes—our editorial staff is invited 
over to see a preview of a retail 
store movie at 4 o'clock next Tues- 
day. Won't you join us?” 

I must admit I expected to be 
bored. I have seen a number of 
industrial movies and too many of 
them are terrible. Pictures of 
executives, factories. and = ma- 
chines. 

When the time came there was a 
blizzard, snow, and sleet but I had 
a pleasant surprise. George Hoy 
and Kenneth Heale of HARDWARE 
AcE called for me in a taxi. That 
was thoughtful on such a day! 

We navigated over to the studio 
on West 44th St. There we met a 
select company with Steve Stanton 
who did the honors. We were 
shown into a small room with com- 
fortable modern steel chairs—arm 
chairs—with soft cushioned seats. 
Why don’t they have that kind in 
movie theaters 7 

Mr. Stanton made a modest, 
brief talk—‘“This is the story of 
Jim Andrews’ average hardware 
store and what he did about it. His 
business wasn’t good and it wasn’t 
bad either.” 

Well, I said to myself, this movie 
at least is not industrial but about 
a retail hardware store. But let 
me just tell what happened as the 
show progressed. 

Here let me say, however, that 
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| am writing to that audience of 
50,000 or 60,000 hardware men, 
wholesalers, traveling salesmen, re- 
tailers and clerks, many of whom 
may never see this picture, al- 
though thousands will. Every 
hardware man should. If, when 
this is printed, you have seen the 
movie then check to see if your im- 
pressions and mine were the same. 
If you have not seen it and have 
the opportunity at one of the state 
conventions or elsewhere then I 
hope this article will lead to your 
seeing this hardware movie pic- 
ture. The business story, the prob- 
lems, and how they were solved by 
Jim Andrews—an average hard- 
ware man. ' 


Here’s the Story! 


After a moment of darkness the 
picture opened up. Nothing but 
sky and a stunting airplane! It 
was dramatic not what one ex- 
pected. 

Then an airport. Two men lean- 
ing on a wire fence. One was 
elderly, the other young. The 
younger man was so much in- 
terested in the plane that he hardly 
followed the remarks of the older 
man. Well, the answer was sim- 
ple. The daughter of Jim Andrews 
was piloting that plane. The young 
fellow was very much interested 
in that young girl pilot. The old 
fellow had sold out his hardware 
store to Jim Andrews and now that 


istens”’ 





SAUNDERS NORVELL 


Jim was doing so well the old man 
was sorry he had parted with the 
store. No doubt he sold out be- 
cause he believed the day of the 
small independent hardware store 
was done. Maybe when he sold 
out to Andrews he felt a little 
guilty in passing him a lemon. 
They don’t say this in the script. 
but it was the idea I gathered. 

So far so good, but nothing yet 
about hardware. This first scene 
just sort of whets your appetite for 
what’s coming. You feel relieved. 
No pictures of executives, factory 
buildings, machinery or labels. No 
one has ballyhooed about how 
much this movie cost. Even the 
name of the company giving the 
show is hardly mentioned. No one 
around pinning medals on them- 
selves. This movie surely is dif- 
ferent. 

But here it comes. Jim Andrews 
is in his back office working on his 
hocks. Jim is a wholesome, manly- 
looking fellow. He has a good 
voice and talks our own language. 
You see this is both a movie and 
a talking movie. 

Jim is alone but he talks with a 
sort of shadow of himself. Then 
I get it. This shadow is Jim’s 
“alter ego.” It is his other self 
maybe his conscience. You must 
grab this idea at once or you will 
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GRIFFIN 


HINGES 


AND WROUCHT STEEi 


HARDWARE 


Tat 


NO.1735 0.1925 


Wrovdh Steel Secon Door Sets Wrought Stee! Goroge Hardware 


Quality Products Manufactured Since 1899 


GRIFFIN 


Manufacturing Company 


ERIE, PENNSYLVANIA 





AGENTS 
WEW YORK: 45 Warren St. Bos 
CHICAGO: 162 W. Clinton Bt. 


TON: 100 Purchase St. 
SAN FRANCISCO: 705 Martet St 
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THIS LITTLE MACHINE TESTS 
THE DRYING ACCURACY OF 


POL MER IK 
Botcd 


The Greatest Control Factor for 
a Quality Paint Job 



















THAT’S WHY FILM BURNING (easy 


§ 8 
IS REDUCED! bad, 


Pol-mer-ik Boiled is the accurate drying linseed oil. It contains the cor- 
rect proportion of quality driers to make a strong, tough film. Every day 
tests are run on this machine. These tests check drying time accurately. 
Pol-mer-ik Boiled controls the drying factor — gives complete assur- 
ance that Film Burning is eliminated. Painters want the value of accurate 
drying in their business. 


SO), THEN THERE’S THE EXTRA VALUE OF 
>| | COOKED OIL AT NO EXTRA COST 


Pol-mer-ik alone brings the extra value of 
cooked oil to paint jobs — such values as 
better brushing and leveling, finer gloss and 
greater durability. Painters need these values 
in their business. You can do more business 
with a product painters want. Profits increase 
not only from added volume, but also be- 
cause packaged Pol-mer-ik eliminates the 
losses of bulk selling. Write for the Service 
and Selling Story behind Pol-mer-ik Boiled. 


PSSA SSssesssessssssssssssasy 

















s 

: Archer-Daniels-Midland Company HAs 6 
| eR Le Ruildi DAL p i " hAi " ’ 
: Please send me .......- Pol-mer-ik folders : 
, numoer s 

g andthe name of the nearest Jobber. ‘ 
, , 

CORINO sk 6 ncn cidnddawecicnsccdscnvesconecae ' 

| f ‘ 
© DO iss sch epntanetinardseerbaneeses 4 
| ASIZE for EVERY PAINT JOB : y 
| Pints, Quarts,1,2& 5 gallon containers ¢ DR re cévcakeccscese DMGscccccvcesss , 
| Available ia Raw or Boiled SS SS SS hh he 
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This 
MIRACLE 
GRASS SHEAR 


LIST ISA 
PROFIT 
BUILDER 
FOR 


you! 


IT 
BOOSTS 
' SALES 
hy) QUICKLY. 
| IT'S 
NEW. 
IT'S 
BETTER. 














Easiest 
w orking- 
blades 
cannot 
stick— 
cuts finest 
grassor 
toughest 
weeds 
— no 
spring or rivet pressure 
on blades. 

Blades forged, hard- 
ened and tempered and hollow 
ground. It is radically new—differ- 
ent, a sensational seller. 


Send us a dollar for a sample 


KEISER MFG. CO. 


For fifty years makers of quality 
grass, sheep, horse and hedge shears 


READING, PA., U.S.A. 
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miss a lot of the plot that now pro- 
ceeds to unfold. 

Now, like the regular critics and 
reviewers of plays and movies in 
the daily press, | am not going 
into all the interesting details of 
what happens to Jim and his “alter 
ego.” It is all very realistic and 
get this—wonderfully photograph- 
ed. First you see Jim’s old fash- 
ioned hardware store—(how we 
love them) and then move by 
move like a chrysalis changing 
into a butterfly the store develops 
into one of these modern hardware 
emporiums where it is so easy to 
see, to handle, and to buy. Every 
stage is acted out and talked out 
by Jim and his other self—his 
sub-conscious self. 

Too much praise cannot be 
passed to the experts who worked 
out this 25-minute movie. First, 
the tact and reserve in presenta- 
tion. Then the selection of the 
actors, the cast. They all looked 
their parts. Then the pictures of 
the hardware store in evolution. 
It was all hardware—no beauty 
parlor stuff, but it was hardware 
at its very best. 

So in the “finis”’—Jim has a 
wonderfully successful and attrac- 
tive hardware store. One feels the 
urge to trade in such a place. You 
are sorry it is over. You would 
like to see more of it. 

But, you have a grievance. What 
happened to the young fellow and 
Jim’s flying daughter. There surely 
should have been a wedding and 
the young man should go into the 
business with Jim. 

You can’t get everything in a 
picture but I thought there was 
just a little too much of Jim—we 
could have stood a little more of 
the young man in love with Jim’s 
daughter. While Jim developed 
and worked out good ideas in his 
store all of us “time scarred” 
veterans know how much we all 
owe to the ideas of others who 
have helped us along the way. Jim 
forgot to tell us about his clerks, 
his salesmen, and their part in the 
evolution—all of whom may have 
helped. But after all I am won- 
dering what did happen to that 
young couple. There’s still time 
to add them to the end of the pic- 
ture. I would like to have seen 
Jim at least, standing at the finish 
with his arms around his flying 


daughter and her fiancé. Just a 
smiling touch indicating what suc- 
cess is for and a “bless you, my 
children” kind of pose. 

But now to cut out sentimen- 
tality and get down to real tacks. 

Probably it would be careless of 
me to write all this and not make 
the statement that this moving, 
talking, hardware picture has been 
produced and sponsored by Rem- 
ington-Peters-DuPont. It will be 
shown at many wholesalers’ meet- 
ings and at many of the retail 
hardware conventions now in prog- 
ress. If interested write to The 
Remington Arms Co., Bridgeport, 
Conn., for further data. Reming- 
ton-Peters-DuPont have prepared 
a very well written and illustrated 
pamphlet “One Man Listens” that 
they will send free of charge to 
any hardware dealer and perhaps 
to any wholesaler or manufacturer 
upon application. 


The Last Word 

This movie and its implications 
—it is often just suggestive (I 
think that’s its charm), is really 
an example of the last word in in- 
dustrial teaching. It takes both 
money and brains to put over such 
a job but what appeals especially 
to me is the modesty and good 
taste with which this job has been 
done. 

I am sure the showing of this 
picture will do a lot of good. You 
may say some of the ideas ad- 
vanced are not new. Very true, 
but that is not the real point. The 
point is are the ideas sound. If 
they are and a retail merchant is 
not adopting them what is his 
alibi? As I watched the story un- 
fold again and again there came to 
my mind what a wise man said— 
“We need more to be reminded 
than to be instructed.” 

In conclusion let me say that 
this picture—so well done—indi- 
cates how teaching in the future 
will be done. I envisage the day 
wher our schools and colleges will 
use moving and sound pictures as 
much as books. 

But what did happen to that 
young flyer and the young fellow 
who couldn’t listen while she was 
doing all those stunts. One man 
may have listened but the other 
man was all eyes! 
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CAN OPENER 








Order No. 160-B.C. Vaughan’s Improved CAN OPENER 
COMBINATION ... BOTTLE OPENER... CORK SCREW 
... AND A NEW OPENER FOR ALL CANNED LIQUIDS! 
The only complete Can Opener Combination on the market, 
at a popular price. Packed on individual display cards. One 
dozen to the box. A fine seller. Send for prices. 


Vaughan's 


SAFETY ROLL JR. 
CAN OPENER 


No. 170-W. The only can opener 
that cuts the top out of 
SQUARE, round, or oval cans 
and leaves a safety rolled edge. 
Best seller. More than fifty mil- 
lion sold. Individually packed on 
three-color display card. Two 
dozen to the box. Order now. 


VAUGHAN NOVELTY MFG. CO. INC. 
3211-25 CARROLL AVE. CHICAGO, ILL. 

















ADJUSTABLE SURFACE HINGES 











Popular Hinges that 
your customers will like! 


HALF SURFACE DOOR HINGE 
For use on narrow casings, and 
in places where full hinge is not 
desirable. 





ADJUSTABLE SURFACE 
DCOR HINGE 


Tension can be quickly 
regulated after door is 
hung. In styles with or 
without ball tips. 


Ask your dealer, or 
write direct to 








THE CHAMPION HARDWARE CO. 
GENEVA, OHIO 
51 MURRAY STREET, NEW YORK, N. Y. 


























HERES THE BICCEST 
STORE EQUIPMENT 
yd 44:14!) 


VALUE EVER 


a= 





LOOK WHAT HELLER 
EQUIPMENT WILL DO 
FOR YOU— 

@ Increase Sales 

@ Beautify Your Store 
@ Attract Trade 

@ Properly Display Mer- 
chandise 


Free Store Plans—lIllustrated Literature— You owe it 


Catalogs. 
to yourself to find out how little Heller Store Equipment costs and 


how much good it will do you. It’s the best investment you can 
make. Heller Hardware Store Fixtures are the results of 50 years 
of consistent designing and manufacturing. Stores all over the 
world bespeak their quality and low prices. Write today for 
complete details. 


W. C. HELLER & COMPANY 


241 Bryant St. 330 Hudson St. 
Montpelier, Ohio New York City 





Now Reaby! New Catalog Featuring 





ouexchange FLUORESCENT UNITS 


for Kitchen and Other Rooms 


The number illustrated can be installed by the house- 
wife almost as easily as changing a bulb. This is true 
of all our numbers. No 
rewiring — ready for im- 
mediate installation. Pro- 
vides daylight brightness. Many 








$58.50 Profit for 
Dealers from M'nia- 


other beautiful designs all finished in ture Electric Fix- 

the new Luxlite Baked White ture Store 

Y > secha ). 

Enamel — for Kitchen, Bathroom, 90 nentatunes Peabines to 

Bedroom. Also for Stores and Of- Chrome, Ivory, Ivory Poly, 

fices. Be first to feature these mod- White Enamel and Por- 
celain — for Bedroom, 


ern, much-in-demand Fluorescent 
Fixtures. Our new catalog—just off 
the press—helps you get a flying 
start on these steady, profitable sales. 
Send TODAY for your FREE 
copy. 





Bathroom, Kitchen — all 
priced for quick resale! 
Also beautiful self-selling 
Display embellished with 
mirror. Ask your jobber 
about it, or write us men- 
tioning his name. 








Jobbers! Write at once for special prices and order sample for display. 


THE FRANKELITE CO. 


2623 E. 51st S#. 
Cleveland, Ohie 
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AA.mosr all your customers can 
use Acme Tack-Point Corrugated Fasteners— 
but often they need a reminder. This attrac- 
tive display carton of Acme Fasteners will 
act as a check for their woodworking needs. 
Acme Corrugated Fasteners can be used for 
making screens, cabinets, other wooden arti- 
cles, and for repairing furniture. Give this 
handy item a chance to work for you—you'll 
find it a profitable source of extra sales. 

Stronger joints on all kinds of wooden 
products are made easier, faster, with Acme 
Tack-Point Corrugated Fasteners. Long bev- 
eled points, sharp cutting edges penetrate but 
do not crush the wood fibers. The two pieces 
of wood are drawn closer together by the 
divergent feature. 


ACME TACK-POINT CORRUGATED 
FASTENERS 
PACKAGED IN 3 POPULAR SIZES 


/ \ 


In each package there are 50 fasteners of 





one size—% x 4, 4% x 5, % x 5—I12 boxes 
to a display carton. For larger demands, 
Acme Corrugated Fasteners are available in: 
standard cartons of 250, 500 and 1000 fasten- 
ers; 100 to a box, 10 boxes to a carton; and 
in 100-lb. kegs. 

A sample package. will help you determine 
their sales possibilities for you. Send for one. 
IF YOUR JOBBER CAN'T SUPPLY 
YOU, WRITE US DIRECT. 


ACME STEEL COMPANY 


General Offices: 2838 Archer Ave., Chicago, Ill. 
Branches and Sales Offices in Principal Cities 


MAIL THE COUPON 
FOR FREE SAMPLE BOX 





Acme Steel Company, | 
2838 Archer Ave., 
Chicago, Il. 

| 
Send me, without charge, a sample box of 
Acme Tack-Point Corrugated Fasteners. 


Name 


Address .. Jie eimbnhen | 








a re ééacse ae a E> | 
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Lyons Solves the Peddler Problem 


(Continued from page 43) 


with “companies” who often get 
them away from home only to 
leave them stranded, or who hope 
to put over shoddy goods through 
the prestige of local people of 
good reputation or by claiming to 
provide some part of the proceeds 
for a local charity, church or club 
that sorely needs funds. 

From one of the news stories on 
this plan we quote: “Some good 
rules to follow, according to Sec- 
retary Baker, are: ‘Never buy 
anything on a telephoned solicita- 
tion. Never buy from strangers. 
Ask every casual salesman at your 
home or place of business to show 
his blue card. If you find one 
working without such a card tell 
him to get one—then phone the 
Chamber of Commerce office and 
report your experience. Continued 
community cooperation such as 


this is bound to save thousands of 
dollars in the future as in the 
past.’” This is typical of the 
statements issued by Mr. Baker’s 
office with the emphasis placed on 
the consumers’ own protection 
rather than the too frequent ef- 
fort to talk about “trading at 
home,” or “supporting the local 
merchant” etc., although the actual 
cards do stress whether or not the 
card holder is judged “competitive 
with the loeal tax payer.” 

A group of other typical news 
stories and a sample of one paid 
advertisement are reproduced on 
page 43. These give a clear pic- 
ture of the appeal for local sup- 
port that is made in connection 
with the operation of the Lyons 
Plan. These are well worth your 
reading time. 


Modernization Brings Profits 
(Continued from page 45) 


sales, stimulated by the effective 
displays, aided in decreasing the 
inventory to a material degree. 
“Our merchandising policy now 
is to operate on a smaller, yet more 
salable and active inventory. This 
will enable us to always have new 
and fresh merchandise of interest 
to customers. We believe that the 
more new things the store can 
present to its customers the more 
they will want to shop there.” 
Both men and women find much 
to hold their attention in the panel 


door, ledge and table displays. 
This is very helpful during rush 
hours to keep customers occupied 
until a salesperson can serve them. 

A balcony at the rear of the 
store is used as a year “round toy 
department. This display and 
stock will be increased, for it is 
proving an_ excellent business 
builder. Birthdays are being re- 
corded of the children in the area 
so that promotion material can be 
placed in the hands of parents at 
opportune times. 


Law Favors Compromise 


F a business man has a claim 

against a customer or someone 
else and in the course of negotiations 
about it expresses a willingness to 
compromise by accepting less than 
the full amount of his claim, may 
that willingness be used against him 
if the negotiations fail and the mat- 
ter is finally brought before the 
courts? 

The Supreme Court of Washington 
says not. 

“An offer to compromise is not an 
admission of the invalidity of a 
claim,” says that court in a recent 


decision. “Compromises are fav- 
ored in the law, and the parties to 
a controversy who in good faith en- 
deavor to adjust the same should not 
be penalized by having their praise- 
worthy efforts later used against 
them to their detriment.” 

Many business men conduct all 
such negotiations and make all com- 
promise proposals under the specific 
condition of “without prejudice.” 
Those two words mean, in substance, 
that the compromise offers cannot be 
used against the offerer in subse- 
quent litigation. 
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EASIER 


TO SELL 





Because... they are the fastest skates in the world . . . 
as proved by actual speed tests. 

Because... they are guaranteed for 500 miles, or a full 
year of service . . . the most liberal skate 
guarantee in the world. 

Because... they enjoy the most enthusiastic customer 
acceptance imaginable . . . expert skaters, 
children and parents . . . all prefer them. 

Why not go after the profitable * ‘Speed King” roller skate 

business in your community? Write or wire today for the 

Hustler 1941 proposition. 











Only Hustler Offers ALL Of These 


1. Heavy hardened tread —for speed and mileage. 








FASTEST SKATES 7 
HUSTLER CORPORATION, STERLING, ILL. 





THE WORLD'S all GUARANTEED 





2. Hardened cone — easier running, longer lasting. 
3. Halves of wheel joined permanently by 4 rivets. 


4. Dust cap (with oil hole) keeps out dirt. 


5. Double rows of 9 hardened steel balls. 


FOR 500 MILES 
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DIRECTING 
MILLIONS 
TO BUY 
FROM THEIR 
HARDWARE 

DEALERS 


The advertisement shown to left 
as the first of a series to appear 
in the Saturday Evening Post 
beginning with the February 
22nd issue. Similar advertise- 


WELDWOOD PLASTIC RESIN — 
’ WATERPROOF 
’ STAIN-FREE 
Wa) \ai21)-)-.0le)7 
/ TREMENDOUSLY 
STRONG 


ments are already appearing in 
Popular Science Monthly, Pop- 
ular Mechanics, Popular Home- 
craft, Science and Mechanics, 
Mechanix Illustrated, and a 
list of Boating, Building, Wood- 
working magazines. Advertis- 
ing in other national magazines 
pron - will start prior to the Spring 
nePRRD aimless edna ERAN “Hardware Open House.”’ 


UNITED STATES PLYWOOD CORP 





WELDWOOD GLUE sales, through dealers 
in all parts of the country prove that this, the 
original PLASTIC glue i is taking hold. 

The public, the artisan, the hobbyist all want 
a Quick-mixing, Strong, Waterproof and Stain- 
free Glue that neither age, weather nor steam 
heat will deteriorate. : 

Therefore we're going to tell America’s 
millions that WELDWOOD Plastic Resin 
WATERPROOF GLUE is on sale at your store. 


Display WELDWOOD for bigger glue sales. 
ORDER THRU YOUR JOBBER 


Write for full particulars on FREE dealer helps. 
e 
UNITED STATES PLYWOOD CORP. 
World’s Largest Manufacturer and Distributor of Plywood 


616 West 46th Street New York, N. Y. 





ELDWAUD 


 PRASTIC RESIN 


RPO F GEIS 
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National Hardware 


Open 


House 


(Continued from page 94) 





The new No. 101 


beaver tail forearm; “non-slip” rub- 
ber buttplate; equipped with Rocky 
Mountain type rear sight and par- 
tridge front sight; positive thumb- 
controlled safety; removable bolt 
for quick cleaning; flush take-down 
screw, chrome-plated bolt assembly 
and trigger. Overall length 42% in., 
weight about five pounds. Marlin 
will also have available an Open 
House sticker, special jobber’s cata- 
log sheet, and giant tag to be at- 
tached to the trigger guard of the 
gun. 


The Collins Co., 
Collinsville, Conn. 


Suggests its special unit which 
consists of a display box in which 
is packed one Collins camp axe, 
one “Red Seal” half hatchet and one 
“Expert” carpenter’s hatchet. This 
display box is packed in a carton 
with two other boxes, one of which 
contains % doz “Red Seal’ half 
hatchets and the other 14 doz. camp 





The Collins special unit. 


axes and 4 doz. “Expert” carpen- 
ter’s hatchets, making a total of 15 
pieces. 


W. D. Allen Mfg. Co., 
Chicago, Il. 


For Open House, offers the No. 
NHOH special revolving lawn sprin- 
kler. Polished brass revolving head 
is said to give an even distribution 
covering an area from 25 to 40 ft. 
in diameter, depending upon the 
water pressure. Base is 514 by 6 in. 
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rifle for Open House. 


and is finished in baked-on black 
enamel. Three-quarter-inch solid 





The lawn sprinkler special. 


hose connection. Each sprinkler is 
packed in a box, 12 to a carton. 


Union Steel Products Co., 
Albion, Mich. 


For Open House, suggests its 
“Hi-Lo” picnic stoves and carrying 


cases. The stoves are available in 
two sizes: a small size which retails 
from around $1.00 to $1.25 with a 
top surface 94 by 14 in., and a 
large size which retails from around 
$1.89 to $2.50 with a top surface 
114% by 18 in. The small stove 
weighs 7 lb. and the large one, 9 
Ib. The carrying case, furnished 





Union Steel Products’ “Hi-Lo” 
picnic stove. 


with each stove without extra cost. 
has handles on one end, an overall 
woodgrain finish, and an illustration 
on each side showing how the stove 





Additional Wholesalers Who Will 
Participate in Open House 


(Continued from page 51) 


C. D. Franke Co., Inc., Charles- 
ton, S. C. 

Glasgow-Allison Co., Charlotte, 
WN. C. 

Herzog Supply Co., Kingston, 
N. Y. 


Hoffman Hardware Co., Los An- 
geles, Calif. 

Hunt & Mottet Co., Tacoma, 
Washington 

Charles Ilfeld Co., Albuquerque, 
New Mexico 

Janney-Semple, Hill & Co., Min- 
neapolis, Minn. 

Jennison Hdwe. Co., Bay City, 
Mich. 

Keith - Simmons Hdwe. Co., 
Nashville, Tenn. 

Knight & Wall Co., Tampa, Fla. 

Lee Hardware Co., Salina, Kan- 
sas 

May Hardware Co., Washington, 
Zc &. 

Odell Hdwe. Co., Greensboro, 
ms ¢. 


Paxton & Gallagher Co., Omaha, 
Neb. 


Peden Iron & Steel Co., Hous- 
ton, Texas 

I. W. Phillips & Co., Tampa, Fla. 

Railey-Milam, Inc., Miami, Fla. 

Richards & Conover Hdwe. Co., 
Kansas City, Mo. 

Roberts Hardware Co., Inc., 
Utica, N. Y. 

Rogers & Baldwin Hdwe. Co., 
Springfield, Mo. 

The Smith Bros. Hdwe. Co., 
Columbus, Ohio 

Charles J. Smith & Co., Jersey 
City, N. J. 

J. J. Stangel Hdwe. Co., Manito- 
woc, Wisconsin 

Strevell-Paterson Hdwe. Co., Salt 
Lake City, Utah 

The Volke Company, Baltimore, 
Md. 

Western Metal Supply Co., San 
Diego, Calif. 

L. S. Winne & Co., Kingston, 
N. Y. 

Wisco Hdwe. Co., Madison, Wis- 


consin 
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SOLID SHANK SHOVELS 
All Grades Now Heat heated 


Every Solid Shank Shovel made by “Ames” 





BRANDS is now heat treated. Whatever the grade or “AMES” PRODUCTS 
HUSKY brand, this heat treatment adds to the SHOVELS... SPADES... SCOOPS 

BRONCO : FORKS...HOES...RAKES 
PONY toughness of these famous shovels which POST HOLE DIGGERS 
COLT are made from one bar of steel. AGRICULTURAL HANDLES 


AMES BALDWIN WYOMING CO. 


PARKERSBURG, W. VA. © NORTH EASTON, MASS. 





















FRICTION. MODERN CASTERS FOR MODERN HOMES 
LESS 66 CME” Ball Bearing Casters are modern, streamlined 
a casters which roll along on ball bearings on floors, 
rugs or carpets. A demonstration quickly sells a set of 
a. “ACMES” and one set sells another. Just roll an “ACME” 
. on the counter and a sale is made. 
QUIET, 
SMOOTH 
ACTION 
a 
A 
PROFITABLE 
ITEM 
® 
STURDY 
CONSTRUC.- 
TION 
© 
NEEDED IN 
EVERY HOME 
* 
ROLL IN ANY 
DIRECTION 
® 
BALL 
apy Increase your caster business and profits 
SPECIALISTS with “ACME” Ball Bearing Casters. 
” Tue ScHAtz MANUFACTURING Co. 
POUGHKEEPSIE, N. Y. 
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DIETZ 


STREAMLINE 


LANTERNS 


GIVE 
BRIGHT 
LIGHT 


without 
Diminishment 


A DIETZ LANTERN can be 
depended upon in wind or 
rain — powerful and steady 
light that brightly beams in 
clear or murky weather. 


Economical too — one quart 
of kerosene burns two days 
and two nights. Stock DIETZ 
LANTERNS for every need 
and emergency. 


yViars 


LANTERNS 





Le E. DIETZ COMPANY 
Law NEW YORK =aisae 


Output Distributed Through the 
Jobbing Trade Exclusively 
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is set up and used. Case is designed 
‘o that it can be used as part of a 
window or counter display. The 





Iver Johnson’s Arms 
& Cycle Works, 
Fitchburg, Mass. 


Advises, that while it is not of.- 
fering any special Open House mer- 


company is also furnishing sales 


helps, tying in with Open House, 
upon request. 


Iver Johnson 
single barrelled 
shotgun for 
Open House. 


chandise, it will do its best to take 
care of dealers’ orders sent in 
through wholesalers. Of interest to 
the trade is its “Champion” single 
barrel shotgun, behind which the 
company is putting its full factory 
strength. 





Utica Cutlery Co., 
Utica, N. Y. 


Is offering its “Kutmaster” 
cleaver set for Open House as spe- 


cial to retail for 99 cents. Included 





Utica Cutlery Co. 
cleaver set 
offered as an 
Open House 
special. 


with each set is a special Open 
House poster. 


When Is Rent Payable? 


F a business man does not pay his 
i] rent, he may be dispossessed and 
subjected to all the other penalties 
that the lease provides for. Under 
some leases he may lose his right to 
continue in the building if he is one 
day late in paying his rent. 

So it’s important to know the ex- 
act day on which rent is payable. 
If the lease says that the rent shall 
be paid “promptly on the first of 
each month,” does that mean that 
the September rent is to be paid on 
October first or that the October rent 
is payable in advance on that date? 

“Such a provision for payment,” 
says the Court of Appeal of Loui- 
siana, “refers to the first day of the 
month for which the rent is due.” 

In this case the tenant urged that 


the rent was not strictly due in ad- 
vance on the first of each month, be- 
cause he had actually been paying 
the rent after the first of the month 
and at irregular intervals. 

“The fact,” said the court, “that 
the rent payments made at irregular 
times were accepted by the landlord 
does not aid the tenant. At no time 
did the landlord agree to the ir- 
regularity of payment as practiced 
by the tenant.” 

Failure to pay the rent strictly in 
accordance with the terms of the 
lease is an invitation to the landlord 
to crack down and take possession 
of the building. That’s a special 
hazard for a business man who has a 
low rental lease for a long term in a 
district where the rents are rising. 
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WORM EOR 
FOXNC3C44 Lan AMERICA'S 


NEWEST SCREEN DOOR CLOSER 


CONSIDER THESE SUPERIOR FEATURES 


% Parts of Brass and Steel 

% Flattened Wire Spring for Greater 
Strength 

% Spring Cover Quickly Removed and Re- 
placed without Distortion 

% Easily Accessible Adjusting Screw 

% Replaceable Brass Bushing Guides Rod 

* a Maroon Finish — Sprayed 

n 


Traditional Norton quality and far-reaching advancements 
in engineering and design are combined in this latest im- 
provement in screen door closers. For safety, convenience 
and efficiency, the Norton 44 is unexcelled in the control 
of screen and combination doors... . Closes doors quickly, 
quietly and surely with no slam. Made entirely of brass 
and steel, this screen door closer is built “to last” by 
the world’s oldest and largest exclusive manufacturer of 
door controlling devices. Norton No. 44 may be installed 
on either the hinge or opposite the hinge side of the door, 
right or left hand, and comes packed in individual cartons 
with full instructions for installing. Retails at $2.00. 


NORTON 
NO. 04 
SCREEN 
DOOR 
CLOSER 


Model No. 04 is highly recommended when a lower priced 
closer is desired. Because fewer parts are required in the 
simplified construction of the No. 04, it can be sold at an 
extremely low price, considering performance and quality. 
It embodies the high quality materials and precision work- 
manship characteristic of all Norton Closers. No. 04 is 
installed on opposite the hinge side only, right or left hand, 
and comes packed in individual cartons with full instruc- 
tions for applying. Retails at $1.25. 


Consult Your Jobber or Write to 


NORTON DOOR CLOSER CO. 


Division of the Yale & Towne Mfg. Company 


2900 N. Western Ave. Chicago, Ill. 
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North Coast Stresses 
Store Modernization 


TORE modernization with em- 
phasis on planning to meet the 


business expansion expected in the 
retail hardware business was the 
keynote of the 1941 convention of 
the North Coast Hardware and Im- 
plement Dealers Association held in 
Seattle at the New Washington Hotel 
January 22-24. This modernization 
will include not only more effective 
display methods, lighting and store 
design but a more diversified stock. 
Some stores are already expanding 
and in addition to including draper- 
ies, white goods, furniture, musical 
instruments and household ware are 
even operating lunch counters. 
Members from Western Washing- 
ton and Oregon listened to speakers 
who told of the increase in business 
which is coming because of the gov- 
ernment’s defense program. In fact 
this upward trend is already felt 
strongly in the Pacific Northwest 
because of the defense industries lo- 
cated in that area. The dealers were 
urged to buy conservatively but to 


anticipate business activity well in 
advance of their needs. 

George W. Green, Long Beach, 
Cal., president of the National Re- 
tail Hardware Association, was the 
principal speaker at the evening 
banquet session. He spoke on “The 
Hardware Business Outlook for 
1941.” Mr. Green said, “There is a 
future—and a great one—in the re- 
tail hardware business for the ‘doer’. 
In other words, the independent re- 
tailer who aggressively promotes his 
business using the latest merchan- 
dising methods will succeed while 
the ‘sniffer’, the fellow who is always 
talking about what’s wrong with 
business, will be left behind.” 

W. Walter Williams, Seattle, 
president of Continental, Inc., and 
past president of the Seattle Cham- 
ber of Commerce. was the other 
banquet speaker. His topic was 
“The National Tempo” in which he 
gave observations made on a trip to 
Eastern financial and national de- 
fense centers, 
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At the afternoon session Arnett C. 
Kammeier, Indianapolis, Ind., head 
of the store planning department of 
the National Retail Hardware Asso- 
ciation spoke on store modernization 
and advocated that the retailers 
adopt the use of up-to-the-minute 
methods in window display and store 
planning. 





HENRY PETERSON 
President 


Ted Bakeman, Seattle, illuminat- 
ing engineer, Puget Sound Power & 
Light Company, supported Mr. Kam- 
meier’s argument by giving detailed 
information on the part proper illu- 
mination plays in sales increase. Mr. 
Bakeman explained the modern 
types of illumination. 

At the luncheon meeting Charles 
S. Wills, vice-president Ernst Hard- 
ware Company, Seattle, spoke on 
“Practical Patriotism in Business” 
and Dr. L. Wendell Fifield, pastor 
of Plymouth Congregational Church, 
Seattle, asked the members, “What’s 
the Matter with Business?” 

No business was transacted at this 
convention with the exception of the 
election of officers for the new year. 
Henry F. Peterson, Seattle, was 
elected president, with D. B. Chown, 
Portland, retiring president and Hi- 
ram Groves, Lebanon, Ore., seated 
as vice-presidents. D. D. Stewart, 
Seattle, was re-elected secretary- 
treasurer. 

New directors named to the board 
from Washington were: W. P. Sny- 
der, Arlington; C. W. Musser, Mount 
Vernon; Ernest R. Whitmore, Buck- 
ley; Fred Linn, Chehalis; Guy Ben- 
nett, Vancouver; J. B. Feist, Taco- 
ma, C. G. Jennings, Tacoma, and 
E. L. Mendenhall, Portland, Ore. 

Carry-over directors are: Arthur 
E. Quackenbush, Eugene, Ore,; G. 
B. McNair. Bandon, Ore.; Mr. 
Groves, C. C. Faber, Seattle; Mr. 
Peterson. and A. C. Carrigan, Se- 
attle. 
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TREES ond SHRUBS = 






As a sales outlet for garden supplies 
and commercial fertilizers . . . natur- 
ally, you want to keep posted on 
“what's what’. Find out about MIL- 
ORGANITE. Send for a free sample. 
See for yourself how clean and dust- 
free it is. . . how easy it is to apply 
this free-flowing, granular fertilizer 
that doesn’t rot bags nor cake or de- 
teriorate in storage. Use the sample 
on potted plants in your home... 
and watch them grow! 
wa) For double satisfaction (profit for 
say) <-he : yourself and excellent results for the 
a customer) .. . SELL MILORGANITE! 
PACKED IN 25-. Send for the sample today! 


50- AND It THE SEWERAGE COMMISSION 
100-Ib Dept. H-26 Milwaukee, Wisconsin 
SIF T-PROOF BAGS 


“MILORGANIZE” 



























for DOUBLE SATISFACTION 








For cutting smooth - walled, flat-bottomed holes, for scalloping, 
scroll and veneer work, pattern making, for boring at angles, 
through knots and twisted grain recommend FORSTNER AUGER 
BITS to your customers. Note how a circular rim, instead of 
a center spur, guides the bit— permits operation in any direct- 
ion with the entire cutting surface at work all the time. Forstner 
Bits are made from fine tool steel, tempered to hold a keen cut- 
ting edge. They operate freely 
and will not clog with chips. In- 
clude these handy, all-purpose 
boring tools in your line for pro- 
fitable selling. Order through 
your jobber. 


Forstner Auger Bits are available in the 
following sizes: For machine boring, 
4%" to 114” by sixteenths; 112“ to 3” 
by eighths. For hand boring, 4" to 
114” by sixteenths. Sold singly or in 
sets of 9, 11 or 17 bits each. 


ee 
She PROGRESSIVE MFC CO 


TORRINGTON mom wm EC TItCudl 





1941 





FEBRUARY 6, 


































NEW...THE JUNIOR MODEL No. 200 


&7/ 
S old Away 
BASKET wn Gay-HuE colors 


Here is the latest model of America's modern basket... priced 
so you can make it a $1.00 seller! It folds compactly to 1'/," 
thickness for convenient storage and easy carrying (an ex- 
clusive Fold-Away feature); fits in a cabinet drawer; can be 
tucked under the arm like a handbag. Is light in weight, has 
metal bottom and handle, duck sidewalls. Open size: 11" 
wide, 17!/." long, 43%4" deep. You will find it a profitable, 
year-round item to feature for shopping, utility, picnic use. 
Write today for details. 


SHAMROCK Gold-Auay BASKET CO. 


MAODISO . INDIANA 














ACCURACY 


WARNED 


WARNER'S NEWER 
BETTER 


Warner Line Chalking Reel 
No. 133 An improved line chalker, 
easy to open to refill with chalk. Reel 
positively centered because shaft 
passes through both sides of case. 


Supplied with 50 feet of line, chalk in 
case, hook and pin point. 
, 











Floor Scraper 
with a 
Real “Bite” 


No. 809 The curved blade is double edged and reversible, 
also adjustable so that as wear takes place it can be moved 
forward by merely loosening the screw holding the reinforc- 
ing plate. It is a rigidly compact, non-skidding, fast-cutting 
tool with handles that provide a full comfortable grip. Made 
in 3 sizes: 1 x 6 in., 1% x 8 in., 2% x 10 in. 


——=—Opens ina The WARNER SAFETY 
Razor Blade 
SCRAPER 


Carry it in your pocket 
without danger. When the 
blade is needed a light 
push with the thumb in- 
stantly unlocks and puts 
it in working position. No 
screws or nuts to loosen or 
tighten. Blade may be re- 
placed in a jiffy. 


WARNER MFG. CO., 801 16th Ave., $. E. Minneapolis, Minn. 
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New and Improved Merchandise—Display Helps—Sales Literature. — 


Electric Flour Sifter 
Automatic Coffee Maker 


This electric sifter operates by button 
on top of handle, single action is said to 
be equal to three ordinary siftings be- 








cause flour is aerated when passing 
through slots in cone shaped dics, again 
when tossed up from sieve by vibration, 
and a third time when flour drops 
through sieve. Operates with one hand. 
To retail at $1.95. When water boils in 
upper glass container a_ thermostatic 
timing device automatically shuts off 
current and permits water to come 
through coffee grounds at proper speed 
and temperature. Timing control per- 
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mits water to remain in contact with 
coffee grounds only long enough to re- 
move essential oils. Said to make 
finished coffee in about half the time 
ordinarily required and makers claim 
saving one-third coffee. Comes in both 
heat resisting all glass model and in 
Hall Vitrified China lower pot. Six 
cup size retails at $6.95; eight cup size, 
$7.95. Made by the Miracle Products, 
Inc., 36 S. State Street, Chicago. 


Chest Radio 


This “Sentinel” chest radio, Model 
233Q, list price, $24.95, complete with 
batteries, is a four tube superhetero- 
dyne, equipped with built-in loop aerial, 
full automatic volume control, lid oper- 
ated on-off switch and _ self-contained 


Griswold Pre-Seasoned Line 
The Griswold Mfg. Co., Erie, Pa., has 


announced a preseasoned skillet, grid- 
dle, and dutch oven. These items are 
preseasoned by being preheated, tem- 
pered and greased so that they are 





battery kit. Case is of grained solid 
walnut wood, in streamlined design. 
No wires to connect. Tunes 535 to 1600 





kilocycles. Dimensions, 94% by 4% by 
5 in. Electrical Research Laboratories, 
Inc., Evanston, Til. 


The greasing 
process is said to treat every pore of the 
iron. The No. 8 skillet is being offered 
at a special introductory price. “Clean- 


ready for instant use. 


Easy” cover on dutch oven is_ inter- 
changeable with skillet. 
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Nut Container-Chopper- 
Dispenser 


Designed on a new operating principle, 
nut meat  container-chopper-dispenser 
introdueed to the trade by Federal Tool 





Corp., 412 N. Leavitt St., Chicago, IIl., 
is a container for whole nut meats be- 
cause a tight-fitting cover keeps them 
fresh in the jar. Then, in use, it be- 
comes both chopper and dispenser by 
the process of removing cover, inverting 
jar, and turning handle. This action is 
said to chop the nut meats and dispense 
them at the same time. Item is all-steel 
construction, fully nickel-plated; has 
red wooden handle and red cover; 
stands 6 in. high. Jar is of crystal glass 
pattern, 14-0z. size. Retail price, 25 
cents. 





Low-Priced Pruner 


This new long handled pruner in the 
low-price field is constructed for gen- 








<== 


FEBRUARY 6, 1941 


Window Trims—New Packages—New Colors—Catalogs 


eral purpose light duty pruning. Known 
as the No. 15 “Flint Edge,” it features 
hardened, tempered tool steel cutting 
parts and smoothly finished ash handles 
with bright red steel ferrules. Suggested 
retail selling price, $1.00 each. Seymour 
Smith & Son, Inc., Oakville, Conn. 


“E-Z Seal” Pressure Cooker 


Made of new special stain-resisting 
aluminum alloy this streamlined “E-Z 
Seal” cooker, instead of lugs, bolts and 
bands has only a single easy-to-read 
gage set at an eye line angle and a 
combination safety and release valve. 
Two cool -“Bakelite” and hardwood 
handles, molded to the lines of the 
cooker are the only objects which must 
be touched by the hands. A slight 
thumb pressure on these is said to give 
a quick, sure seal or release the cover 





when the cooking is finished. Another 
safety feature is that the cover can- 
not be removed until the steam pres- 
sure has subsided. The new “E-Z Seal” 
design has reduced the height of this 
pressure cooker, eliminating waste 
space. Canning is also said to be 
speeded up by this streamlining as the 
capacity of the cooker is increased 
nearly one-third over the old models. 
National Pressure Cooker Co., Eau 
Claire, Wis. 








Reflecting Numerals, Letters 


Nu-Lume reflecting - type house 
numbers and letters are manufactured 
from a specially prepared and specially 





REFLECTING NUMBERS 
FOR YOUR HOME 
ILLUMINATES FROM LiG: 
FLASHLIGHTS, AUTOS OR STREET canes 











finished non-ferrous white metal, the 
surface of which is finished with a mul- 
tiplicity of depressions which is said to 
cause great reflection at’ night (illum- 
inated from flashlights, auto headlights, 
street lamps, etc.) and also to provide 
unusual attractive visibility in day time. 
Free stock display case is furnished 
with initial assortment. Macklanburg- 
Duncan Co., Oklahoma City, Okla. 


Adhesive Rubber Stair Treads 


The Buxbaum Co., Canton, Ohio, is 
introducing a new, adhesive curved rub- 
ber stair tread. These treads through 
designed along conventional lines have 
an adhesive under-surface which, when 
stripped of its protective covering, is 
easily applied to any type of stair sur- 
face. These treads are furnished in 
either maroon or black colors and in a 
variety of weights. 
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“Tidy House” Products 


The “Tidy House” line of household 
cleansing products includes a cleansing 
powder for porcelain, tile, pots, and 


tp, NITARY 
“WL FLUS 


pans, which is said to cut grease; a fur- 
niture polish which is said to produce 
without rubbing and 
which will not collect dust nor finger- 
prints; a sanitary bow! flush, fragrantly 
scented; a liquid silver polish; a self- 
polishing wax which is said to protect 
floors with a glass-like polish; a paste 
for those who prefer to use this igstead 
of the self-polishing wax; 
cleaner which is used without water and 


a glossy finish 


a window 





which is sprayed on and wiped off, and 
a painted surface cleaner for cleaning 
painted walls and woodwork, floors, 
venetian blinds, parchment lamp shades. 
Free merchandise is included with an 
assortment of “Tidy House” products 
and a $50 minimum assortment includes 


a free display stand. Suggested retail 
prices range from 15 cents to $1.79. 
Tidy House Products Co., 11th and High 
Sts., Des Moines, Iowa. 


Electric Revolving Table 


“Roto-Sho”—revelving display table 
is all-steel 16 gage, operated on 110 
volts, AC only. Operation cost is said 
to be % cent per day. Consumes 11 
watts. Sixteen-inch table is standard 
equipment. Handles a 150 lb. balanced 
load or 200 lb. centered load. Attrac- 
tive black enamel finish. Turns at rate 
of three revolutions per minute. Height 
overall is 544 in. Turntable base is 
35/16 in. by 8 sq. in. List price, $8.95 





complete with 16-in. table. Other sizes 
available. Deluxe model, polished 
chromium finish, $5.00 extra. Klarion 
Merchandising Corp., 17 W. 45th St., 
New York City. 








AREY Products... 


68 years of manufacturing experience . 









nationally known and advertised | |. backed by 


.. are preferred because of their 


high quality and dependability. Their ready acceptance assures quick 
sales and extra profits for YOU. Order from nearest CAREY Branch or 


write Dept. 66. 


ASBESTOS 
PAPER 


Plain and Cor- 
rugated 
— weights and 
thicknesses for 
every requirement. 


THE PHILIP CAREY C 


ependable Pr 
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ASBESTOS 
MILLBOARD 


Uniform standard 
sheets, 42” x 48”. 
Two grades—me- 
dium and 
extra hard. 







AND WICK 
PACKING 


oducts Since 







‘ Wick Packing — 
%- and 1-lb. balls. Packed in 50-lb. cases. 
Rope Packing — 25- and 

50-lb. reels. s 


FURNACE CEMENT 


No. 20 Furnace Cement is 
a wet plastic, refractory ce- 
ment ready for use. Fur- 
nished in 1-5-10-50-100-Ib. 
cans. 





OMPANY « Lockland, Cincinnati, Ohio 





1873 





IN CANADA: THE PHILIP CAREY COMPANY, LID. Office and Factory: LENNOXVILLE, P_Q 














Reflecting Signs 

“Lite Ray” reflectors for house num- 
bers, name plates and yard standards 
and curb markers. 


Numerals or letters 








are placed against a black background 
and can easily be seen by pedestrian or 
motorist. At night, each light ray is 
picked up by the diamond-like reflec- 
tors to make the numerals or letters 
stand out. They are rust-proofed 
throughout. Name plates reflect from 
one or both sides as are the standards 
which have a metal rod attached so that 
they may be driven into the ground. 
Further details available from the U. S. 
Lite-Ray Co., Dayton, Ohio. 





Milapaco Display Rack 


This new display rack for counter dis- 
play of “Milapaco” paper doilies and 
placemats is handsomely finished in 
lavender and chrome yellow (the color 
scheme used on “Milapaco’s” new 
“Pure-Pane” pack). It is designed to 
hold the “Milapaco” 5, 6, 8, 10 and 12- 
in. doilies, and the 10 by 14 in. place 
mats. Each division or compartment 
holds eight of the “Pure-Pane” packs, 








which are now available in a number 
of different patterns. Unit requires only 
8% by 6% in. of counter area. For 
additional information on this new item, 
address Milwaukee Lace Paper Co., 13 
Meinocke Ave., Milwaukee. 
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DeLuxe Electric “Kitchenette” 





This “Pullman Kitchenette” combines 
a nine-cup coffee brewer, a two-slice 
toaster, and a quart double boiler with 
a heating unit in a space of 7 by 20 
ins. The heating unit has triple-plated 
chrome finish; is supported by “Bake- 
lite” legs; has two carrying handles, 
four electrical switches, and is guaran- 
teed against all mechanical defects. 
The double boiler has “Bakelite” 
handles, stainless steel bands and plati- 


num band decorations. Coffee brewer 
and stainless steel cover and band, 
“Bakelite” handle, sanitary filters, and 
spring tension filter holder. The toaster 
toasts two slices of bread at the same 
time, no turning; has convenient “Bake- 
lite” lever for finished toast; manual 
pop-up convenience; toggle switch con- 
trol. List price of ensemble is $19.95. 
Sheridan Electro Corp., 3241 S. State 
St., Chicago, IIl. 











Semi-Paste Finish Remover 


“Strypeeze,” a semi-paste. for remov- 
ing “Bakelite” and synthetic resin 
types of finish as well as paint, varnish, 
enamel, shellac and lacquer, has been 
announced by The Savogran Company, 
India Wharf, Boston, Mass. This re- 
mover in semi-paste form is flowed on 
with a brush. Maker states a wax-free 
anti-evaporant film forms on top, keep- 
ing the remover in place even on up- 








right or overhead surfaces, driving the 
solvents into the finish and keeping the 
remover wet for hours. “Strypeeze” 
contains no benzol, no acid, no caustic, 
no wax. It is stated that this solvent 
usually removes all coats to the bare 
wood, metal or plaster, with one appli- 
cation, and that it is harmless to the 
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surface stripped, the hands and the 
clothing. A gallon is said to strips ap- 
proximately 200 sq. ft. of surface. 


Cheesecloth Display Carton 
Chicopee Sales Corp., 40 Worth St., 
New York City, announces a new com- 
pact counter dispensing unit for its 
cheesecloth packages. These colorful 





containers hold 12 packages and are 
supplied with either the bleached 
cheesecloth or with the unbleached 
utility cloth. 












Industry’s 
Fighting 
Turrets 


lip a drill, or reamer, or tap, or counter- 
bore into a turret lathe, and you've got 
some of the best ammunition available to build 


our bulwarks of defense. 


Knowing that the efficiency of the might- 
iest machine depends upon the tool at its 
workhead, there is built into Morse Tools the 
quality that insures maximum production. 
MORSE TWIST DRILL & MACHINE CO., 


New Bedford, Massachusetts, U. S. A. 





Keys To High 


Production 
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Bassick 


CASTERS 


= DM OND OAR RE HAL 


The Full Floating 


Ball-Bearing 
Household 





and the 
BASSICK DISPLAY BLOCK 
the easy, practical way 
to sell more casters 





oe, 


[ WRITE FOR BOOKLET 
| “HOW TO SELL CASTERS” 


THE BASSICK COMPANY 


Bridgeport Connecticut 
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Shapleigh Window Trim Set 
And Spring Thrift Catalog 


The Shapleigh Hdwe. Co., St. Louis, 
Mo., is offering five complete window 
trims for spring merchandise—lawn and 
garden supplies; housewares, clean up, 
paint-up, fix up goods; sporting goods 
and fishing tackle, and dairy and poul- 
try supplies, all built around one basic 
background unit. The set also includes 
show cards, price cards, and decorative 
floor paper. Dealer cost is $10.95 per 


Thermometer Assortment 


The Taylor display for household 
thermometers includes a six-color litho- 
graphed display and consists of 22 in- 
door and outdoor thermometers in six 





different styles, ranging from 25 cents 
to $1.00 each. Descriptive pamphlets 





set. The company has also prepared a 
24-page, two-color catalog containing 
home, garden, shop and farm needs. 
This catalog is intended for distribution 
by dealers to their customers and pros- 
pects. Designed to serve as a hardware 
buying guide for consumers all through 
the spring season, this catalog costs 
dealers $8.95 per thousand, imprinted 
with name and address. 


for statements or counter use are also 
available. Specify No. 5184 when order- 
ing. Taylor Instrument Companies, 


Rochester, N. Y. 


“Phantom Doorman” 

The Yale & Towne Mfg. Co., Stam- 
ford, Conn., is making available a 
brochure describing in detail its elec- 
tric - eye - controlled automatic door 
opener-closer known as “The Phantom 
Doorman.” It shows this device applied 
to entrance doors of stores, theatres, 
banks, office buildings, and showrooms 
as well as in hotels, restaurants, night 
clubs, hospitals, and similar institu- 
tions. 
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Rose and Grape Shears 


’ The “True Temper” rose and grape 
shears is now offered to the trade, 
packed one-dozen on a_self-merchan- 


¢ 4. eR Me sat ARS 
ROSE one een 





dising, substantial counter display 
stand. This tool is 6 in. in length 
overall, drop forged in one piece from 
the finest tool steel, with heat treated 
and carefully tempered blades ground 
sharp. Shears retail at 75 cents each, 
with the regular discounts to the trade. 
It is packed 12 shears to the display, 
without extra charge. The American 
Fork & Hoe Co., Keith Bldg., Cleve- 
land, Ohio. 


One-Prong Weeder 


No. 19B “Bushnell” brand weeder is 
said to be excellent for flowers. It is 
packed 12 in an attractive display car- 





ton, weight per dozen, 4-1/3 lbs. Also 
made in another model, with a 4ft. 
handle, known as the No. 59B cultiva- 
tor. C. S. Norcross & Sons, Bushnell, 
Ind. 


Mazda Fluorescent Lamps 


Three new Mazda fluorescent Jamps 
rated at 100, 15, and 14 watts, respec- 
tively have been announced by the 
General Electric Co., Nela Park, Cleve- 
land, Ohio. The 100-watt Mazda F 
lamp is said to produce a daylight qual- 
ity of light and is otherwise similar 
to the 100-watt, 60 in. T17 white G-E 
Its approximate lumens are given as 
Mazda F lamp announced in November. 
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3350 and its list price is $3.50. The 
15-watt produces a soft white light. It 
is 18 in. in length, comes in a T12 bulb 
and is rated approximately 435 lumens 
and has a $1.20 list price. The 14-watt 
produces a daylight quality of light. It 
is 15 in. long, comes in a T12 bulb and 
is rated at approximately 370 lumens 
and retails for $1.20. 


Steel Wool Package 


The American Steel Wool Mfg. Co., 
Inc., 42 Orchard St., Long Island City, 
New York City, is introducing a new, 
improved 5-cent household style pack- 
age of “American” steel wool. This 
package has a “Cellophane” front and 
contains six rolls of steel wool. This 
new 5-cent item comes in only fine, 
medium, and coarse grades, with the 








fine and medium grades the best sellers 
for household purpose, manufacturer 
states. The new packages is conven- 
iently packed two dozen in a shipping 
case. 


| 
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WATCH FOR OPEN 
HOUSE SPECIAL 


Three of these sensational 
new blades will be in- 
cluded with a handy "Tiny 
Tim" metal cutting saw in 
Clemson's record-break- 


—a 50¢ value to retail at 
29¢. 


STAR Blades are manufactured in Hand & 
Power, Tungsten & ““Moly’”—also in super duty 
High Speed Steel. STAR Hand Blades are 
packed in modern metal boxes. 


Ironing Board Finish 
The Rich Ladder & Mfg. Co., Cin- 


cinnati, Ohie, has announced a new 
finish for its ironing board tables which 





is said to make the tables impervious 
to steam; prevent warping; to keep 
the board cool and to prevent the iron 
heat from dissipating. 


Shower Curtain Holder 


Rubber suction cup holder grips 
bath-tub tightly while metal clasp holds 
shower curtain snugly against bath-tub 
to prevent loose curtains and resultant 
wet floors. Set of three holders on 
attractive display card. Suggested retail 
selling price, 10 cents per set. Keystone 
Brass & Rubber Co., Inc., Philadelphia, 
Pa. 








(WU & PATENT WO. ETERS 


@ This new blade is making profit news in hard- 
ware stores throughout the country. Customers 
like this STAR Unbreakable Special Flexible, the 
fastest cutting, longest lasting flexible blade they 
can buy. They are finding that its teeth will not 
strip, that they cannot break it in use in a frame. 
They like the ease with which'they can identify it 
—by the large clear markings superimposed on 
its all-over (patented) green metallic finish. No 
fear of substitutes, for only the all-over green 
ing Open House Special blade is a STAR Tungsten Blade. Keep it on dis- 
play for swift, sure profits. 





CLEMSON BROS., INC. 


Middletown, N. Y. 
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VLCHEK 


COLD CHISEL 
OPENS UP NEW SALES 


This new Cold Chisel 
in the popular square 
design attracts a lot 
of attention, makes 


more sales 


Of Chrome Tungsten steel —tough 
and durable —it keeps its head 
and holds its sharp edge. Supplied 
in natural, with red top, and nickel 


plated finishes. 


Also comes in a more moderate 
priced line — high carbon steel, in 


natural and bright nickel finishes 
In a wide range of sizes to meet 
all needs. It's worthy of good 


display — for quick sales 








Recess-Type Medicine Cabinet 

Model S3 with an open recessed 
shelf. Mirror is polished plate glass 
with non-electrolytic copper back and is 








guaranteed against silver spoilage for 
five years. Mirror is available with or 


without beveled edge and with or with- 
out edging. Cabinet is of heavy gage 
auto body steel, butt welded into one 
complete unit. Finished in white 
“Duracote” baked enamel and equipped 
with bulb edge glass shelves, flat bot- 
tom shelf, silent bar door stop, razor 


Silex Assortment 


The “Four Aces” assortment includes 
three of the wide-neck “Bretton” model 
with free serving trays to match; one 
“Saratoga” model, with wide-neck lower 
bowl and a special “Bretton” demon- 
strator unit, free. Assortment has a 





SILEX FOUR ACES ASSORTMENT 





Requier Special 

Value List 
1 KIW4.8 — with tray $ 2.95 $ 2.45 
1 KJW.8-8 — with tray 3.45 2.95 
| EJW-8-8 — with tray 5.45 4.95 
| SAE-8-4 — (no tray) 6.45 6.45 
FREE $18.30 $16.80 


1 BWK4-8 — (no tray) (5) 
(Marked "Silex Demonstrator 
Unit") 2.45 ae 











blade slot, bullet catch and finger pull. 
American Enameled Products Co., 
Waukesha, Wis. 





Household Gloves’ Deal 


For extra profit attraction before the 
spring housecleaning season, Seiberling 
Latex Products Co., Akron, Ohio, is 
offering a popular deal assortment of 
genuine liquid “Latex” household 
gloves. The assortment includes a total 
of 24 pair of “Aristocrat,” “Firm-Grip” 
and “Shure-Hold” gloves in popular 





sizes. Two pairs of gloves are given 
free, together with a colorful “self-sel- 
ler” counter display. 


regular list price of $20.75, but until 
Feb. 28, 1941, it will sell at a special 
list price of $16.80. It is suggested by 
the company that the demonstrator unit 
may be loaned to customer for a few 
day’s trial at no expense and may also 
be used for counter demonstrations. 
The Silex Co., Hartford, Conn. 
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“Glasbake” Package 


Box on left is the new gift package, 
in black and white with red ribbon and 
bow, of the McKee Glass Co., Jeanette, 
Pa. Box on left is the old design. 





K-M 1941 Fans 


A new 16-in. oscillating two-speed fan 
is a 1941 addition to the line of “Jack 
Frost” electric fans. New also, in their 





“KoldAir” line is a 10-in., 4-pole-motor 
rubber-bladed fan. All K-M fans for 
1941 include many mechanical improve- 
ments and new features of design. The 
eleven fans in the Jack Frost line cover 
a list spread of from $4.95 to $35. 
Knapp-Monarch Co., St. Louis, Mo. 





Sauce Pan Pressure Cooker 


Has machined cover fitted perfectly 
into the machine cooker to form an ab- 
solute steam-tight “Metal-to-Metal” seal 
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without using rubber rings or gaskets. 
Combination control valve is self-clean- 
ing and fully adjustable. Cooking gage 
is tilted to make it easy to read. Four 
flat sides on handles prevent them from 
turning. Bottom is molded especially 
thick to prevent warping or twisting. 
It is finished perfectly straight to. ab- 
sorb all heat. “Bakelite” knobs are al- 
ways part of the cover, leaving the pan 
free of any loose parts. Maker states 
cooking in this way retains in the food 
the vitamins and minerals and that 
cooking is accomplished in one-quarter 
the time with one-quarter the fuel 
ordinarily required. Made in 3%4-qt. 
size. Wisconsin Aluminum Foundry 
Co., Manitowoc, Wis. 


Gillette Economy Package 


This new economy size package of 12 
thin Gillette blades contains a separate 
compartment for used blades, a feature 
that appeals to all men. Retailing at 





27 cents for 12 blades, it shows the 
consumer a 10 per cent saving. Twelve 
economy packs of 12’s are contained in 
a colorful display carton costing the re- 
tailer $2.25 per carton (144 blades). 
Gillette Safety Razor Co., Boston, Mass. 














NEW 
ESIGN 
Capturing streamlined luxury in a 
graceful cabinet hardware design 
of unusual charm and dignity, 
Amerock introduces its new 
“Streamlux” design at prices sur- 
prisingly low. For example, No. 
ED405 “Streamlux” Door Pull 
shown full size Ss 
above and No. 
ED400 Drawer 


Pull below retail 
at only 30c each. 


Hlustrations 1/5 size. 


0) © 


Ne. EDS31 Knobs 
25e each 



























DEMONSTRATOR 


Amerock’s new “‘Streamlux" 
cabinet hardware is displayed 
in full glory on the new No. 
400 Color-Selector Demon- 
strator. Get yours on attrac- 
tive Free Hardware Plan. 








PRODUCTS 





Copyright 1941 by 
AMERICAN CABINET HARDWARE CORP. 
ROCKFORD, ILLINOIS 
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Texas Association Holds 
43rd Annual Convention 


FEXHE 43rd annual convention of 

Texas Hardware and Implement 
Association, held at the Baker Hotel, 
Dallas, January 21-23, was full of 
optimism. Hardware dealers are en- 
joying the best business in five years, 
delegates said, due largely to the 
national defense construction pro- 
gram, which in Texas has increased 
demands for many types of hard- 
ware for use in building Army 
camps. 

At a pre-convention dinner, Mon- 
day evening, the following past pres- 
idents dined with the officers of the 
association: Walter Henna, Round 
Rock; James Ewing, Robstown; T. 
C. Thompson, Canyon; A. C. 
Toudouze, San Antonio; Carl Monk, 
Nacogdoches; Henry A. Turner, 
Madisonville; Andrew Sharpe. 
Troup; J. D. Martin, Bryan; Paul 
Sherrod, Lubbock; and Clyde Tom- 
linson, Hillsboro. 

One of the high-lights of the con- 
vention was a talk by Right Rev- 
erand Clinton S. Quin, Diocese of 
Texas, Houston. Bishop Quin said: 
“Americans must quit ‘cussing’ the 
government. We've got to take a lot 
of discipline if we are going to pre- 
serve remocracy. The highest forms 
of democracy are found in a demo. 
cratic government and a democratic 
church. Discipline has to come from 
outside or inside. Most of us are 
not willing to take discipline. Until 
the people reach a point where they 
are willing to make some sacrifices 
for their democratic institutions 
those institutions are in danger.” 

Caesar Hohn, of the State Exten- 
sion Service, College Station, Texas. 
said: “There has been a tremendous 
growth in soil and water conserva- 
tion work during the past year. 
Dealers should awaken to the in- 
creased need for soil conservation 
implements by providing an ade- 
quate number and the proper kinds 
of machines for doing that kind of 
work.” 

Paul M. Mulliken, executive sec- 
retary, National Retail Farm Equip- 
ment Association, St. Louis, said in 
his talk, “Where Do We Go From 
Here,” that farmers will be able to 
buy more implements from dealers 
in 1941 than ever before. He said 
in part: 

“We had an $11,000,000,000 in- 
come in 1929, but if we have a $10,. 
000,000,000 income in 1941 the pub- 


lic will buy more because prices 
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are cheaper than 1929. Are you 
making any money? You simply 
can’t do today’s job with yesterday’s 
methods and expect to be in busi- 
ness tomorrow. 

“Everybody is crying sell—sell— 
sell. I say sell at a profit, unless you 
can sell at a profit, there isn’t much 
use in selling. That’s the problem.” 
He stressed the use of the trade-in 
manual. “Follow the prices set out in 
it if you want to make some money 


out of your tractor trade-ins: Our 
1941 opportunity is great. Let’s not 
muff it. Too many men are in the 
implement business who don’t like 
it. They should become interested 
or get out. The indifferent of today 
are the insolvent of tomorrow.” 
The following officers and direc- 
tors were elected for the ensuing 
year: Herman Taylor, Lufkin, presi- 
dent; George Prewitt, Taylor, vice- 
president; J. D. Martin, Jr., Bryan, 
secretary. Directors: N. R. Carter. 
Slaton; H. P. Horsley, Dallas; J. D. 
House, Jr., Paris; Claude Rogers, 
Frisco; Henry Rush, Marlin; Har- 
vey Turner, Navasota; James Hill, 
Alice; Lee Watson, Brownwood; 
Elmo M. Schaefer, Schulenberg. 





Installment Contract Sales Slip 
for Small Sales 


NEW type of sales slip with 
a conditional sales contract 
on the back has been developed by 
Stan Greisen, proprietor of a men’s 
clothing store in Sturgeon Bay, Wis. 
This installment contract sales X 
slip is to be used on the smaller 
volume sales where additional secur- 
ity of this type can be an aid in the 
prompt payment of the account. 
The sales book is printed in 
triplicate. The original is white, 
with yellow and red duplicates. The 


Terms: - ~- tiene printed on reverse wide 


Subject to sareements 204 Sf of thie contract. a 

















conditional sales contract is printed 
on the back of each slip. There is a 
space for the customer and the 
owner of the business to sign. 

Body of the slip provides space 
for listing of items purchased. It 
also shows in additional to the total 
of the sale, the amount paid down 
and the balance due. Columns on 
the back permit the showing of the 
amounts paid on the contract and 
the dates the payments were made. 


In consideration 
chandise listed on 





'y authorizes his 
they be to pay to the 
Dalance that has not 


Credit Plan 


Copyright 1940—¢, 
Stanton Gréisen, stur 
. seon Bay, Wig, 





Sales slips are printed in triplicate and provide space for the 
customer and the owner of the business to sign agreement to the 
contract. Conditional sales contract is on the back of the slip. 
Columns for showing payments and their dates are also provided. 
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The ALL-AMERICAN Line 
For 1941 
Sales 


and 
Profits 
n 
Insulated 
Food and 


Beverage Containers (Picnic Jugs) 





is ready for you. Note sales features: Beautifully 
streamlined jugs to compel attention. Easy to pour 
from—unnecessary to remove Bakelite cap to pour. 
Economical—the small hole saves temperature loss. 


MOST USEFUL TOOL ON THE MARKET ! 


VISE-GRIP 


"Em. iri 







World’s Greatest 
Hand Tool 


7" — $1.65 
10" — 1.95 


er ay nee that mechanics are really ‘‘going for’’! 
CH THAT DOES MORE THINGS THAN 

ANY *OrHER TOOL! Famous for its ‘‘Double Lever’ 
Action which locks jaws down with TON PRESSURE! 
Unlimited market. Has hundreds of uses in homes, 
farms, garages, service stations, factories, printing plants 
every place where tools are used! NOW NATIONALLY 
ADV: ERTISED to reach every potential user! 





Easily cleaned—the earthenware liner is encased 
in insulated sheet metal. A complete line of attrac- 
tive finished distinctive picnic jugs for quick sales, 
steady profits and satisfied customers. 


METAL INDUSTRIES, INC. 


Box 1, Indianapolis, Indiana 
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Vise-Grip is actually a vise, clamp, super-plier, open- 
est 4 sn locking wrench, pipe-wrench, toggle press 
IN ONE! Holds anything, any shape. Never 


Pg Works close quarters, any angle. Finest alloy 


|: 
| 


steel. Nickel finish. Light, trim, handsome. 0 

sizes, 7” and 10”, Guaranteed. 

FREE! UNIQUE COUNTER DEMONSTRATOR 
| DISPLAY that makes sales easy! 


Given with first order of dozen or more Vise-Grips. 


Ask your TOOL SALESMAN or SUPPLY 
HOUSE for demonstration, or write us for 
Free Folder today! 


PETERSEN MFG. CO. 


EACHING OVER 
6,000,000 Readers 






Dept HA-2 m2 a | 


ROE — ues 
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WORKS 
WITHOUT 
PAY 


@ This strongly re- 
enforced corrugated 
board display and 
stock keeping carton 
comes complete with 
two dozen hammer and 
hatchet handles assort- 
ed in price to retail at 
10c to 25c each. Four 
handles always on dis- 
play—balance of stock protected against dirt. Uses 
only one-half square foot of space on counter or 
shelf. Display your stock, increase turnover and 
profits with this silent, no pay, super salesman. 


ORDER FROM YOUR JOBBER 


If he cannot supply you, write us— 







TRADE-MARKED & hap. 
FOR YOUR PROTECT 
nn ele 


MARKED} 


INC. 


TURNER, DAY & WOOLWORTH HANDLE CO., 


LOUISVILLE, KENTUCKY 


FOR OVER 80 YEARS — WORLD'S LARGEST HICKORY HANDLE MANUFACTURER 
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A TYPE FOR 


EVERY SERVICE 








The Fairbanks line of Hand, Plat- 
form and Box Trucks, Wheelbarrows, 
Rubber-tired Wheels and Casters con- 
sists of several hundred types . . . a type 
for practically every service. It is the 
most complete, the most modern line 
on the market. 

But if you don’t find what you are 
after in our big catalog, we'll build it 
for you. 

Another thing, you are absolutely 
safe in handling the Fairbanks line as 
it is backed by a financially strong con- 
cern with a half-century record of 
square dealing. 

Write for Catalog No. 50 and price list 


THE FAIRBANKS COMPANY 


W/ 400 LAFAYETTE ST., NEW YORK, N. Y. 


Boston, Mass. Pittsburgh, Pa. 


Distributors in Principal Cities 
Rome, Ga. 


Factories: Binghamton, N. Y. 








Shensne 


New products and new 
trade names are constantly 
being added to the listings 


for the next Directory 
Number of HARDWARE 
AGE. 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 


in, write to the “Who 
Makes It” Editor. He'll be 
glad to serve you. 


HARDWARE AGE 


100 East 42d St, New York City 


© 
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Kentucky Association 


Confident 


HE Kentucky Hardware and 
Implement Association held its 
4lst annual convention, at The Seel- 
bach Hotel, Louisville, January 
21-23. A. B. Lander, of LaFayette, 





A. B. LANDER 
President 


was elected president, succeeding 
R. M. Hunter, of Nicholasville; 
W. M. Engle, Hazard, first vice- 
president; K. O. Cayce, Hopkins- 
ville, second vice-president; Ed Jan- 
sen, Covington; and Cecil Skidmore, 
Elizabethtown, were elected direc- 
tors, and Jack M. Stone, Louisville, 
continued as secretary-treasurer, for 
his 32nd consecutive term. 

The opening session on Tuesday, 
Jan. 21, was largely devoted to dis- 
cussions of agricultural and chemi- 
cal developments, as affecting retail 
dealers in this section. 

Russel G. East, general agricul- 
tural agent, Pennsylvania Railroad, 
from Richmond, Ind., spoke on the 
increasing chemurgic uses of old 
crops in new fields of defense, and 
cited the soy bean as a typical ex- 
ample of the diversification of crops. 
Mr. East’s talk was followed by 
motion pictures—sound and color— 
showing methods of the duPont 
Company in synthetic production of 
plastics, textiles, and a rubber sub- 
stitute, produced from coal, air and 
water. 

Glen Hackney, Indianapolis, Ind., 
editor, Hardware Retailer, in a dis- 
cussion held that consumers need 
to be reminded that hardware may 
still be purchased from hardware 
dealers, as well as from establish- 
ments that carry many sideline 
hardware items. He also urged ac- 
tive participation in National Hard- 
ware Open House. 

In informal discussions the opin- 
ion was expressed that conditions in 
Kentucky are favorable. Numerous 
defense projects in Kentucky and 
Southern Indiana, including the 
duPont-Federal powder plant, at 


for Future 


Charlestown, Ind., a powder bag 
loading plant by Goodyear-Federal, 
also near Charlestown, and other 
Federal projects at Madison, Ind., 
Bedford, Ind., Louisville and Ft. 
Knox, are taking up surplus labor. 
resulting in large payrolls, while 
the 1940 crop of tobacco has 
brought many millions of dollars 
to the rural districts, including 
farmers and merchants. Good prices 
are also being obtained from grains, 
hogs, livestock and various crops. 

R. M. Hunter, retiring president 
of the association, in opening the 
convention, urged members to use 
the state association’s office, and its 
field service, in the matter of store 
display, arrangement, fixture align- 
ment, sales promotion, etc., and to 
modernize their efforts and methods, 
to comply with community require- 
ments and interests and to more 
closely analyze their community 
needs or requirements. 


Community Activity 


At the Wednesday afternoon ses- 
sion G. W. Sulley, merchants’ ser- 
vice director, National Cash Register 
Co., Dayton, Ohio, discussed how 
much the average merchant does 
for his community. He contended 
that it certainly is not a sordid mo- 
tive to place a reasonable markup 
on merchandise for profit. He 
argued for a sound check on the 
flow of stock in and out of retail 
stores, as without a scientific check 
of stock moving and stock on hand, 
the merchant cannot hope to be pre- 
pared to do an intelligent job of 
selling. 





J. M. STONE 
Secretary-Treasurer 
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Veach C. Redd, dealer of Cynthi- 
ana, Ky., a past state as well as 
National president, urged the mer- 
chants assembled to take a greater 
interest in their communities, and 
in the welfare of said communities. 
He said: “One of the most impor- 
tant things you can do for your 
town is to run your business in the 
best way possible. This entails being 
fair with your competition, custom- 
ers and employees, and building a 
backlog against the day when busi- 
ness declines so that your business 
may remain solvent and an asset to 
the community.” 


Keep Up-to-Date 

W. C. Judson, hardware dealer, at 
Big Rapids, Mich., held that “Too 
many retailers keep their minds and 
hands occupied with cutting and 
threading pipe, weighing nails, and 
doing mechanical work to have the 
necessary time to be aware of chang- 
ing conditions and times or to figure 
out the answers to new local prob- 
lems.” He argued against the dealer 
getting tied up with stale lines, and 
argued that the dealer must keep 
abreast of the times, and stock new 
lines. He also sounded a warning 
against extension of credit beyond 
the customer’s ability to pay for it. 

On Tuesday night members and 
exhibitors were entertained by a 





stock show company, playing an old | 


fashioned show, “Adrift in New 
York,” or “Her First False Step,” 
one of the old melodramas of the 
Nineties. The annual banquet was 
on Wednesday night, accompanied 
by music and dancing, and enter- 
tainment by “Dusty” Miller. 

The Thursday session was devoted 
to the following talks: Glen Hack- 
ney, on “Be Prepared to Meet Legis- 
lative. Needs,” Glen B. Tharp, 
president, National Retail Farm 
Equipment Association, Danville IIL. 
on “Be Prepared to Advance with 


the Future of the Farm Industry,” | 


and George B. Starr, director, Bu- 
reau of Business Research, Indiana 
University, “Be Prepared for Widen- 
ing Horizons.” 

This was followed by reports of 
the Legislative, Resolutions, Audit- 
ing, Demise, and other committees. 

The resolutions endorsed the Pat- 
man Bill, pledged support to na- 
tional and state governments in de- 
fense preparations, endorsed reduced 
expenditures both state and national 
for purposes other than defense and 
expressed appreciation to outgoing 
officers. 
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An Amazing New 
Sherman Line of 


LAWN HO 


with 


Quality, Tremendous 
Sales Appeal! 


Sherman’s new line of 
Lawn Hose Goods _ is the 
most sensational develop- 
ment in the field! Here are 
new items, new improved 
quality, colorful new fin- 
ishes — and new point-of- 
sale displays that insure 
you more business and 
more profits. 


Get our néw catalog that 
shows this line in full color. 
See the unique “Open 
House” specials. See for 
yourself how you can cash 
in on today’s most colorful 
and salable line. 


Regularly sold through 
hardware jobbers. Write 
us for the name of nearest 
jobber who is prepared to 
supply you. 


H. B. SHERMAN MFG. CO. 


Battle Creek, Mich. 











Ready for You: 














New 


Two sf ten Tulip Sprinklers 
in 6 Colors 


lest 


Beautiful unique 
design, with un- 
breakable plastic 
head, in 6 assorted 
colors, Low in price. 
Amazing sales ap- 
peal. Special Open 
House price card. 


PODS 


New Hose 
Nozzle 








Assortment 


A complete line in 
a single, self-sell- 
ing display carton. 
Includes 3 each of 
four quality noz- 
zles — the best in 
every price class. 
Minimum _invest- 





ment — maximum 
profits. 


GOLD LABEL Nozzles 
in 6 
Pe 


Colors 
Finest nozzle 
ever made. Heavy 
cast bronze, with 
leak - proof non- 
rising sleeve. 
Supplied 2 each 
of 6 colorful 
finishes, in hand 
some new display 
carton. 





Diamond Nozzles 
in 3 Colors 


Highest quality 
Wrought Brass 

a real com- 
petitive leader. 
Supplied 4 each 
of 3 colors in 
new self-selling 
display carton. 





New “Doublet" Sprinklers 
in 3 Colors 


A sales leader 
for many years. 
Now equipped 
with goodlook- 
ing new base, 
and offered in 
3 handsome 
colors. Packed 
in colorful dis- 
y.ay carton, 








And Dozens of Other 
Big Selling Items 


Such as Long-Grip Couplings, in 6 
colors; Long Grip Menders in 6 
colors; Battle Creek and Brass King 
Hose Nozzles; and Revolving Sprink- 
lers of many types. 
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Look for’ the Arm-and-Hammer 


ARMSTRUNG BROS. 





Improved 


PIPE 
CUTTERS 


The Drop-Forged and 
“Combination” Pipe Cut- 
ters can be used as a 1 or 
3 wheel cutter. All are im- 
proved cutters, accurately 
made with hardened steel 
pins and rollers. Thrust 
rods of “Saunders” type 
cutter are hardened at the 
point and bear on embed- 
ded, hardened steel block. 
On “Barnes Type” the 
thrust is taken up by 
drop-forged steel sections. 
Parts are interchangeable 
with other standard 
makes. All are Cadmium 
Plated. 


ARMSTRONG BROS. 
Knife Blade Cutter Wheels 
cut much faster and eas- 
ier, hold their keen cut- 
ting edge for they are 
made of Vanadium Tool 
Steel, heat treated, hard- 
ened, and cadmium plated. 







































Write today for Cat- 
aleog C-329, showing 
the most complete line 
of Pipe Tools made. 








ARMSTRONG BROS. TOOL COMPANY 
"The Tool Holder People*’ 
314 N. Francisco Ave., CHICAGO, U.S.A. 
Eastern Warehouse & Sales: 
199 Lafayette St., New York 













Here’s an Item 
that can make 
NATIONAL HARDWARE 
OPEN HOUSE WEEK 


Mean a Lot to You 









it's a 
proved 
profit maker 


The MASTERS 


“‘HANDI-CART”’ 


"Successor to the Wheelborrow"’ 


Hardware dealers from coast to coast report 
amazing sales of the ‘“‘Handi-Cart’’ during 
1940. It sells because it serves a need here 
tofore unfilled It ends stooping, shoveling, 
backache Front edge tips down to take 
leaves, grass, trash, ete Scoops up sand, 
gravel, rocks Sturdy, yet light and easy to 
handle Sheet metal body, all-steel axle, 
rubber tires Guaranteed It's a spring 
time money-maker Order now Be realy to 
meet demand created by our national adver 
tising 


Two sizes: Retail Prices F.0.B. Chicago 


$4.75 $Q.75 


2 ou. ft. 3% eu. ft. 
Jobbers and lers Wanted 


Write for illustrated folder, discounts 
and other information. Do it now. 


MASTERS PLANTER CO. 


4029 West Lake Street, Chicago, Ill. 
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Ace Group Emphasizes 
Modern Merchandising 





E. G. Linquist, secretary, and Richard Hesse, president 
and chairman of the board, Ace Hardware Corp. 


NCREASED dealer service, new 

merchandise and the value of 
store modernization were subjects 
that held the spotlight at the third 
annual convention and exhibit Jan. 
20-22, 1941, of the Ace Hardware 
Corp., 1319 S. Michigan Ave., Chi- 
cago, Ill. The business meetings 
were held at the company warehouse 
and offices, while the large merchan- 
dise show consisting of more than 
200 exhibits required a large section 
of one floor of the Merchandise 
Mart. One hundred and twelve Ace 
member firms were represented out 
of the total 116 stores belonging to 
the group, and more than 475 deal- 
ers, employees, and guests registered 
for the events. , 

The morning of the opening day 
was devoted to inspection of new 
office and warehouse facilities. One 
session was devoted to new merchan- 
dise for the coming year and various 
buyers of the company discussed 
merits and costs of items. 

The business session in the after- 
noon dealt chiefly with reports on 
operations for the year, all of which 
again revealed a year of splendid 
progress both for members and the 
main office organization. Plans were 
discussed for improving the price 
and bulletin service in 1941 and the 
development of a modern loose-leaf 
catalog service for members. 

Dealer merchandising service dur- 
ing the last year was improved great- 
ly but even more elaborate assistance 
will be made available during 1941. 
Modernization will be stressed and 


a new field man has been added to 
the Ace staff to assist dealers in this 
work. 

With all business sessions con- 
cluded the first day, the dealers were 
free to spend the balance of the two 
days visiting exhibits and buying 
merchandise at the show. Break- 
fasts for dealers were held each 
morning at the Merchandise Mart. 

Ladies of Ace members were given 
a luncheon on Tuesday noon in the 
Gray Room of the Hotel Sherman. 
This was followed by a card party 
with favors for all attending. 

The banquet held the last evening 
was atttended by more than 600 Ace 
members, guests, and exhibitors. A 
cocktail party preceded the dinner 
held in the Grand Ballroom of the 
Hotel Sherman, and a splendid pro- 
gram of entertainment was presented 
which was followed by dancing. 
Music was furnished by Gay Clar- 
idge and his broadcasting orchestra, 
Gay being the son of a veteran Chi- 
cago retail hardware dealer, Josh 
Claridge, a member of the Ace 
Stores organization. 


Prosperity and Clover 


Business men of St. Joseph, Mo., 
help to stage an annual Pros- 
perity and Clover Conference 
which is attended by farmers from 
the surrounding territory, who are 
anxious to hear the qualified agri- 
cultural speakers. The farmers 
also buy considerably at local 
stores when in town. 
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@ Women recognize the 
value of the patented edge 
seal which keeps dust out 
and moisture in, an exclu- 
sive Carlton feature that 
promotes sales. One-piece 
locking handle makes car- 
rying easy. Beautiful hand 
painted decorations in va- 
riety of colors. Ask your 
jobber. 


The Carrollton Metal Products 


CARROLLTON, OHIO 











DAMPERS 


and Other Stove Hardware 


Top quality spindles used in Arcade 
Dampers are ground to a sharp point, 
making installation quick and easy. The 
cast-iron blades are smooth in finish... 
accurate in size ... and of the latest 
design. 

Also a complete line of Lid Lifters, 
Pokers, Stove Scrapers, Shakers and 
Damper Clips. All sizes and styles in- 
cluding cool coil Grips. 


Write for literature on Arcade Stove | 


Hardware. 
Order from your jobber, 


ARCADE 


HARDWARE & TOOLS 


1201 Shawnee St. 
FREEPORT, ILLINOIS 
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EBEST 


The most useful and 
satisfactory spring 
hinges for general 
use. The location of 
the two springs of 
each hinge on oppo- 
site sides of the door 
reduces oscillation 
when closing. 













vit 


Double Action Standard 


Type No. 29 Button Tips They permit the door 


to be opened all the 
way back to the wall if suitably hung. 


Supplied with Button Tips when specified. 


Bommer Spring Hinge Ce. — Breekiyn, N.Y. 
Chicago Sales Office: No. 180 N. Wacker Drive 




























ARCADE MFG. CO. | 





All America Wants 
CORY -Brewed 
Coffee and Tea! 


CORY-brewed coffee 

and delightful ... untouched by 

metal ...is not boiled. George 

Rector, in a recent newspaper 

,article, wrote that t 

glass coffee brewers (ae 
I 





is smooth 





have done more than 
anything he knows 
of to make a “good me. a 
cup of coffee’ avail- \ 


5, / 
able to all. So, 


‘CORY 
COFFEE BREWER 


has simplified brewing coffee in 
» glass with the popular Glass Fil- 
ter Rod. Supplied with all CORY 
’ Coffee Brewers. Sold in large 
numbers to owners of other glass 
coffee makers. Over 4,000,000 of 
these popular Glass Rods in use. 


The CORY Glass Filter Rod and Funnel Holder 
Combination is Hot—have you ordered? 


These two successful CORY patented accessories—are now packed together in a self- 
display carton that’s a honey! These two great, exclusive CORY conveniences to 
glass coffee maker owners are bound to sell briskly. Ask your jobber. 


GLASS COFFEE BREWER CORP., 325 No. Wells St., Chicago, Ill. 


FOR ADVERTISING \ 
N PUBLICATIONS | 
i 








National Hardware Open House 
RETAIL CUSTOMERS 


Ask about our 
SPECIAL: FREE GIFTS for 












































SALES OF 1,589 INDEPENDENT RETAIL HARDWARE DEALERS IN UNITED STATES 
December, 1940 
Dollar Sales 
Number Per Cent Change 
of Firms Dec.,’40, Dec.,’4, Cumulative Sales 
Report- vs. vs. December, December, November, PerCent 12 Months, 12 Months, 
States by Regions ing Dec.,’39 Nov.,’40 1940 1939 1940 Change 1940 1939 
New England 83 +11 +25 $1,034,146 $ 929,996 $ 826,342 + 8 $ 10,911,544 $ 10,101,862 
Maine 9 +14 +27 58,693 51,274 46,193 + 6 710,492 673,310 
New Hampshire mae |. ean aa Pac eaad N Keats 
Vermont and N. H. 12 + 2 +13 205,894 201,777 182,152 +7 2,621,002 2,440,729 
Massachusetts 45 +8 +31 551,000 508,683 420,611 + 8 5,423,562 5,029,877 
Rhode Island ° See ze a ete. Sateen ea 
Connecticut i] +27 +22 79,128 62,347 64,756 +12 950,966 846,861 
Middle Atlantic 189 + 3 +20 1,139,527 1,108,105 953,246 +7 14,616,063 13,597,629 
New York 22 —] +19 126,134 126,938 105,570 + 8 1,629,510 1,508,258 
New Jersey 6 +18 +61 56,212 47,810 34,841 +7 766,433 716,367 
Pennsylvania 161 + 3 +18 957,181 933,357 812,835 +7 12,220,120 11,373,004 
East North Central 4A7 +7 +21 2,692,990 2,524,333 2,221,258 +7 29,792,209 27,723,535 
Ohio 140 + 5 +23 928,120 885,434 753,929 + 6 10,072,986 9,489,478 
indiana 73 +7 +23 359,566 337,475 292,819 +7 4,331,923 4,050,848 
Illinois 99 + 7 +14 567,510 529,791 495,988 +7 6,252,168 5,818,043 
Michigan 46 +13 +23 376,834 334,223 307,442 +10 4,215,908 3,821,797 
Wisconsin 89 +5 +24 460,960 437,410 371,080 + 8 4,919,224 4,543,369 
West North Central 249 — +14 866,992 870,079 762,316 + 4 11,090,078 10,687,240 
Minnesota 23 — 3 +21 163,788 168,899 135,534 + 8 1,772,724 1,643,007 
Iowa 63 — 6 +16 268,278 284,809 230,786 — 2 3,369,428 3,446,206 
Missouri 53 + 2 +4 163,271 159,373 156,455 +4 2,455,973 2,358,772 
North Dakota 10 +-32 +21 36,848 27,847 30,341 +20 332,985 277,253 
South Dakota MN ee aa.) | - Saced eeeee oe ia rs pea! 
Nebraska 14 + 6 +16 100,681 94,983 86,797 +5 1,160,323 1,102,175 
Kansas 53 —} +7 124,883 125,710 116,388 +7 1,910,047 1,782,298 
South Atlantic 75 + 6 524,431 494,095 525,820 +7 6,151,457 5,749,478 
Delaware wo aoe. ees t—‘“‘é ew ee rene Selec °, 5 Uap peaegtaah al 7 Abaca 
Maryland bd > 
District of Columbia ee eee ee uct om oan” ataaiees 
Virginia 10 +17 + 2 77,178 65,736 75,800 +4 897,888 859,363 
West Virginia : gy id feae | ‘aowianch 
North Carolina ° aa wail ee cee: A eee 
South Carolina 12 -3 - 3 83,397 85,774 85,805 + 3 890,437 863,483 
Georgia 18 — 3 +5 100,196 103,422 95,103 +1 1,244,154 1,227,821 
Florida 21 +12 — 9 172,862 153,938 190,938 +16 2,015,143 1,737,026 
East South Central oe , , ma: oy ere Jian we 
Kentucky 7 + 6 +43 52,242 49,481 36,596 +3 885,613 862,298 
Tennessee 9 + 8 — § 82,229 76,167 86,440 + 6 1,159,365 1,094,525 
Alabama 14 +11 +27 99,303 89,250 78,070 +5 1,116,630 1,067,348 
Mississippi ° fies “ Peed rane me A vba 
West South Central oe ae ae re 
Arkansas 17 + 7 + 6 92,871 87,129 87,424 —2 1,013,393 1,035,263 
Louisiana ? JO, a ee , ; Re eee eS ee 
Oklahoma 38 +2 +26 187,596 184,236 149,026 - ] 1,699,786 1,718,414 
Texas 53 +8 +12 329,459 304,103 294,674 + 6 3,520,276 3,324,613 
Mountain 100 + ] +17 757,105 746,013 646,153 + 3 6,212,831 6,047,902 
Montana 25 + 2 +21 181,037 177,321 149,136 +.7 2,014,814 1,880,600 
Idaho 17 —10 + 6 81,361 90,590 76,891 +3 923,629 896,025 
Wyoming ° : 
Colorado 29 +1 +12 97,174 96,423 86,438 —2 945,733 962,575 
New Mexico ° 
Some ll + 3 +11 233,374 227,648 209,932 —1 1,274,116 1,290,089 
Jtah ° 5 a Hee 
Nevada ° 
Pacific 303 +5 +25 1,644,559 1,570,012 = 1,320,588 + 8 19,665,593 18,263,358 
Washington 4] +15 +31 287,921 251,246 220,161 +16 3,020,017 2,601,698 
Oregon 35 +4 +26 185,618 178,446 147,611 +12 2,387,959 2,132,178 
California 227 +3 +23 1,171,020 1,140,320 952,816 +5 14,257,617 13,529,482 
TOTAL 1,589 +5 +19 $9,534,164 $9,061,824 $8,013,238 + 6 $108,173,430 $101,576,108 
Chicago, Illinois 15 +7 +18 61,524 57,338 52,089 + 6 864,099 817,365 
Los Angeles, Calif. 33 + 6 +11 186,822 176,752 168,572 + 3 2,322,686 2,248,879 
Portland, Oregon 13 +16 +29 32,813 28,356 25,515 +9 289,326 266,362 
St. Louis, Missouri 12 + 6 +19 34,537 32,716 29,058 +9 383,742 352,294 
San Francisco, Calif. 24 +8 +20 50,078 46,248 41,736 + 3 280,398 271,900 
Seattle, Washington 11 +24 +32 34,406 27,849 26,017 +11 108,062 97,060 
* Note while stores in these states are included in grand total, figures for these states are not shown on this chart because 
of insufficient data. (**) Withheld to avoid disclosure. Compiled by Bureau of the Census, U. S. Department of Commerce. 
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Don’t Overlook The Larger Sizes 


While the 18” McGuire’s Bamboo Lawn Rake best 
serves the average home owner’s uses, most house- 
holders also need the 24” size for heavy duty, such as 
raking leaves, rubbish, etc. Suggest this larger size to 
them, it will usually sell another rake for you. 


And don’t 

overlook the 
big 30” size 
for profes- 
sional gar- 
deners on 
large estates, 
Parks, 
grounds of 
public build- 
ings, ete. 





Variety of 
Sizes 


McGuire’s Bamboo 
Lawn Rakes come in 3 
sizes: 18”, 24” and 30” 
—a size for every re- 
quirement. Constructed 
in America by skilled Amer- 
ican workmen. Light, strong 
and extremely durable. Ask 
your Jobber. If he is not 
supplied, write to us. 


THE GEO. W. McGUIRE CO. 


WHITESTONE, LONG ISLAND, N. Y. 

































Our extensive line of ready to nail Horse, Mule, 
and yA shoes is growing in popularity. They 
fit the average horse without alteration — per- 
feetly balanced and shaped. No — heels . 
welding calks. Nall holes are clean 

SSoret and spaced. Tough, strong, long weorite. 


— Write for information. — 
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50¢ 


Worth 


HOUSEHOLD NO. 3 





KNIFE SHARPENER 


Double-Money-Back Guarantee on Every Carton— 
Counter Display with Every Dozen. 


For OPEN HOUSE 


JOBBER. 





chosen as our 


This sensational NEW 50¢ item is 
"Open House” 
... priced for 39¢ selling May | to 10, 
at regular mark-up . 


leader 


. ASK YOUR 


f 








EDLUND CO., BURLINGTON, VT. 
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CHICAGO 











sa 


DOOR SPRINGS 


The 
Reliance 


Type 270 





for 
Single Acting Doors 
hung with 
springless hinges 


The “Chicago” and 
‘Reliance’ Door 
Springs have all. parts 
fastened together, so 
they are never mis- 
placed. They require 
no special tool to apply 
the tension. The Re- 
liance is exceptionally 
heavy and more power- 
ful than other types of 
greater length. 


The 
Chicago 





Type 280 


Spring Hinges for every requirement 


Chicago Spring Hinge Company. 


CHICAGO 


U. S. A. 


NEW YORK 
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IT PAYS TO PROMOTE 


well-known 


“EMECHLING Products 


—SarTtT 


MECHLING’S 
BLU-CHEK 


Kills roaches, water- 
bugs, ants, and 
similar household 
insect pests. Useful 
in homes, stores, 
warehouses, offi- 
ces. No mixing re- 
quired. 8-oz. and 16-oz. canisters. 


MECHLING’S 
WATER GLASS 


Pure silicate of 
soda—an effective 
egg preservative. 
One quart makes 
3 gal. of solution 
—sufficient to pre- 
serve 20 doz. 
eggs. Pint, quart 
and gallon cans. 


MECHLING BROS. CHEMICALS 
Division of General Chemical Company 
Main Sales Office: 12 S. 12th St., Phila., Pa. 
Sales Offices in Principal Cities 





ant 
nent 
nOAch oan 





Nationally 
Distributed 


Ask your favor- 
ite Distributor 


A MECHLING PRODUCT —IT'S RELIABLE 















For National 
House and Fishermen's 


1) SPECIAL) 


Right from regular stocks 
come these two best sellers at 
a special price to help you 
4 make these sales weeks a suc- “ 

cess. Just look at them! 


Solid Steel Rods 


No. 61W30—4%’, with S 
5 detachable offset han- 
die, double Diamond 


Knurled Wood grip; 
double graduated blade 
with agatine guides 
and top. Regular « 
$1.25—SPECIAL. 
No. 6130—4%" with de- 
tachable offset handle, 
double cork grips, grad- 
} uated diameter blade, }) 
agatine guides and top. s 
‘ 7 Og $1.50 — SPE- 
CIAL 


AL 
{ . Ask your jobber or write 
direct. Offer expires 

April 20th. 


Pemar lade 











4101 Highland Ave., Niagara Falls, N. Y. 


EE yee 
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Hardware Open 
Week 








Intermountain Association 
Optimistic for 1941 





Left to right, front row: F. L. Winzeler, secretary, Boise, Idaho; Ben 

Davies, president, Nampa, Idaho; William Reed, vice-president, Ririe, 

Idaho. Back row: Directors—R. C. Parks, Magna, Utah; J. C. Baldridge, 

Boise, Idaho; E. L. Ames, Salt Lake City, Utah; G. A. Bartel, Aberdeen, 

Idaho; Claude Bistline, Pocatello, Idaho; L. V. Morgan, Twin Falls, 

Idaho; G. P. Smith, Wendell, Idaho, and J. W. Weeks, Caldwell, Idaho. 
J. Anderson, Heber City, Idaho, was not present. 


RIGHT prospects for the larg- 

est farm income since 1929, 
and a resulting boom in equipment 
sales, keynoted the annual conven- 
tion of Intermountain Hardware and 
Implement Dealers’ Association held 
Jan. 15, 16 and 17 in Boise, Idaho. 
Dealers and salesmen from Oregon, 
Utah and Idaho attended the three- 
day conclave at Hotel Boise in 
Idaho’s capital city, for discussions 
looking toward the solving of com- 
munity problems, and to learn new 
methods of salesmanship and pres- 
entation of goods by window and 
counter displays. 

Featured at the convention was a 
series of sales presentations by com- 
panies affiliated with the association, 
in each of which was emphasized a 
method of selling or of advertising. 
Typical were the topics of “You Can 
See Through This One,” presented 
by W. P. Fuller & Company of Salt 
Lake City, Utah, and Boise; “Some- 
thing New Every Day,” by Idaho 
Hardware & Plumbing Company of 
Boise; “Always a Good Mixer,” by 
Bennett Glass & Paint Company of 
Salt Lake City; “Here is One to Dig 
With,” by John Deere Plow Com- 
pany of Portland, Oregon, and 
Boise; and “There is Gold in This 
Idea,” by International Harvester 
Company of Salt Lake City. 

Named as new president to head 
the association during 1941 was Ben 
Davies of Nampa, Idaho, who took 
the place of Carl H. Butler of Cald- 
well, Idaho, a retired hardware 
dealer. The new vice-president is 


William Reed of Ririe, Idaho, re- 
placing J. C. Baldridge of Boise, 
and Frank L. Winzeler of Boise, was 
reappointed as secretary. 

The new board of directors is 
made up of J. C. Baldridge of Boise; 
Claude Bistline of Pocatello, Idaho; 
John Anderson of Heber City, Utah; 
Rufus Parks of Magna, Utah; Ed 
Ames of Salt Lake City; L. V. Mor- 
gan of Twin Falls, Idaho; George 
P. Smith of Wendell, Idaho, and 
Waldo Weeks of Caldwell, Idaho. 

Resolutions adopted by delegates 
at the convention included one op- 
posing any form of state sales tax 
and any increase in the state tax 
program. 


Sales Tax 


Former Idaho Governor H. C. 
Baldridge of Parma, Idaho, expon- 
ent against the sales tax proposal, 
had this to say before delegates: 

“The man in business and the 
man on the farm are burdened when 
additional taxes are levied. The sales 
tax would burden those least able 
to pay. There is every reason to be- 
lieve we will need no additional 
state taxes in the next biennius, be- 
cause the national defense program 
will put many men and women on 
payrolls and take them off relief 
rolls.” 

Among other resolutions were 
those urging members of the asso- 
ciation to support the Patman Bill 
now pending in Congress, to 
acquaint themselves with fair trade 
schedules issued by manufacturers, 
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FOR THE CHORE GIRL 


So put her right out where your customers will 
see her—on your counter. 


They need this handy little abrasive cleaner in 
the kitchen and around the farm—that’s what at- 
tractive CHORE GIRL advertisements are tell- 
ing your customers in national and 
farm magazines every month. 


2-dozen pack comes in attractive 
counter display carton. Order 
from your jobber today. 





Metal Textile Corporation 


Orange, New Jersey 




















you may be stopping throughout America, or 


in the old world for that matter, ask your 

hotel manager what is THE hotel in Philadel- 

phia. Without a moment's hesitation be'll say 

BELLEVUE-STRATFORD 
IN PHILADELPHIA 


One of the Few Famous Hotels in America 
CLAUDE H. BENNETT, General Manager 
REASONABLE RATES 
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YEAR AROUND 
TOY; SALES? 











After the big Christmas toy 
splurge why do so many Harg- 
ware men “pigeon hole" toys 
until the following Christmas? 
No sound reason exists. It is 
simply a holdover from the days 
when the American Public pur- 
chased toys only during the Yule- 
tide Season. Happily that situa- 
tion is a thing of the past. 





The superb BARR rubber 
balls and dog toys produce 
highly satisfactory profits 
and sales the year around. 
Superior manufacturing and 
fine materials render shelf 
spoilage non-existent. Effec- 
tive display cartons and 
units are supplied. The dog 
toys are cellophane 
wrapped to assure lengthy 
retention of a special scent, 
pleasing to dogs, and clean, 

merchandi at all 





times. 
Write Dept. L-2 today for 
complete information 


UBBER PRODUCTS CO, 


ANDUSKY. OHIO..U. S. A. 
MANUFACTURER OF RUBBER TOYS 


SPECIAL ASSORTMENT 


up fey For Nat'lHdwe. 
. Spring 
Open 
House 


Of World's Greatest 
ROLLER SKATES 















gHicAco => SCOUT 
FLY IN Roller Skates 


Just what dealers have 
asked for—a special on 
“CHICAGOS” — limited 
for Spring Open House 
Promotion. The best 
Roller Skate deal ever of- 
fered the trade—1 doz. as- 
sortment, all profit makers. 
Retails $22.75, Your Cost 
$15.20, Your Margin $7.55. 
Packed in carton with dis- 
play card & window stick- 
ers in blue, green & red 
colors. 


Write us today for facts. 
Order from your Jobber. 


CHICAGO ROLLER SKATE CO. 


fed ilew \cleomm 1&1, [elb) 





Solid Steel Wheels 








4456 WEST LAKE STREET 
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Turnbuckles 


WIZARD 
Turnbuckles 
are made in 
six popular 
sizes, from 
5/82” to %” 
inclusive, to 
retail at $.10 
to $.35 each. 

They are 
made with 
malleable 
tron bodies to 
give maximum 
strength and 
are regularly 
packed 1 dozen 
to the box. 

The No. 400 
Display As- 
sortment, shown 
at the right, 
includes 652 
Turnbuckles in 
two types and 
in all 6 sizes 

The panel 
ers a 
size and has a 
neat black 
finish which 
forms a suita- 
ble background 
for the bright 
Cadmium 
Plating of the 
Turnbuckles. 





No. 400 Assortment 


Wizard Turnbuckles have hundreds of uses 
around the home, in stores, factories and in in- 
dustry. There is a steady, profitable demand 
for them and the Ne. 400 Assortment, shown 
above, creates sales by keeping the Turnbuckles 
constantly on display. Order from your jobber. 
If he cannot supply you, write us direct. 


EDWARD W. DANIEL COMPANY 
4063 St. Clair Ave., Cleveland, Ohio 











ve) -Yel Lo) bo 
SAG 
CARDONE toe 


iN New No. 19 B 

















Non Flower 
ee ae Weeder 
THE eur MORC ROSS Gets into 


Close Places 


The 
Display 
Carton 
Sells ‘Em 


ALSO NO. 598 WITH 4 FT. HANDLE 


V-POINT WEEDERS . . superior to any on 
the market . . . better balanced . . . sharper cut- 
ting edge . . . better appearance . . long or 
short handles. 


V-POINT WEEDERS 
Be prepared for the Spring garden tool rush 


. . « write for 1941 catalog and name of 
nearest INDEPENDENT jobber. 


C. S. NORCROSS & SONS 
BUSHNELL ILLINOIS 
"Quality Garden Tools Since 1891" 
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and to oppose movements threaten- 
ing repeal of the Tydings-Miller 
Law on fair trade. 

An investigation was also begun 
into the loss of farm machinery and 
tractor business to mail order and 
chain stores, with delegates advo- 
cating that “This competition be 
studied by members of the associa- 
tion and methods advanced to cor- 
rect the situation before it becomes 
a greater menace to the small busi- 
ness man.” 

A minor resolution adopted was 
for purpose of asking continuation 
of the farm-to-market program, and 
another expressed appreciation for 
work of the Idaho Public Utilities 


Commission. 


Defense Problems 


A. C. Kammeier of Indianapolis, 
Ind., manager of store arrangements 
for the National Retail Hardware 
Association, told the delegates “De- 
fense billions, translated into pur- 
chases of goods and services, will 
mean millions of people put back 
to work and an immediate increase 
in retail sales. Such conditions, al- 
though bringing opportunities, also 
present such problems as: 

“1. Deliveries may become diff- 
cult as pressure on industry in- 
creases for more and more defense 
materials. It will breed competition 
between accelerating rearmament 
demands and expanding consumer 
demands which arise through in- 
creased payrolls. 

“2. Prices will rise as workers 
with new jobs and higher incomes 
begin buying as their means permit. 
The bidding will start a price spiral, 


the course of which no one can pre- 
dict.” 

Paul M. Mulliken of St. Louis, 
Mo., executive secretary of the Na- 
tional Retail Farm Equipment Asso- 
ciation, spoke on “Where Do We Go 
From Here?”, and declared that 
the “United States will have its best 
farm income year during 1941 since 
the boom days of 1929.” 

Mr. Mulliken also told dele- 
gates that “developments are pro- 
ceeding in ‘chemergy,’ a science con- 
cerned with chemical treatment of 
raw materials and development of 
new types of machinery.” 

E. G. Harlan of Boise, Idaho, 
manager of the Chamber of Com- 
merce, in a speech highlighting the 
closing business session, spoke to 
dealers and salesmen on the need 
for a strong association. 

Other speakers at the three-day 
conclave were Win Cline of Boise. 
advertising executive; R. H. Burn- 
side of Chicago, IIl., regional collec- 
tion manager for the International 
Harvester Company, and E. A. 
Weston, a Boise attorney. 

Chief social gathering was on the 
final evening of the convention, when 
all delegates and their wives were 
entertained at the annual dinner 
and dancing party sponsored by 
S.H.I.P.—an affiliated organization 
composed of salesmen of hardware, 
implements and paints. 

For the ladies, a luncheon with 
Mrs. Ben Davies, wife of the new 
president, as hostess, was one fea- 
ture. Another was a demonstration 
of electrical equipment at the Idaho 
Power Company auditorium in 
Boise. 





PERSON under 21 years of age 

is in law an “infant” and can- 
not be held on his contracts except 
for “necessaries.” An Iowa automo- 
bile dealer recently learned that 
legal truth to his sorrow. 

This dealer sold a car to a 19-year 
old boy on a note and contract trans- 
action whereby the boy traded in an 
old car in which his equity was 
worth $50.00 and made cash payments 
to a total of $60.00. After several 
months the boy returned the car in 
a damaged condition, repudiated his 
note and contract and demanded 
that the dealer refund $110.00 rep- 
resenting the $60.00 cash he had 
paid and the $50.00 value of the 
trade-in car. When the dealer re- 
fused, the boy brought suit through 
his father and got judgment against 


Beware of “Infants” ! 


the dealer for $110.00. This was 
because as an “infant” he could not 
be held liable on a contract which 
was not for “necessaries.” 

“Under ordinary circumstances an 
automobile is not regarded as a 
‘necessary’ for a minor,” said the 
Iowa court. The court also ruled 
that the boy’s father could not be 
held for the price of the car, because 
a father is liable only for “neces- 
saries” furnished to his minor child. 

“Necessaries” for which a minor 
or his father may be held liable are 
usually limited to food, clothing, 
shelter and medical care furnished 
to the minor; and it must be shown 
that the minor actually needed them 
at the time they were supplied to 
him. 
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THE NAME SILVER LAKE STAMPED ON EVERY FOOT 


@ PACKED IN CARTONS @ 
OUR WEATHER PROOFED THE 
BETTER SASH CORD 


\ 
x 


SILVER LAKE CO.) si.:— 99 chauncy st. Boston 


LOWER PRICED GRADES 

EDDYSTONE 
PELHAM 
NUCORD 
BENGAL 


Chattanoochee, Ga 





1—Extension lips (originated by Russell Jennings) hand-sharp- 
ened for quick cutting. 


2—Hand-sharpened spurs, "miked" to compass-like accuracy. 

3—The screw has clean threads thgt readily enter the wood and 
draw the bit after it. Located exactly in the center, assuring 
a clean-cut, circular hole. 


4—High carbon, scientifically tempered steel for edges that 
will last. 


5—Correct body taper, to avoid binding. 
6—Throat carefully designed for chip clearance. 


7—Full name always stamped on the round. 


Chester, Conn. 





© The 
RUSSELL JENNINGS 
MFG. CO., 


AUGER BITS 











**For $20 More You Get This’’ 


Point out to builders that for only $20 more they 
can install Stanley “Swing-Up” Garage Hardware to 
the stock doors they use. 

The result —a smooth-working, fine appearing door 
that “floats” to a full open position. The biggest $20 
selling feature they can add to their homes. 

Stanley “Swing-Up” comes to you in one easy-to- 
handle package. A fast sell- 
ing, profitable item. Write 
for full details. The Stanley 
Works, New Britain, Conn. 




















ISTANLEY]- 


TRADE MARK 
FOR CAREFREE DOORS 
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GOOD WORKMEN CHOOSE... ..-GOOD RETAILERS STOCK THEM! 
3 M PI R E L EVE L bs) 719 SOUTH SIXTH ST. MILWAUKEE, WISCONSIN 


EMPIRE LEVEL MFG. COMPANY 











Do you realize that no one factor will draw people to your store 
like attractive window displays of seasonable merchandise? 


Hardware Age is continually reproducing such window displays— 
its representatives are always on the lookout for new ideas. 


HARDWARE AGE, 





Good Window Displays « « « 


100 East 42nd Street, New York City 


And many dealers who require their own copy of Hardware Age 
See it highly profitable to subscribe to extra copies for their sales 
orce. 

The cost, $1.00 per year, is returned over and over in better 
windows and increased trade. 
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NORAMPRESS 


Built 


. «lead in effective selling “punch” for 
recognized Hardware Jobbers everywhere. 


The secret lies in the compiling, as 
handled by NORAMPRESS specialized 
methods... 


The 
NORTH AMERICAN 


728 N. Seventh St. Pp | | 


MILWAUKEE, WIS. 


Get complete facts be- 
fore placing your next 
Catalog. 


LEAD HEA 
E 
ROOFING sine 





HOW THEY DRIVE — WHAT THEY 00—. 
Without impairing their lead caps 
in any way, these nails drive di- 
rectly through unpunched lapped 
steel roofing sheets, seal the nail 
holes with lead and make a sheet 
metal roof water-tight, protect it 
from rust and add years to its 
normai life. 

Samples on request. Ask your 
jobber for prices. 








ACTUAL SIZE 
Standard 14” 
Lead Head Nails 
88 to the pound 








Dickson Weatherproof Nail Co. | 
America’s Largest Producer 
f Lead Head Roofing Na 


S 


Birmingham, Ala 


Evanston, Ill 
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Left to right, front row: J. T. Bartlett, secretary-treasurer; Boulder; 
James Ward, retiring pesident, Monte Vista; S. I. Fredregill, president, 


Sterling; A. H. Currie, first vice-president, Yuma. 


Rear row: F. W. 


Unfug, Walsenburg; H. F. Collett, Rifle; Richard Hamm, Longmont; 


Carl Dennerline, Florence, 


F. W. Kroeger, 


second vice-president, 


Durango, all of Colorado. 


“Be Prepared” Is Theme of 
Mountain States Convention 


6c E Prepared!” was the theme 
of the convention of the 
Mountain States Hardware and Im- 
plement Association. And prepared- 
ness, for hardware and implement 
merchants of Colorado, Wyoming 
and New Mexico, demanded attend- 
ance at the 39th annual meeting in 
Denver, Jan. 13, 14, and 15. 
Business authorities told the con- 
vention that 1941 will be a year of 
selling opportunities; that difficul- 
ties in deliveries would be encounter- 
ed; that business in the Mountain 
States, just beginning to respond to 
national defense influences, is cer- 
tain to be large. A. C. Kammeier. 
of the National Retail Hardware As- 
sociation, Indianapolis, explained 
how two National Hardware Open 
House promotions have been plan- 
ned for the year to capitalize the ex- 
pected great increase in consumer 
demand. J. D. Sullivan, manager, 
commercial _ steel Colorado 
Fuel & Iron Corporation, Denver, 
dealt exhaustively with the regional 
outlook in an address, “National De- 
fense and Colorado Business.” 


sales, 


Officers Elected 


The association elected S. I. Fred- 
regill, Sterling, Colo., president. He 
succeeds James E. Ward, Rio 
Grande Hardware Co., Monte Vista, 
Colo. New vice-presidents are A. H. 
Currie, Yuma, Colo., first vice-presi- 
dent, and F. W. Kroeger, Farmers 
Supply Co.. Durango, Colo., and 
Aztec, N. M., second vice-president. 


John T. Bartlett, Boulder, Colo., con- 
tinues as secretary-treasurer. E. J. 
Shively went on the board of direc- 
tors from Saratoga, Wyo., and Carl 
Dennerline, Florence Hardware, 
Florence, Colo. 

The association unanimously pass- 
ed a resolution in opposition to “any 
new tax, any increase in an existing 
tax, or extension of any existing tax 
to a group or business not now un- 
der it.” This was passed with refer- 
ence to Colorado legislation. 

The implement resolutions com- 
mittee presented a pledge of loyalty 
to the defense program which was 
enthusiastically adopted. 


Pledge Support 


By resolution, the association ex- 
pressed special commendation for 
efforts of the legislative committee; 
imposed an additional $2.00 dues on 
combination hardware and imple- 
ment pledged unqualified 
and patriotic support of the national 
defense program of the United 
States; declared that the cost of 
selling implements in 1941 will be 
higher than ever before, and an ad- 
ditional margin of profit will be nec- 
essary; expressed approval of the 
enlarged program of the National 
Retail Farm Equipment Association. 

The H. I. P. Club observed its 
silver anniversary with a banquet 
and entertainment in the Cosmopoli- 
tan hotel Wednesday evening. 

Dr. Douglas Miller, professor of 
economics at the University of Den- 


stores; 
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ver, was the speaker at a luncheon 
Tuesday noon. Taking for his topic, 
“The German Idea,” Dr. Miller, who 
until 1931 was for 15 years commer- 
cial attache at the American em- 
bassy in Berlin, held the intense in- 
terest of dealers as he showed the 
fundamental differences between 
German and American contentions. 

A. C. Kammeier urged store mod- 
ernization on a_ dollars-and-costs 
basis. He told of substantial in- 
creases in business which modern- 
ization on the average produces, ex- 
plained how in other trades modern- 
ization is a major trend. He 
illustrated his discussion of modern- 
ization and store arrangement tech- 
nique by discussing the facts of an 
actual illustrated store. He gave de- 
tailed instructions for effective win- 
dow and table display. 


Trade-Ins Discussed 


Paul M. Mullikan, executive sec- 
retary, National Retail Farm Equip- 
ment Association, St. Louis, gave a 
blackboard analysis of dealer expe- 
rience with trade-ins, indicating that 
the general condition was the net 
loss of 5% per cent on each used 
tractor handled. He demonstrated 
that, if the dealers had made use of 
the Trade-In Manual compiled by 
the national association, abiding by 
its values, there would have been a 
gain of 4 per cent. 

Furniture makes an excellent com- 
panion line for hardware in many 
towns, declared B. C. Bulson, Trini- 
dad (Colo.) Hardware and Furni- 
ture Company. He spoke during a 
discussion period Wednesday morn- 
ing. Prof. Leo V. Aspinwall, mar- 
keting expert of the University of 
Colorado, presided. 

The necessity for shopping com- 
petition and methods available were 
interestingly discussed. Prof. Aspin- 
wall declared that the man who was 
not watching his competition was de- 
ficient in one of the most fundamen- 
tal requirements of good manage- 
ment. Paul Patterson, Falby Paint 
& Hardware Store, So. Broadway, 
Denver, told how he consistently 
shops Walgreen, Montgomery Ward, 
Woolworth, and other stores. Prices 
are only one point he checks. He 
searches for new display methods, 
new items. 

One member reported, to the great 
edification of the convention, how a 
local chain store had advertised 
nails at a ridiculously low price— 
1000 lb. of them—and how the live- 
wire merchant had arranged to pur- 
chase practically all of the supply— 
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which it retailed later at an excel- 
lent profit! 

“Step Out and Sell,” was the topic 
of Charles B. Roth, Denver, adver- 
tising and sales expert. “Don’t ob- 
viously try to sell the customer some- 
thing additional,” he said. “Just 
think of some suggestion, by way of 
service, you can make. Don’t make 
yourself obnoxious by aggressively 
pushing the suggestion—just give 
the customer a chance to buy. Sur- 
veys have shown that, in some stores, 
three out of five such efforts to sell, 
intelligently made, are successful.” 


Purchasing Agents 


Leslie F. Robbins, purchasing 
agent of the University of Colorado, 
Boulder, said that local merchants 
should work with the purchasing 
agents of institutions. There is a 
wide area of cooperation, he de- 
clared, and the merchant who makes 
one effort to sell a purchasing agent. 
fails, then quits, doesn’t know an 
opportunity. He should keep right 
on with his calls on the purchasing 
agent, constantly striving to find 
ways in which he can help the agent. 
Eventually he will find those ways. 

George A. Flannigan, manager, 
Colorado Retailers Association, dis- 
cussed merit rating, and showed how 
retail stores, whose percentage of 
employment is very favorable, 
should stalwartly support the merit 
rating principle. 


Legislative Report 


After J. Ray Lowell, Colorado 
Springs, chairman of the legislative 
committee, had made a report, the 
convention reappointed the commit- 
tee and authorized it to levy an as- 
sessment for its work, if such should 
be needed. Committee members are, 
besides Mr. Lowell: Karl W. Farr, 
Greeley; Henry E. Robinson, 
Pueblo; F. W. Kroeger, Durango. 
The president was instructed to ap- 
point a successor to the committee, 
filling the vacancy caused by the 
election to Congress of William S. 
Hill. Congressman Hill sent the con- 
vention a telegram of greeting which 
was applauded. 

Governor Ralph L. Carr discussed 
for the convention the controversy 
which has arisen between the Feder- 
al Government and western states 
over the waters of the Arkansas Val- 
ley. R. W. Dibble, of the Dealer 
Education department of Interna- 
tional Harvester Company, gave an 
address on retailing methods. 























THE MODERN 
PIED PIPERS 


are the 


BETTER BRAND 


MOUSE and RAT 


TRAPS 


WRITE US FOR FOLDER OF COMPLETE LINE 
AND NAME OF JOBBER—ASK YOUR JOB- 
BER TO SHOW YOU OUR NEW STEEL 
MOUSE TRAP—RETAILS FOR FIVE CENTS. 


McGILL METAL PRODUCTS CO. 
DEPT. 151 


MARENGO, ILLINOIS 








New INVENTION 
SELLS TOGGLE BOLTS 








PAINE 


TOGGLE BOLT se ® 
GLAMP 


Saves Mechanics’ Fingers and 
Permits Use of Screw Driver 
on All Toggle Bolt Installation 
Mechanics everywhere are 
going for this handy time 
and labor saving device 
that’s included FREE*in 
every box of Paine Tog- 
gle Bolts. It slips over 
bolt thread, as shown in 
Fig. 1, holding toggle 
tight against inside of 
wall and preventing it 
from turning so it can be 
tightened with a screw 
driver as shown in Fig. 2. 

















Ask your Jobber Today for 
Paine Spring Wing Toggle 
Bolts—there are none better 
—and “cash-in” on the Sales- 
building performance of this 


€ new, and unique clamp that 
is moving Toggle Bolts by 
the box. 


Our complete catalog of 
Anchoring Devices and Build- 
ing Specialties will be 
mailed upon request. 


THE PAINE COMPANY 


2963 CARROLL AVE. CHICAGO, ILL. 
New York -Warehouse & Sales: 45 Warren St. 
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Start this powerful display of 
a powerful idea WORKING 
for you quick...it'sa 


MONEY-MAKER! 


Write for all details 


WINDSOR WAX COMPANY, Inc. 


617 Newark St. HOBOKEN, N. J. 





NATIONAL ADVERTISING 
STEPPED UP AGAIN 




















oe 


WITH SALES CLIMBING FAST, Iron 
Glue again has increased its national ad- 
vertising, which has made the Iron Glue 
elephant one of America’s best known 
hardware trade-marks. Lire, SATURDAY 
EVENING Post and COLLIER’S now carry 
Iron Glue advertising every month. The 
new lever-lift top for 10¢ bottles, always 
easy to open and close, is a smash hit. Ask 
your jobber, or write giving jobber’s name, 
for full details. 
THE McCORMICK SALES CO. 
420 Light St., Baltimore, Md. 
in Canada address: 


McCormick & Co. (Canada) Ltd. 
Toronto, Ontario 





AN ELEPHANT FOR STRENGTH 
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HE clerks have al- 


ready gone home and the hardware 
store of Cole & Sexton has only a 
solitary occupant — William Sex- 
ton, the junior partner. Suddenly 
the door opens and George Cole, 
the senior partner, enters. He is 
carrying a large bundle in his 
hands and when he proceeds to un- 
wrap it on the counter a teddy 
bear, doll, small electric train, 
model airplane and sundry other 
toys are disclosed. 

SEXTON: Good night, George! 
What have you been doing? Rob- 
bing an orphan asylum? 

COLE: Looks a bit that way, I 
admit. Truth of the matter is that 
I've been over to Bill Stout’s ex- 
perimenting on the reactions of his 
flock of youngsters to various 
types of toys. You see, I read that 
leading article in the January 23rd 
issue of Harpware AcE on “How 
to Merchandise Toys the Year 
Round,” and I became so inter- 
ested in some of the things it said 
that I started to experiment for 
myself. Took this lot of toys over 
to Bill’s, put them on the floor and 
just watched to see what type of 
toy the youngsters of various ages 
would pick up. And they did just 
as the article said they would. 

SEXTON: That was a mighty 
interesting article and I think it 
would be a good idea if we mer- 
chandised our toys on a year 





‘round basis. It certainly was a 
first class guide. I’m glad to see 
that that article is the beginning 
of a “How to Merchandise” se- 
ries. It'll be just something else 
we look forward to in HARDWARE 
Ace. And speaking of instructive 
material we could just borrow their 
idea of renting out floor sanders 
and similar equipment. 

COLE: Lots of things you'll find 
out if you read that magazine. 
That sander article opened my 
eyes, though. Not only told you 
about the profits to be made from 
rentals but also pictured and de- 
scribed the various sanders manu- 
factured. 

SEXTON: Yes, and it’s my 
idea of service when they pub- 
lished that list of manufacturers 
and wholesalers who are going to 
participate in National Hardware 
Open House. That was an inter- 
esting story about that Long Island 
firm that built up a $100,000 
volume in housewares. Of course 
they were in a wealthy community, 
but the methods they used would 
have brought in business any- 
where. 

COLE: There were some other 
mighty good articles in that issue. 
That one about the firm that han- 
dled skis and wound up with a 
complete sporting goods depart- 
ment. They keep their customers 
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NEW 1941 SPARTON 


STING-RAY 


Electric Fence Controllers 


Now fully tested and approved by 
Underwriters’ Laboratory, Inc. 


Models for every purpose and type of current, operating 
on 110-V, AC or battery current. 
Wisconsin Industrial Commission and Oregon Department 
of Labor. Model SR-C-1, illustrated, is combination oper- 
ating from either “high line” or batteries. 
starting at $6.95. 


THE SPARKS-WITHINGTON COMPANY, Jackson, Michigan 





A Few Distributor- 
ships and Dealer- 
ships Still Open. 
Write Today for 
Details. 


Fully approved by the 


Retail prices 














5 ’ , 
Landa Aa 





Sin. 7 Sage 


Seer hore 
Y see 
HARDWARE SPECIALTIES 


Overhead Conveyors, Conveyor Track, Switches, 
Tackle Block Hoists, Wire Stretchers, Weldless 
Chain, Chain Goods, Door Hangers, Door Track, 
Holders, Latches, Wrought Goods, etc., etc. 


A : Established 1879 









BRANCH HOUSE - COUNCIL BLUFFS, IA 








THE NEY MFG. CO., CANTON, O. 











atso HAYING TOOLS anp 
BARN EQUIPMENT 

*‘Guaranteed to satisfy the user’”’ 
Electric Light is Merely a Passing Fancy 
ACCORDING TO THE VOLUME OF ORDERS 
WE ARE GETTING FOR KEROSENE MANTLES. 

Don't Pass Up This Profit! 
WELSBACH KEROSENE MANTLES 


FOR ALL ALADDIN LAMPS 
RETAIL PRICE 30¢ 


See our ad on page 640 
Hardware Age Directory Number 
Your jobber has or can get them for you 


Mfd. by Welsbach Division of 
LINDSAY LIGHT AND CHEMICAL COMPANY 
West Chicago, Illinois 








Your Customers Buy 
by the Name They Know 


—and the known name in Blow Torches is 
Cc & L! Why? 

Cc & L's exclusive patents—fruit of years of 
constant research—result in outstanding torch 
performance. It's performance customers have 
learned they can depend on for years. 

Thus, C & L's position as manufacturer for 
over half a century of the torch known na- 
tionally for dependable service. Ask your 
jobber-salesman. He will recommend the Torch 
your customers will ask for—C & L. 
















CLAYTON & LAMBERT 
MFG. CO., Detroit, Mich. 








WHAT YOU WANT 
—-WE HAVE 
JUST REMEMBER ... 


" 








Want a Good Position? 


The quickest and surest way of securing a 
good position is through the Classified Oppor- 
tunities Department of Hardware Age. 

Hardware Age will put you in touch with 
Hardware concerns who want help and look 
for it in the Trade-paper that reaches the 
greatest number of readers. 


Send your copy with remittance to 


HARDWARE AGE 
Classified Oportunities Dept. 
100 East 42nd St.. New York City 














FOLLOW THE ARROW TO 
EXTRA PROFITS! 









Appearance 
, - Price... 
Convenience . . . 
These are the qualities 
your customers want in home 
humidifiers. You give them all three, 
FS and that means Volume sales when 
you sell Fulton Airmoisteners. 


Fits between radiator where heat 
and evaporation are greatest. Water pan concealed—cannot 
tip over. No soldered joints—one-piece rust-resisting metal. 
Two sizes—1 and 1% quarts. Aluminum or bronze finish. 


Fulton Line Includes Humidifiers for Wall and Floor Registers 
Ask Your Wholesaler About Our Low Prices 


PATENT NOVELTY COMPANY 
305 EIGHTH AVENUE | FULTON, ILLINOIS 











FEBRUARY 6, 1941 


145 

















FISH LANDING GAFFS 
“LION” GAFFS 


Norlund’s Fish Landing Gaffs 
are popular sellers to fishermen. 
Made in 3 numbers. No. 1 
(shown) is for salmon, muskies. 
mackerel, ete. Also indispen- 
sable to ocean fishermen to hold 
and kill ocean cats, yellow tails, 
bonefish, ete. Span 84 in. 












No. 2 for small and medium 
size fish up to 3 Ibs. Span 
5% in. 

Ne. 3 fer frogs and craw- 
fish. Will not kill or in- 
jure. Span 6 in. 

Fish or frogs are held 
automatically in the jaws 
by heavy springs, leaving 
both hands free. 

Also Hook Gaffs for ocean 
and lake fishing. 

Send for Circulars and 
No. 1 Trade-prices. 


O. A. NORLUND CO. 
WILLIAMSPORT, PA., U. S. A. 











KEY BLANKS 
LOCKSMITHS’ SUPPLIES 





Catalog on Request 


H. HOFFMAN CO. 
6245 No. Western Ave., Chicago 








The “Original Burke” 
Boiler Plug—guaranteed 
to permanently stop the 
leak. Welds the hole 
with lead like a wiped 
joint. Made of steel, 
cadmium plated. Bolt 
has safe breaking strain 
of 800 Ibs. Tightens with 
12” monkey wrench. 
Also “Automatic Screw 
Machine’’ Products, 
Vacuum Cleaner Parts. 
Send Sample. 


BURKE MANUFACTURING CO. 
4123 Payne Ave., Cleveland, Ohio 


STOPS BOILER LEAKS 


Me-24 

















15 days- 


before date of issue 
is the closing date 
for the classified ad- 
vertising section. 
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informed as to where they can 
ski and then they sell them the 
equipment. They can’t lose. 
SEXTON: Neither can the firm 
that sells more than a quart of 
paint for every person in town— 
and there are 6000 persons in the 
town. Gosh, they not only sell 
paint but rent a paint-spraying out- 
fit, a floor scraper and a caulking 
gun. They don’t miss a trick and 
the way they do it it’s a sure bet 
that they won’t. Then there was a 
short story about a firm that stimu- 
lated traffic with glass coffee 
makers. They advertise one of 
them as a special and follow up 
the ad when the customers drop 
into the store. They promote ’em 


constantly and they do a mighty 
impressive business. Well, I’m 
feeling pretty good today. Looks 
like good business this year. 

COLE: Who says so? 

SEXTON: Saunders Norvell said 
it in that very same issue. And 
the evidence he gave was the best 
in the world. The U. S. Mints are 
working on a 24-hour basis to fill 
the need for coins of all denomina- 
tions. If people need coins it’s a 
sure thing that they'll spend them 
and, if they spend them, we'll get 
our share of the business. 

COLE: And it’s good enough 
for me, too. And now what do you 
say if we start for home? 


—G.M.S. 















































“oNe WANTS AN AX FOR SPLITIN’ RAILS AN THE 
OTHER WANTS A LITTLE RED HATCHET” 


THE ORIGINAL DRAWING OF THIS CARTOON, suitably mounted 
for use in window or other hardware store displays is available and will 
be sent, without charge, to the first reader sending 5 cents postage to 
cover mailing costs. Ask for HARDWARE AGE CARTOON NO. 2 
and send your request to Cartoon Editor, HARDWARE AGE, 100 East 


42nd St., New York City. 
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Patented 


$3.00 
Retail 
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<Beher-Wiilien MITRERIT No-S3 5 


hig gra 
10°* backsaw 


Popular Mitre Kits 
Selling Like “Hot Cakes”! 


You'd be surprised how fast these low priced, quality Mitre Kits 
are moving off hardware counters. Home craftsmen examine them, 
observe that they can easily and accurately cut any angle with the 
adjustable, locking angle index. This self-demonstration sells 
them. Try a dozen Mitre Kits. Display a couple and you're sure 
to move them in a few days’ time. Write us for wholesale prices. 


THE BAKER McMILLEN CO., 135 E. Miller Ave., Akron, Ohio 


sells 
on 


sight 














display stand 


FREE 





gust buy 8 dozen 
Velb. CROSS TACKS 











from your yobber 


CROSS 


EAST JAFFREY,N.H 










HOLD-E-ZEE 





Even if a man owns a dozen 
ordinary serewdrivers . . . 
he'll buy a Hold-E-Zee on 
sight. He knows he needs the 
Gripper! If he’s buying his 
first screwdriver, he'll natu- 
rally choose the one that has 
everything PLUS the great 














Chrome 


Automatic Grip 
SCREWDRIVERS 
cxtrabuviness In either ease! 


vanadium blades; 
many models have transparent, 
insulating, unbreakable han- 
dies (illustr.). 
Your Jobber. 


UPSON BROS., Inc., 84 Exchange St., Rochester, N.Y. 





4 COLOR 
COUNTER DISPLAYS 
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Standard every- 
where because made 
of plenty of new live rub- 
ber that stays alive. Doesn’t 
out. Extra adhesive. 4 sizes 
—A#l, #2, #4 and #8. In dis- 
play containers, as shown. 


BULLDOG 
Friction 


Pa2 = 








Free) 


SELL THE EXTRA VALUE 
SCREWDRIVERS AND MAKE 


' SAVRA PB.O Fi $2 


Order Thru 
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SHEARS THAT STAY SHARP 


No. 2748 
ASSORTMENT 


EVENLY HARD 
CUTTING EDGES 
ASSURING LONG 
LIFE SHARP- 
NESS 


We are offering 
the trade this 
new and striking 
display of extra 
value 50¢ Shears 
—highly finished 
and handsomely 
displayed to help 
your Dealer make 
quick and steady 
sales. 


ORDER FROM 
YOUR JOBBER 











1940 HICKS ST. 


THE ACME SHEAR CO. ,,, 


DGEPORT, CONN. 
























NOW 
SELLS FOR 
ONLY.. 
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@eKEES 


Garden Tools. One 
piece, pressed 
steel. No wooden 
plugs—no metal 
caps! Get Free 
sample and Cata- 
log. 





F. D. KEES MFG. CO. 


Box K-40 (Est. 1874) Beatrice, Nebraska 
Distributed Thru Hardware Trade 


GARDEN 
TROWEL And Other 


gives you 
and your customers 





qualities. 
jobber 


A 








Harness hardware gets kicked 
around more by farmers than 
Sub- 


Imperial Harness Hardware 


anything else they own. 

ject to dirt, abuse and every 
element of the weather, harness 
hardware has to be tough. 
Toughest of all is Imperial—a 
50-year old line built to last 
longest under these conditions. It's 

heavy, rugged hardware, finished in 
; athoroughly workmanlike manner. Lead- 
ing dealers, everywhere, prefer it for these 

Specify this famous line from your 
It costs no more. 
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SAND'S-STEVENS 
SURFACE AND LINE 


= SAND’S LEVEL & TOOL CO. 


World's Standard for Half a Century 


TELL FHE TRUTH 
8631 Gratiot Ave. 


Detroit, Mich. 





"FACTORY 








BUILT-IN ACCURACY” 
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CARPENTERS’ WOOD 
AND ALUMINUM 


WRITE 
FOR CATALOG 








TILE SETTERS’ WOOD 
AND ALUMINUM 
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Oxford Chisels and Drills are hand- 
forged of tough steel, scientifically 
hardened and tempered to give them 







sharp, long-lasting cutting edges. 
Guaranteed 2 for 1. 


OXFORD TOOL CO. 


1633 No. 2nd St., Philadelphia, Pa. 













Door Hangers 


Built strong and 
sturdy for a lifetime 


of service. 


COBURN TROLLEY TRACK CO. 
412 Harding St., Holyoke, Mass. 











FAST SELLING 


LOW wy Beautifully 
colored live 
rubber link 














ON MAT CO. 
‘LYN, NEW YORK 





‘GUNSHINE 


ren A 


cHAMOIS 


MADE IN U.S A 


ASK YGUR JQGB888R 
FOR OUR EXTRA VALUS 
Gaweo PIECE CHAMOIS 


HOYT & WORTHEN TANNING CORP 


HAVERHILL MASS 


TROY—BEST 


File Handles 


iad igia 

PATEN TE? tml: £8, to 
= e : al 

ir Pp, 


(Patented), assures better workmanship 
and safety to user. A favorite for over 
40 years. 


TROY FILE WORKS 


Troy, Est. 1831. N. Y. 




















ROCHESTER ADJUSTABLE 
SASH BALANCES 


A product of Guar- 
anteed quality. Real 
profit in handling 
them. 

Write for prices. 


Rechester Sash Balance Ce., Ine. 
Rechester, N. Y. 
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Alabama, Retail Hardware Associa- 
tion of, May 14-16, 1941, at Montgom- 
ery. Headquarters, Gay Teague Hotel. 
Exhibit at Auditorium. Secretary, J. H. 
Crowe, 41 N. 21st St., Birmingham. 


American Hardware Manufactur- 
ers’ Assn. meeting jointly with the 
Southern Hardware Jobbers’ Associa- 
tion, April 21-24, 1941, at the Peabody 
Hotel, Memphis, Tenn. Charles F. 
Rockwell, 342 Madison Ave., New York 
City, is secretary of the manufacturers’ 
association, and T. W. McAllister, 1020 
Grant Bldg., Atlanta, Ga., is secretary of 
the jobbers’ association. 


Arkansas Retail Hardware Associa- 
tion, Feb. 10-12, 1941, at Little Rock. 
Sessions and exhibit at Marion Hotel. 
Secretary, George L. Turner, 322 E. 
Markham St., Little Rock, Ark. 


California Retail Hardware Assn., 
Feb. 18-20, 1941, at San Francisco. 
Convention and exhibits at the Western 
Merchandise Mart. LeRoy Smith, 417 
Market St., San Francisco, is secretary. 


Connecticut Hardware Association, 
Feb. 19-20, 1941, at Bridgeport, Conn. 
Sessions at Hotel Stratfield. Secretary, 
Charles F. Freeman, Branford, Conn. 


Carolinas, Hardware Association of 
the, June 10-12, 1941, at Asheville, 
N. C. Hotel headquarters and sessions 
at the George Vanderbilt Hotel. Sec- 
retary, C. B. Gladden, 407-11 Com- 
mercial Bank Bldg., Charlotte, N. C. 


Eastern Hardware Golf Associa- 
tion, annual tournament, May 22-24, 
1941, at the Buckwood Inn, Shawnee- 
on-the-Delaware, Pa. H. L. Gillian, 9 
Rockefeller Plaza, New York City, is 


secretary. 


Gift Shows: Feb. 3-14 at Palmer 
House, Chicago, Ill.; Feb. 2428, at 
Hotel Pennsylvania, New York City; 
March 10-14, at Hotel Statler, Boston, 
Mass.; March 24-27 at Hotel Benjamin 
Franklin, Philadelphia, Pa.; March 31- 
April 4 at Hotel William Penn, Pitts- 
burgh, Pa. 


Illinois Retail Hardware Association, 
Feb. 25-27, 1941, at Chicago. Sessions 
and exhibit at Sherman Hotel. Secre- 
tary, C. G. Gilbert, 1155 Merchandise 
Mart, Chicago. 


Iowa Retail Hardware Assn., Feb. 
11-14, 1941, at Des Moines, Iowa. Head- 
quarters and sessions, Hotel Savery; ex- 
hibit, Coliseum. Secretary, Philip R. 
Jacobson, Mason City, Iowa. 


Marshall-Wells Co., Portland, Ore., 
Feb. 10-12, 1941, and at Spokane, 


Wash., and Billings, Mont., Feb. 17-19, 
1941. The latter two meetings may be 
combined. George S. McQuade, Duluth, 
is sales manager. 


Michigan Retail Hardware Assn., 
Feb. 11-14, 1941, at Grand Rapids, 
Mich. Headquarters and sessions at 
Pantland Hotel; exhibit at Auditorium. 
Secretary, H. A. Daschner, 112 Olds 
Tower Bldg., Lansing. 


Minnesota Retail Hardware Assn., 
Feb. 18-21, 1941, at St. Paul. Hotel 
headquarters, Lowry Hotel; sessions 
and exhibit, Municipal Auditorium. 
C. J. Christopher, Nicollet at 24th St., 
Minneapolis, is secretary. 


Missouri Retail Hardware Assn., 
Feb. 25-27, 1941, at St. Louis. Sessions 
and exhibit at Municipal Auditorium. 
Louis C. Kreh, 323-324 Wainwright 
Bldg., St. Louis, is secretary. 


National Retail Hardware Asso- 
ciation, 42nd annual congress, July 
14-17, 1941, at the Roosevelt Hotel, New 
Orleans, La. Rivers Petersons, 333 N. 
Pennsylvania St., Indianapolis, Ind., is 
managing director. 


New England Hardware Dealers’ 
Assn., Feb. 25-27, 1941, at Boston, Mass. 
Hotel headquarters, sessions and exhibit 
at Hotel Statler. Secretary, Russell R. 
Mueller, 189 Dartmouth St., Boston. 


New York State Retail Hardware 
Association, annual convention, Feb. 
11-14, 1941, at Seneca Hotel, Rochester, 
N. Y. Exhibit at Convention Hall. Sec- 
retary, N. H. Kiley, 508 Hills Bldg., 
Syracuse. 


North Dakota Retail Hardware As- 
sociation, annual convention, March 
1-6, 1941, in Fargo, N. D. Headquar- 
ters, Gardner Hotel. Exhibits at Audi- 
torium. Secretary, Louis J. Thompson, 
21 Clifford Bldg., Grand Forks. 


Ohio Hardware Association, annual 
convention and exhibit, Feb. 18-21, 
1941, at Cleveland, Ohio. Sessions at 
Hotel Statler, exhibit at Auditorium. 
Secretary, John B. Conklin, 175 S. High 
St., Columbus. 


Southern California Retail Hard- 
ware Assn., Feb. 25-27, 1941, at Long 
Beach. Hotel headquarters, Hilton 
Hotel. Sessions and exhibit, Municipal 
Auditorium. Secretary, J. V. Guilfoyle, 
626 Rives Strong Bldg., Los Angeles. 


Southern Hardware Jobbers 
Assn., meeting jointly with the Ameri- 
can Hardware Manufacturers’ Associa- 
tion, April 21-24, 1941, at the Peabody 
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Conventions and Events 


Hotel, Memphis, Tenn. T. W. McAllis- Philadelphia, Pa., and the American 
ter, 1020 Grant Bldg., Atlanta, Ga., is Supply & Machinery Manufacturers’ 


secretary of the jobbers’ association, and Assn., secretary, R. Kennedy Hanson, 
Charles F. Rockwell, 342 Madison Ave., 1108 Clark Bldg., Pittsburgh, Pa. The 
New York City, is secretary of the convention may possibly be carried over 
manufacturers’ association. an extra day. 


Virginia Retail Hardware Assn., 
Feb. 18-19, 1941, at Danville, Va. Sec- 
retary, G. T. Omohundro, Jr., Scotts- 


Triple Mill Supply Convention, 
May 5-7, 1941, at the Palmer House, 
Chicago, Ill., comprising the Southern 


Supply & Machinery Distributors’ Assn., ville, Va. 

secretary, Alvin M. Smith, Smith- West Virginia Hardware Associa- 
Courtney Co., Richmond, Va.; National tion, Feb. 24-25, 1941, at Parkersburg. 
Supply & Machinery Distributors’ Assn., Sessions at Chancellor Hotel. Secretary, 


secretary, H. R. Rinehart, 505 Arch St., H. B. Clower, Oak Hill. 
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SWARE Special 
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“THEYRE THE LATEST IN MANHATTAN GLASSES THAT LUMP OF, 
RED GLASS IN THE CENTER SAVES QUITEA BIT ON CHERRIES 


THE ORIGINAL DRAWING OF THIS CARTOON, suitably mounted 
. for use in window or other hardware store displays is available and will 
be sent, without charge, to the first reader sending 5 cents postage to 
cover mailing ¢osts. Ask for HARDWARE AGE CARTOON NO. 3 
and send your request to Cartoon Editor, HARDWARE AGE, 100 East 


42nd St., New York City. 





FEBRUARY 6, 1941 





Gibson Good Tools 


Robertson ‘‘Horseshoe Magnet"’ 
Hammer 





The original. Made of superior forged steel 


strongly and permanently magnetized. 
Holds securely. Patterns for home, shop, 
store and other uses. Also Gibson Patented 


Gripper Clips for holding kitchen utensils, 
tools, golf clubs, brooms, mops, etc. 


GIBSON GOOD TOOLS, INC. » 








Box 26B Orange, Mass., U.S.A. 














10¢ 
Cards 

25¢ 
Boxes 
or Bulk 





THEY PULL—CLINCH—HOLD 


The outstanding fastener for making, repairing 
sereens, garden furniture, frames, ete. 


Ask Your Jobber 
SUPERIOR FASTENER CORPORATION 
5224 N. Clark St. Chicego, Ili. 




















E-Z CORN POPPER 
The Original Rotary Corn Popper 


The Popper That Puts 
The Pop in Pop Corn 








Stove Type 
or Electric 


Ask Your Jobber 


0. S. KEENE MACHINE CO., - ELKHART, IND. 
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SUPER VALUE 
NAIL CLIPPER 


New member of Gem Cc 
Nail Clipper family. 
Hardened jaws, nail 

file, cleaner. Heavily 

nickeled. Doz. on colorful card 
at jobbers’. Send for details. 
THE H. C. COOK CO. 
27 Beaver St., Ansonia, Conn. 











STEEL BRICK HODS 
Have been used 


for years 

because of 
their strength 
and lightness. 


Ne. 162 s  22"xio” All steel 
Briek . x2” deep 
Prices Will Interest 


The Cleveland Wire Spring Co. 
E. 36th St. and Hamilton Ave. 
@ @ CLEVELAND,OHIO @ @® 

















Kew Daisy Waterers 
for HOGS and POULTRY 
ALSO SHAW and DAISY 
CALF WEAWNERS 
32 wy ee Os aA ee 6 8-8 8) 
Write for FREE Circular Mird. By 
QUINN WIRE & IRON WORKS 


BOONE IOWA, USA 
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Classihied Oppovlunitiea Section... 





Use this section to reach Hardware Manufacturers, Manufacturers’ 
Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 





[  Chamsified Adwentining Rater | 





Help Wanted. Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $4.00 
All capitals, maximum, 50 words.... 5.00 
Each additional word......... .08 


Positions Wanted 
(Special * ree set solid, maximum, 


Allow Seven Words for Keyed Address or Your Address 


BOXED DISPLAY RATES 
Ce FI ono kb ns bc chnecepccedccesas $6.00 
Each additional inch.......... 4.00 





DISCOUNTS ee poy yt INSERTIONS 
4 insertions, 5% off; 8 insertions, 10% off. 
Due to the special rate, these discounts do 
not apply on Position Waried Advertise- 
ments. 
-—-e-— 
REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
not currency or stamps. 





Samples of Merchandise, Literature, 
Catalogs, etc., will not be forwarded to 
bex number advertisers unless accom- 
panied by sufficient postage for remail- 














HARDWARE AGE is published 
every other Thursday. Classified 
forms close 15 days previous to 
date of publication. 


—@e-— 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York City 











| = Positions Wanted | 


| = Positions Wanted | 





HARDWARE PERSONNEL, OUR FILES 
CONTAIN applications of several hundred experi- 
enced clerks, managers, counter men, keepers 
and stenographers for New York hardware re- 
tailers and wholesalers. No charge to employers. 
Just phone Wisconsin 7-1802 or write to Asso- 
ciated Placement Bureau, 152 West 42nd Street, 
New York City. 
GENERAL MILL ‘SU PPL IES, 
window, trimming, store display, buying and 
stock control; 25 years’ experience. Willing to 
leave city Best of references. Address Box 
E-285, care of Harpware Ace, 100 E. 42nd St., 
N. Y. City. 





HARDWARE, 





STOVE SALESMAN WITH GOOD FOL. 
LOWING among Texas jobbers and dealers 
wants attractive commission proposition without 
cash advances on modern gas ranges at right 
prices. References and bond available. Address 
Box E-241, care of Hanpware Ace, 100 E. 42nd 
St., N. Y. City. 





MANUFACTURER’S REPRESENTATION 
WANTED OF MERITORIOUS products for 
the Metropolitan New York territory by a sales 
executive possessing 25 years of thorough experi- 
ence in sales promotion, advertising and selling 
of industrial products. Married, excellent refer- 
ences. Address Box E-238, care of Harpware 
Acer, 100 E. 42nd St., N. Y. City. 





HARDWARE, HOUSEFURNISHING MAN, 
37 YEARS OF AGE, married, 15 years’ ex- 
perience at wholesale and retail housewares, elec- 
trical supplies and 5c. and 10c. stores, capable of 
buying, selling and managing. Seeks position 
with reliable firm anywhere where hard work is 
appreciated and rewarded. Address Box E-276, 
care of Harpware Ace, 100 E. 42nd St., N. Y. 
City. 


HARDWARE MAN DESIRES A POSITION 
with a reliable firm. Thoroughly experienced in 
retail and wholesale hardware, paints and kindred 
lines. Has served one concern for thirty years 
in capacity of president, buyer and general man- 
ager. Fifty years old. Good health. South pre- 
ferred. Address—John E. Gannaway, Jr., 609 
Washington Street, Lynchburg, Virginia. 

MANUFACTURERS ARE YOU INTER- 
ESTED IN an ambitious hard working man to 
represent you in all or part of the following ter- 
ritory: Iowa, Minnesota, Wisconsin, Missouri, 
Kansas, Nebraska and The Dakotas. Can fur- 
nish best references from buyers of wholesale 
hardware jobbers and hardware dealers. Address 
Box E-281, care of Harpware Ace, 100 E. 42nd 
St., N. Y. City. 








| connection on a salary basis. 





MANUFACTURER’S AGENT, NOW COV- 
ERING Chicago, Illinois, Indiana and Wisconsin, 
desires commission connection with manufacturer 
of high-quality hardware. Married, drive a car 
—good references. Address Box E-265, care of 
Harpware Ace, 100 E. 42nd St., M. ¥. City. 











eer ESMAN WITH TEN YEARS’ EXPERI. 

NCE selling the better hardware stores in the 
pone area is now employed by a builders’ 
hardware jobber and would like to add to in- 
come by a suitable sideline; suggested items are: 
cabinet hardware, padlocks, medicine cabinets, 
etc. Address Box E-266, care of Harpware Ace, 
100 E. 42nd St., N. Y. City. 





YOUNG SOBER MARRIED MAN just over 
draft age, experienced hardware salesman with 
following of hardware jobbers and lumber com 
panies in Texas, Oklahoma, New Mexico. Trav- 
eling same territory for past twelve years and now 
covering it. Desires to represent a good reiiable 
line or several lines on commission. Address 
Box E-280, care of Harpware Ace, 100 E. 42nd 
St.. N. Y. City. 





ADVERTISING, SALES PROMOTION 
MAN, 30, SEEKS connection with manufacturer, 
hardware or housewares; direct all phases of 
manufacturer— -jobber—dealer promotion. Experi- 
ence includes publicity, newspaper; now with ad- 
vertising department of one of largest hardware 
jobbers. Anxious to change by April 1. Ad- 
dress Box E-268, care of Harpware Ace, 100 
E. 42nd St., N. Y. City. 





SALESMAN WITH ESTABLISHED 
TRADE, throughout New England, calling on 
plumbing and hardware jobbers, major hardware 
dealers, and direct-to you's. Desires reputable 
line. Can produce highest references of char- 
acter and experience. Have car, matried, and 
residing in Boston. Address Box E-271, care 


of Harpware Acer, 100 E. 42nd St., N. Y. City. 





A THOROUGHLY EXPERIENCED SALES- 
MAN, who has a worthwhile trade acquaintance 
with the hardware and general trade, retail and 
wholesale, who has covered New Jersey, West- 
chester County, also Connecticut, Massachusetts 
and Rhode Island, one whose honesty, ability, per- 
sonality and address are unimpeachable, desires a 
Address Box E-273, 
care of Harpware Ace, 100 E. 42nd St., N. Y. 
City. 














SALESMAN, MIDDLE AGE, NEAT AP 
PEARANCE, 18 years’ selling experience, thor- 
oughly acquainted with hardware, furniture and 
department store trade, Illinois, Iowa, Wisconsin, 
desires connection with reliable company. Have 
also had 7 years’ experience as a manufacturer of 
wooden products, as well as a great deal of office 
and railroad experience. Can furnish car for 
use on territory and can assure you honest and 
efficient representation at all times, as well as = 
best of references. Address Box E-225, care of 
Harpware Ace, 100 E. 42nd St., N. Y. City. 
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FIVE POSITIONS AVAILABLE FOR 
JUNIOR SALESMEN ON FIXED SALARY 
AND CAR ALLOWANCE SELLING BUILD- 
ERS’ HARDWARE FOR LARGE MANUFAC- 
TURER. MUST HAVE EXPERIENCE IN 
THIS FIELD. TERRITORIES LOCATED IN 
NEW ENGLAND, MIDDLE ATLANTIC 
STATES AND SOUTHERN STATES _IN- 
CLUDING WEST VIRGINIA. LOCAL MEN 
PREFERRED. ADDRESS BOX E-284, CARE 
OF HARDWARE AGE, 7 EAST 42ND 
STREET, NEW YORK CIT 














SIDE-LINE SALESMEN WANTED 


To salesmen now calling on Hardware, 

Variety and General Stores in small towns 

and cities, we offer a good, staple side line 

of 10c and 25c Paints and low-priced gallon 
ints on a commission basis. Write advis- 

ing territory covered and lines now carried. 
Address on. “— care of pagowans AGE 

42nd St., N. Y. City 


te 











SALESMEN WANTED 
Sideline salesmen, do you need an additional line? 
Are you now calling on Retail Hardware Stores, 
Retail Plumbing and Heating trade? We have 
a complete line of flue pipe, stove pipe and fittings 
to be sold on a commission basis. Openings in 
Eastern States, Southern and Southwestern states. 
Write territory covered, class of trade, lines you now 
have, and references first letter. 

Address Box E-274, care of 
HARDWARE AGE, 100 E. 42nd St., N. Y. City 














GRASS SEED SALESMEN WANTED — 
State full particulars. Commission between 10 
to 25 per cent to right party. Address—Radwaner 
Seed Co., 115 Broad St., N. Y. City. 


MANUFACTURERS’ AGENT OR SALES- 
MAN CONTACTING wholesalers, dealers, mill 
supply houses, chain stores, etc. A new, fast 
selling line, nationally advertised, is available. 
Write giving territory, references, firms repre- 
sented, etc. Address Box E-279, care of Harp- 








ware Ace, 100 E. 42nd St., N. Y. City. 
DISTRIBUTOR, WELL RATED FINAN- 
CIALLY, to purchase definite monthly quantity 


Hickory Handles in all grades or only lower 
grades on contract basis from reliable manufac- 
turer in Middle Atlantic States. Address Box 
te care of Harpware Ace, 100 E. 42nd St., 
N. Y. City. 


A SALES REPRESENTATIVE WANTED 
TO cover the various states and sell a com- 
plete line of plumbing and heating specialties 
and brass goods to the plumbers and retail hard- 
ware trade for a well-known concern as a side 
line or full time on a commission basis. Address 
Box E-277, care of Harpware Ace, 100 E. 42nd 
Se. N. Y¥. City. 


FROM NOW UNTIL AUGUST YOU can 
earn fifteen dollars a day by showing just six 
photographs. No sales resistance whatsover. Fast 
selling, repeat order line. 10% commission. Full 
credit for all re-orders. No house accounts. Com- 
mission paid promptly. We are an old established 
well rated firm. Give full information. Address 
Box E-269, care of Harpware Ace., 100 E. 42nd 
&t., N. Y. City. 











WANTED MANUFACTURERS’ REPRE- 
SENTATIVE TO COVER Missouri, Towa, 


Nebraska, Kansas, and if possible North and 
South Dakota and Wyoming. High-rated com- 
pany offers splendid opportunity for man not tied 
down by too many lines. Outstanding, revolu- 
tionary product of established use well advertised 
and supported by complete merchandising helps. 
Give particulars about territory, lines, experience, 
when writing. Address Box E-275, care of 
Harpware Ace, 100 E. 42nd St., N. Y. City. 








HARDWARE AGE 
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| — Accounts Wanted 


| 


Accounts Wanted _—‘||| Basiness Opportunities | 











NON-CONFLICTING LINES WANTED 


by a competent sales representative covering the 
entire New England and New York state territory 
outside of Metropolitan New York area. For the 
past 15 years have sold both wholesalers and re- 
tailers in the hardware and sporting goods field, 
athletic goods of all kinds and several hardware 
items. I have been connected with good firms and 
now represent three leading manufacturers of non- 
conflicting lines in the territories mentioned. Can 
furnish ample and satisfactory references and am 
also well acquainted among the industrial supply 
organizations and larger industrial firms in the 
territory mention 


Address Box E-258, care of HARDWARE AGE 
100 E. 42nd St., N. Y. City. 











WANTED 
By long, exceptionally well established 
commission broker, covering New York 
State, additional line to represent to whole- 
sale trade. Only manufacturers of first 
quality, fully guaranteed merchandise need 
reply. Territory covered every seven weeks. 
Address F. B. 1., Box E-282, care of 
HARDWARE AGE, 100 E. 42nd Street, N. Y. City 














WANTED—FOR SOUTHEASTERN STATES 
—lock sets and builders’ hardware specialties, 
padlocks and latches to the dealer trade—hard- 
ware, building supply and marine hardware and 
ship chandlers. We are established and produc- 
ing. Lines wanted on straight commission. Ad- 
dress Box E-264, care of Harpware Acr, 100 
E. 42nd St., N. Y. City. 





WELL KNOWN REPRESENTATIVE 
SEEKS ONE additional line sold to hardware 
jobbers and dealers in the Atlantic Seaboard States 
from Virginia to and including Florida. Ac- 
counts extremely limited. Territory thoroughly 
covered once each month. Years of experience 
among hardware trade. Can give best of refer- 
ences and come to factory for personal interview 
at own expense. Age 40, health fine, good trans- 
portation. Connection sought with view of long 
duration only. Address Box E-261, care of 
Harpware Ace, 100 E. 42nd St., N. Y. City. 








LINE WANTED-— SUCCESSFUL MANU 


FACTURERS’ REPRESENTATIVE with well | 


established lines interested in adding a good repeat 
item. Commission. Have good following among 
jobbers of all types. Also chain outlets. Thor 
oughly cover Northwestern Ohio, and North- 
| eastern Indiana. Established following insures 
results. Address Box E-283, care of Hanrpware Ace, 
| 100 E. 42nd St., N. Y. City. 





SUMERS ABROAD ARE now 
| American goods. Seize this opportunity. 


demanding 


ment. The solid connections already developed 
can mean many extra dollars in sales for you. 
Complete details furnished without obligation. 
| Address Box E-270, care of Harpware Ace, 100 
| E. 42nd St., N. Y. City. 





FACTORY REPRESENTATIVES, LONG 
ESTABLISHED, EXCELLENT reputation. Over 
1000 open accounts amongst hardware and lum- 
ber dealers, in the New York Metropolitan area. 
At present, in position to take on an additional 
| line on a commission bsais relative to builders’ 
hardware preferable. Located in the heart of the 

wholesale hardware district in New York City. 
| Have ample sample and warehouse room, 6 sales- 
' 
| 
| 
} 
| 
| 
| 
J 
| 


men who cover territory regularly. Well financed | 
to carry our own accounts if necessary. Highest 
references. Address Box E-262, care of Harp- 


ware AGe, 100 E. 42nd St., N. Y. City. 











| Barsiness Opperiunition | 








avin ee BUSINESS FOR SALE CAR- 
ING housefurnishings and well known paint 
line Established 35 years. «cated in New 
Jersey twelve miles from New York City. Popu- 
lation 45,000. Exceptional opportunity and fine 
location. Address Box E-286, care of Harpware 
Ace, 100 East 42nd St., New York City. 


BOTTLE GAS SALES AND SERVICE 
MANUAL. Compiled by men who have made 
a success of this fast-growing business. Complete 
service instructions, money saving methods, 
plans and drawings for making control hoods. 
Cut your installation costs down more than one 
half. Sent complete for one dollar. Satisfaction 
guaranteed. Address H. J. Brown, W. Bald Eagle 











Blvd., White Bear Lake, Minn. 


MANUFACTURERS ATTENTION!! CON- | 


A Wall | 
| Street firm offers to act as your Export Depart- | 








FOR SALE 


'{{ A well established and success- 
| ful retail and wholesale hard- 
ware business, located at East 
Pittsburgh, Pennsylvania, in the 
heart of the Pittsburgh indus- 
| trial area. For information 
12) write— 


| 
COMMONWEALTH TRUST COMPANY 
OF PITTSBURGH 
312 Fourth Avenue, Pittsburgh, Pennsylvania 














MERCHANDISE WANTED—I BUY FOR 
cash small or large lots of manufacturers’ close 
outs, jobbers’ surpluses and any discontinued 
items in the hardware and harness line. Write 
me what you have to ofter. Address Harry J. 
Epstein, 815 Central St., Kansas City, Mo. 


WE WILL PURCHASE FOR CASH. any 
quantity of factory closeouts, surplus or discon- 
tinued items in hagdware, tools, or automotive 
accessories and parts. Write what you have to 
offer. Address — International Hardware Com 
pany, Inc., 88 Fulton Street, N. Y. City. 








re Help Wanted 7 


BUYER, WHOLESALE HOUSEWARES, 
TAKE CHARGE of department, thorough 
knowledge merchandising, sources of supply. Give 
full particulars. Address Box E-267, care of 
| Harpware Ace, 100 E. 42nd St., N. Y. City. 


MANAGER SHIPPING DEPARTMENT. 
ESTABLISHED CONCERN handling general 
hardware, machinery and implements wants man- 
ager for shipping department. Only one with 
ability and experience need apply. Give full de- 
tails as to education, experience, age, family, 
and salary expected in first letter. Address Box 
E-278, care of Harpware Ace, 100 E. 42nd St., 























N. ¥. City. 











100 E. 42nd Street 





He ADVERTISED IN THE RIGHT MEDIUM 


This man wanted to represent a good hardware 
manufacturer—he told his story in the Classified 
Opportunities Section of Hardware Age— 


A nationally known company replied to his adver- 
tisement and he secured a desirable position through 
advertising in the right medium. 


HARDWARE AGE is noted for quick results — 
try it—send your ad to— 


HARDWARE AGE 


Classified Opportunities Dept. 


New York. N. Y. 
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It Can Only Happen Here 


PATENTED DISPENSING CARTON 


Here is THE modern, quick way to handle lino- 
leum bindings and edgings. The handy, exclus- 
ive, patented Nu-ART dispensing carton has 
done wonders to re-popularize bindings be- /M A #2 Has 
cause there's profit in every sale due to the 
speed and convenience of the Nu-ART car- 
ton. Only with Nu-ART Quality bindings 
and edgings do you get this many-featured 
package. Display and sell Nu-ART and 
make a profit on aia sale. 
















BINDING » EDGING 


Matting f Miscellaneous Us Uses 
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a 
Strip Can Be Rolled Out 
or or Rolled Back in Carton 
| Without Open- 
(ure that you get only with Hand'customer one enve. Carton, makes itt. , 
. eas ° emon- 
ie out, eat be calcd Seton Sha Gin ate Seate Sn shew Se ing the Carton! 


back without opening carton. removed. always in clean 
ff) f, 
/, 


orderly condition. 
Nu-ART BINDING Nu-ART BINDING Nu-ART EDGING 
26 & 22-Gauge Light Weight , 26 & 22-GAUGE 






Nu-Art tt 





This patented Wall or 
counter rack furnished 
free. Fastens with two 
screws and never in the 
way. A Nu-Art carton 
on this rack makes a 
very good display — sug- 
gests Bindings and Edg- 


ALL WIDTHS: 5° to 142" IN— | 
ALACROME, STAINLESS STEEL, BRASS, ZINC - 





ings to customers. Rack works 

equally well on end of counter or on 

wall. Simply measure out strip, and 

INSTALLED cut off. If too much is rolled cut i 
BY can easily be run back into 
ANYONE - carton without 





7 = = >) opening carton. 


Everyone who sees the new, improved Nu-Way MINUTES 
Screen Door Grille—that can be installed by any- —_— 
one in five minutes without cutting or special fit- NO CUTTING j 
ting, likes it, and it’s a popular, profitable item — ja hit 
; q that you can’t afford to be without. Also the ADJUST & | _ 
mttetadt g Nu-Way Push Grille in Senior and Junior sizes. ATTACH 
May we send you complete details? SCREWS 





Manufacturers of Weather Strips, Special Window and Door Equipment, Calking and Glazing Compounds, 
Metal Mouldings, Trim, Edging. Nosings, Cast Signs, Plaques, Tablets, Rolled, Stamped or Cast Special Shapes. 


MACKLANBURG-DUNCAN CO. cxtsiome city, oxi 
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Increase Consumer Sales With 
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in paint merchandising 
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Important new ideas like this have firmly secured Lucas 
Leadership for nearly a century. Now Lucas helps you sell 
more paint through eye appeal. Lucas Paint Patterns give 
you scores of color plans for exteriors and interiors. 160 
separate and distinct colors! Each color is as close to ac- 
tual paint as color chips. Smart new Paint Patterns that 
sell complete color ensembles backed by foremost deco- 
rating authorities. 


But it's more than an idea—Lucas Paint Patterns are part of 
a complete new merchandising plan. Included is a big 
dealer book of Paint Patterns, books-for master painters, 
counter and window displays, direct mail, and newspaper 
advertising. And it's all different from anything the indus- 
try has ever seen before! 


Paint Patterns are exclusive with Lucas. They can be yours 
exclusively in your trading area. 
GET ALL THE FACTS-MAIL COUPON TODAY 


: JOHN LUCAS & COMPANY, Inc., 
: Philadelphia, Penna., Dept. 41-H2 


: Please send me complete information about the Lucas Paint 
| Pattern merchandising program. 


; Name 
: Address 
ADMINISTRATION OFFICES * PHILADELPHIA, PENNSYLVANIA 


JOHN LUCAS & COMPANY, ING. orticcs Factories, WAREHOUSES IN PRINCIPAL CITIES 
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STEALS THE SHOW! 


(ABLY SUPPORTED BY THE DOLLY MADISON AND THE MARTHA WASHINGTON) 


CHICAGO— Acclaimed “‘the biggest dollar value of 
1941,”’ the Westinghouse “Betsy Ross’’ stole the 


Chicago Housewares Show, January 9 and 10. 


Big hit with enthusiasts is the fact that the “Betsy 
Ross”’ is strategically placed in the new line for 
step-up selling. ‘‘A cinch to sell up to, and beyond”’ 
and “it will be the best seller of ’41,”’ prophesied 
top-flight salesmasters when they got the complete 
story on this new Super Six. 

Star features winning most applause are: 

COLONIAL BLUE INTERIOR trim, with 

matching water server and dishes. 

TRUE-TEMP CONTROL for Super Market 

Refrigeration. 

SUPER FREEZER, with extra space for 

frozen foods. 

DRAWER-TYPE MEAT STORAGE, scien- 

tifically ventilated. 

GLASS-TOPPED SLIDING CRISPER. 

CHROME-PLATED SHELVES with special 

“‘lift-out”’ section. 

TRIPLOK trigger-type Door Latch. 


1G, 
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STEAL THE SHOW in YOUR town with these new 1941 


color-styled models ... exclusive Westinghouse True-Temp Control 


NINE color-styled boxes—4 Super 
Sixes, 2 glamorized Sevens, 3 lux- 
urious nine cubic foot models—the 
entire line designed and priced to 
get business for YOU. 

And... only Westinghouse has 
True-Temp Control, a PLUS value 
that gives users Super Market Re- 


frigeration. This basic feature give$ 
YOU an exclusive selling slant —step# 


YOU ahead of competition — works . 


for YOUR profit in the gigantic nations 
wide advertising campaign that is out 
selling Westinghouse to America. 

Call your distributor or write direct 
for complete details. 


WESTINGHOUSE ELECTRIC & MANUFACTURING COMPANY 


DEPARTMENT 1052 


MANSFIELD, OHIO © 
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